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Plan now 


to sell more 
lawn and garden 
tools next Spring 





New self-serve Green Thumb Tool 
Island, complete with balanced 
stock of Green Thumb tools as 
shown, $197.25 value for $118.34 
delivered* if ordered before De« 
15. Spring dating and delivery. 


*Slightly higher in West 


Modernizes 
Steel Goods Selling: 
The mobile Green Thumb Tool 


Island enables you to make a com 


plete self-service offering of lawn 





and garden tools in a_ location 
where tools will move fast in season 

indoors or outdoors It is the 
ideal unit around which to build 
your Green Thumb Garden Cente 


Increases your profits by adding 





many new sales to those you now 





make from your permanent wall 








display of steel] voods 











Stocks and sells 4 dozen long handle 











and 2 dozen or more short handle 
tools, in only 214 x 4 ft. space. 


THE UNION 
FORK & HOE COMPANY 


Ask your UNION jobber’s salesman, Columbus 15, Ohio 


or write us for full information. 
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aRRIAGE BOLTS 


“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and biack boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National 


line your line, because it stands out in every way. th jp 


Ask Your Distributor . . . He Knows 


THE NATIONAL SCREW & MFG. COMPANY nH 
Cleveland 4, Ohio pang i) 
Pacific Coast: National Screw & Mfg. Co. of Cal. . 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


SOUTHERN HARDWARD is published monthly t rawford St Daltor " 
' — n United States and 
Entered as secor ‘las the post office 


Delon, Georgia, under the A 
=, 125 Number 10 
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“Boy, am | glad that roof is galvanized steel !” 


More and more Southern farmers are expressing that sentiment these days— which means 


business for all you Bethlehem galvanized steel roofing dealers. And to keep these 


farmers sold, Bethlehem is running a strong and consistent advertising program on 


galvanized roofing in the Southland’s leading farm publications: Southern Planter and 
/ ? 


Progressive Farmer. How recently have you checked your stocks of Bethlehem Roofings 





BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
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The famous Coleman Outing Pals will have top 
priority on Christmas shopping lists in every part of 
the nation. More people want Coleman, more 
people buy Coleman, more people use Coleman than 
any other similar outing products on the market. 
Coleman means more outdoors fun to millions... 
it can mean extra sales volume for you! So stock up 
for extra gift sales now! Be ready for the biggest- 
ever Christmas call for Coleman! 


Sell KQ2EUTiN OUTING PALS! 


to Lp Quick, 
Christmas Sales... 


and 


a suitcase. 2 


COLEMAN FOLDING 
CAMP STOVES 
America’s Most-Wanted 
Outdoor Cook Stove 
Outsells all 
makes bined! 
Lights in tantly, cooks 
like a home gas range. 
Easily regulated, com- 
Burns 


af 
other 


pletely safe 


low-cost Coleman Fuel 


or unleaded gasoline. 


Folds up, carries like 


2 and 3-burner models, plus 


1-burner Sportmaster. High Stand avail- 


able for two and three-burner m« 


Biggest, 
yor 
Millions in use 
growing! Instant 
cif 
service 
fuel 
any 
Coleman 


| 
cie of b 


dels. 


COLEMAN 
FLOODLIGHT LANTERNS 
World’s Most Famous Outdoor Light 
est selling outdoor light 
fire gift item. 


steadi 
can st ck—and a sure 
and the market keeps 
: Casts 100-ft. 
LO hours 


low-cost 


rilliant light. Up t 
filling of 
ndable in 


from single 
Safe, stormproof, depe 
ling new 


weather. 7 models, inclu 


Air-O-Lite using snap-in fuel 


cartridge. 


COLEMAN 
PORTABLE COOLERS 


Newest Outing Pal 
a Top Seller! 


Has 14 outstanding features 


including Coleman exclusive 
lid latch 


finger touch 


that opens at a 
seals aif- 


Leak- 


cor- 


tight automatically 

Rounded inside 
ners. Lowest “K"’ factor of 
any cooler holds the cold 


hours longer! Ne 


dles, 


-pinch han- 


i plug. 3 


no-lose drain 


COLEMAN CARRYING CASE- 
CAMP TABLE 
Only Combined Storage-Table 
Unit on the Market! 
Really 
men n one! S« 
roomy < 


rves as 
holds 


1 
KINZ 


ing Case 
legs, tools, food, co 
utensils or outing gear. Carries like a suit 
folds into sturdy, all-steel 

Ideal for « 
table. A gift that can be used and 
year round 


lining, home 


asc 


Gell the Complete Set— A Great Chance for Greater Profits 


Each famous Outing Pal is the best of its kind... 
and each satisfies an important need for the out- 
door-loving family. Many gift buyers buy them by 
the set. When you sell a complete set of Coleman 


Display the Outing Pals together . . . 


Nationally advertised for 50 years, Coleman prod- 
ucts are pre-sold to millions of prospective custo- 
mers. Your tie-in advertising helps you close more 
sales. Ask for new Gift Displays and ad mats. 


demonstrate 


Outing Pals, your customer is fully prepared for 
deluxe outdoor living...and you make a big- 
ticket sale that brings a more-than-handsome profit! 


them together . . . sell them together! Together, 
you and Coleman can have the biggest Christmas 
selling season ever! 


ORDER FROM YOUR WHOLESALER TODAY! The Coleman Company, Inc., Wichita 1, Kansas 
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THE MOST 


HUSH-HUSH SECRET 


IN THE 
HARDWARE BUSINESS! 


THE NEW “ELECTRONIC SHOWCASE” 
BY PET IS THE ANSWER TO WHAT 
DISTRIBUTORS AND RETAILERS OF 
HARDWARE HAVE BEEN ASKING FOR! 


We went to 937 retailers of hardware...and over 200 
distributors ...and asked them what their biggest prob- 
lem was. 

The most frequent answer was something like this. Dis- 
tributors urge dealers to keep their regular stocks up 
Then the distributor comes up with a terrific value... 
something dealers can really clean up on...at a sale 
price. But they have no place to display it or sell it, with- 
out rearranging their stores. Result: both distributors and 
dealers lose out on a lot of sales 

Now Pet has solved that problem with the “Electronic 
Showcase,” which provides an absolute pilfer-proof place 
to display your big ticket, high profit power tools. And, 
in addition, provides a big, permanent in-store display 
for any and all hot items 

Believe us, it’s spectacular; the one way 
can make sure of those whopping volume sales and 
profits ... without tearing up the whole store 

Find out about Pet's terrific new Electronic Showcase, 
and find out how you can obtain them ask your jobber 
salesman, or get the coupon in the mail today 


MAIL COUPON NOW! Pp 


To: George Weatherby Dept. SH-10-56 power Te 
Portable Electric Tools, Inc. 
320 W. 83rd St., Chicago 20, Ill. 


a distributor 


Please send me full information about your new 


Electronic Showcase, and name of local jobber 


POSITION 


FIRM 
ADDRESS 
CITY STATE 


| 
| 
| 
| 
| NAME 
| 
| 
| 
| 
i 
I 
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Business Outlook— The nation's business activity will wind up the year in 
a rising trend and the outlook is good well into 1957. Optimism is 

the general attitude both among consumers and business men. Incomes 

continue to rise and individuals go on with their spending at a high and 

increasing rate. Businessmen continue to invest in new buildings and 

equipment, further boosting the record level of prosperity. 


Consumer Credit— With no fear of the future consumers continue to pour 

dollars into the retail market. Credit extended in July hit an 
annual rate of 37.8 billions per year, slightly above a year ago and only 
4% below the record high of September, 1955. 


Employment— he number of people at work soared again in July to a record 
66.6 million, 1.7 million more than a year ago. This was the second 
consecutive month that employment exceeded the previous high. 


Construction Activity—The building boom continues as a major support to 
business. Despite a downturn in residential construction, total outlays 

in August were at an annual rate of more than 44 billion dollars as work 

on commercial, industrial, and public utility projects went ahead strongly. 


Retail Sales—Retail sales during June, July, and August have been brisk 

as consumers continued their high-level purchases. In June total 
sales by the nation’s independent retailers were 6% above a year ago. 
Sales by dealers in the lumber, building materials, and hardware group 
were about the same as in June, 1955. 


Personal Income—The level of personal income, running at a rate of 324 
billions per year before taxes in June, expanded again in July and 

August. Higher employment at the same time further increased the 

total amount of disposable income available. 


Prices Up—n June consumer prices advanced to an all-time high with the 
major advances in soft goods and services. With the rise in steel 
costs, however, durable goods will slowly edge up in price over the 
next several months. 


Farm Income—In the year's first seven months receipts from marketings 
totaled 14.3 billion dollars, slightly above 1955. Prices were down 


3%, but the volume of marketings were up. 


Wholesale Sales—Total wholesale sales in June were 6% above 1955, with 

sales by hardware wholesalers showing the same percentage gain. Sales 
by southern hardware wholesalers showed gains as follows: South Atlantic, 8%; 
East South Central, 3%; and West South Central, 13%. 
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for many hunters it's a 


or nothing! 


For sheer beauty of design . . . fine balance and fast handling ...we know a lot of hunters who 


wont be satisfied with anything less than a Double .. . the traditional sporting gun 
This fall be sure you're well stocked with gun features 
this famous upland gun. Light to carry, fast- walnut stock 
swinging and quick to point... your customers shooting comfort 
will find a Double the most dependable sport- hardened frame 
ing gun in the rack. hammer-sear mechani 
ger pull. All available in 1. 20 a é 
Fox and Stevens doubles have all these fine- gauge in popular chokes and barrel lengt! 


sy FOX ano STEVENS 


* a 
SAVAGE - STEVENS + FOX FIREARMS 


FOX 8-ST 
beavert fore 
two wr 


f 
at ee 


FOX MODEL 8 yme as f 


give 


met ‘ ght 





STEVENS MODEL 311 
field ble trigger, tapered for 


ght. Here 
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©. Ames Co. Elects 
Sales Vice-President 


F. Buiss Winn was elected vice- 
president in charge of sales of the 
O. Ames Co., Parkersburg, W. Va., 
at a recent meeting of the board 
of directors. 


F. Bliss Winn 


Winn has been a resident of 
Parkersburg since 1923, coming 
there to be associated in the brok- 
erage business. He joined O. Ames 
at the beginning of World War II 
and was manager of the company’s 
plant at Northeastern, Mass. until 
the fall of 1948. He then was re- 
turned to Parkersburg as assistant 
to the president and sales manager 
for the company. Last year Winn 
was named sales manager of the 
tool division. 


* 


Southern Screw Co. Now 
Manufactures New Item 


MANUFACTURE of machine screw 
nuts is now in process at South- 
ern Screw Co., Statesville, N. C., 
according to an announcement by 
Fritz Jensen, president. 

The initial set-up is on the most 
popular sizes and will be expanded 
as machinery and training of op- 
erators will permit. Now being of- 
fered are packaged and bulk steel 
and brass hexagon machine screw 


6 


nuts, double chamfered and dou- 
ble countersunk. Square machine 
screw nuts are available only in 
steel, bulk packing, and are not 
countersunk. 

In addition to machine screw 
nuts, Southern is manufacturing 
Phillips and slotted wood screws, 
machine screws, tapping screws A 
& B, dowel screws, drive screws 
(wood and type U), stove bolts, 
hanger bolts and carriage bolts. 
Special items are manufactured 
where machinery and quantities 
permit. 

. 


Wesley Brannon Dies 
in Atlanta, Ga. 


B. W. (WESLEY) Brannon, vice- 
president and general sales man- 
ager of Beck & Gregg Hardware 
Co., Atlanta, Georgia died sudden- 
ly of a heart attack at his home on 
August 31. 

Widely-known throughout the 
trade, Wesley Brannon this year 
would have completed his 50th 
year with the company. 





Wesley Brannon 


Mr. Brannon began his caree! 
with Beck & Gregg in 1907 as an 
office boy. Through the years he 
served in various capacities and at 
the time of his death was vice- 
president and general sales man- 
ager as well as a director of the 
company. 

He is survived by the widow, 
two daughters, a son, and several 
grandchildren 


Wooster President Receives "Jug" Award 


A pointer or two about little brown jug handling is given to J. R. Cald- 
well, center, president of Wooster Rubber Co., by J. W. Adams (right), 
housewares buyer for Rich's, Atlanta, and J. Autrey (left) of Beck & 
Gregg, Atlanta. The jug award, given annually to an outstanding leader 
in the housewares industry, was given to Caldwell at the “Rebel Break- 
fast" held by the Southeastern Housewares Club during the housewares 
show in Atlantic City. Adams and Autrey were guests at the breakfast 
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ny book 


FAMOUS FOR 


proven quality 
SINCE 1900 









MANUFACTURED BY 


RED HEAD 
BRAND COMPANY 


4311 W. Belment Avenve 
Chicege 41, Httinets 
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4 SHELTER TENT DUCK 
HUNTING CLOTHES 


To emphasize our plans to offer the foremost in DRYBAK style, 
quality and features, you need only see the DRYBAK shelter tent 
duck garments. Here indeed is superior quality. The cloth is every- 
thing to all hunters; the feel, look and smart appearance you 
‘Usually find only in poplin, yet here it is in a strong, lightweight 
duck that is vat-dyed, Mercerized, Sanforized and Zelan treated... 
field ruggedness with the sportsman “in town" appearance. 

COAT « Matching body and top sleeve drill lining » Corduroy collar and cuff 
facing - Two slant pockets with flaps covering shell loops - New zippered, 
weother-proof breast pocket - Quilted shoulder patch - Zipper drop-seot, 
seamless rubberized game pocket with rear entrance flap. 


PANTS + Straight or knitted bottoms + Leg fronts and seat rubber lifted - Hip 
pockets have button flaps - Full cut for roomy fit. 


CAP «+ Reversible to show red - Suede inner lining « Earlaps - Non-breakable visor. 











(Continued from page 6) 


L. D. Nuchols, president of American Hardware and Equipment Co., Char- 

lotte, gives bonus checks to company's leading salesmen at recent sales 

meeting. Left to right: L. R. Clemmer, vice-president; Salesmen J. H. Wicker 

and W. R. Yarbrough, Mr. Nuchols, J. L. Cannon, A. H. James and C. L. 

Roberts, salesmen. Mr. Cannon was recognized also for having served 
38 years with the company 


American Hardware 
Holds Sales Meeting 


NEW PRODUCTS in a number of 
leading lines were presented to 
the company sales force at a recent 
sales meeting held by the Ameri- 
can Hardware and Equipment Co., 
in Charlotte, N. C. 

The all-day session on August 
4 was attended by some 40 mem- 
bers of the sales force, company 
executives and by a number of 
factory salesmen and manufactur- 
ers’ representatives, according to 
L. R. Clemmer, vice-president. 

Participating in the meeting 
were: Ralph Miller, sales manager, 
Lazy Boy Lawn Mower Co.; Dick 
Lester, Quick Manufacturing Co.; 
Robert J. Sanderson, field sales 


manager and Norris Long, Pre- 
way oil heaters. 

Attending also were: Bill Van 
Smith, sales manager, Internation- 
al Molded Plastics, Inc.; George E. 
Rabens, regional sales manager, 
True Temper; H. K. Wannen, sales 
manager, and Vince Lowe, Jackes- 
Evans Manufacturing Co.; and Ed 
Lindgren, manufacturers’ repre- 
sentative. 


Awards Bonus 


During the meeting L. D. Nuch- 
ols, president, presented five mem- 
bers of the sales force with bonus 
checks for their sales records dur- 
ing American Hardware’s last 
fiscal year. 


Shown above are company personnel and factory representatives attending 
recent sales meeting held by American Hardware and Equipment Co. in 
Chariotte, North Carolina 


Estwing Presents Gold 
Hammer Service Award 


ERNEST ESTWING, president of 
Estwing Manufacturing Co., Rock- 
ford, Ill., announced recently that 
over 700 hardware dealers or their 
employees have been selected to 
receive the Estwing Gold Hammer 
Award for a half-century or more 
service to the hardware industry. 

The award is a genuine Estwing 
unbreakable hammer finished in 
14-karat gold, and is attached to 
a plaque with the following in- 
scription: “Estwing Gold Hammer 
Award for 50 years service to the 
hardware industry.”’ 


The Gold Hammer Award plaque 
is shown here by Ernest Estwing 


Estwing stated that if some have 
been overlooked inadvertently, the 
company will be most happy to add 
new names to the exclusive list 
of people who qualify 


* 


General Slicing Machine 
Names Two Sales Reps 


THE GENERAL Slicing Machine 
Co., Inc., Walden, N. Y., announces 
two new additions to its sales force. 

Representing its line in the 
housewares field will be Don Mas- 
sie of Dallas, Texas, He will repre- 
sent the company in the states of 
Texas, Oklahoma, Louisiana and 
Little Rock, Arkansas. 

Thomas Lynch, St. Petersburg, 
Fla., will be representing General 
products in the state of Florida. 
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COMES WITH 119 NATIONALLY-ADVE 
cVERY-DAY-USE FAST. moviING 1° 


“SRB sive 4 


All styles and sizes 
of Punches, Chisels, 
and Screwdrivers for 
widest variety of jobs 


SIDE 3 
End, Box and 
Combination Wrenches in 
continuous daily demand 


Now you get 4 times more sales punch, 4 times more profit from 
your valuable counter space. And this 4-Side Seller is an eye-catcher 
de luxe . . . made of smooth metal in sunshine yellow and red... 
a perfect background for the sparkling-finish, nationally-advertised, 
volume-selling tools. Also eliminates work on your part . . . because 
your customers choose exactly what they need from the big selection 
of Wrenches, Pliers, Punches, Chisels and Screwdrivers. Every tool 
is identified and price-marked (markers come with unit) . . . ex- 
treme values create instant sales action . . . rigid factory guarantee 
covers both material and workmanship. Order your 4-Side Seller 
from your regular jobber now — or write for name of nearest 
supplier today! 
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Qtise? 
0° 


* CONTINUOUS YEAR-ROUND PROFIT 


* 
* 
* 


MAKER ... WITH “‘FILL-INS’’ ALWAYS 
AVAILABLE FOR EVERY TOOL YOU SELL 


FULLY AUTOMATIC MERCHANDISER .. . 
EACH TOOL INDIVIDUALLY IDENTIFIED AND 
RETAIL PRICE-MARKED 

EXTRA DURABLE, SMOOTH-REVOLVING 
STAND. 4 SIDES, TOP AND TOOL RACKS 
ARE BUILT OF METAL 

POPULAR PRICES ASSURE QUICK 
TURNOVER. ALL TOOLS MANUFACTURED 
AND GUARANTEED BY 


PENENS CORPORATION 
SCHILLER PARK, ILLINOIS 
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John H. Graham Names 
Lohr Vice-President 


JOHN H. Graham & Co., Inc., N. 
Y., N. Y., announces the appoint- 
ment of C. G. Lohr as vice-presi- 
dent. 

Lohr has been with the Graham 


Cc. G. Lohr 


organization for many years, be- 
ginning his career there as a sales- 
man in the St. Louis territory, In 
following years he became Metro- 
politan New York sales manager 
and later general sales manager of 
the company. In addition to his 
vice-presidency, Lohr retains his 
title as general sales manager. 


° 


Remington Appoints Sales 
Head for Mall Tool Div. 


JosEPH J. Callahan, formerly 
manager of Remington Arms Co.’s 
sales promotion division, has as- 
sumed the post of general sales 
manager of Mall Tool Co. of Chi- 
cago, which was acquired recent- 
ly by Remington. 

Many of Callahan’s duties at 
Remington’s Bridgeport, Conn., 
headquarters have been taken up 
by E. J. Garrity, an advertising 
assistant promoted to manager, 
sales promotion. 

Callahan joined Remington in 
1920, and since 1928 has been 
a member of its. sales. or- 
ganization. Prior to his  po- 
sition as manager of the sales 
promotion division, he served suc- 
cessively as sales manager of the 
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(Continued from page 8) 


firm’s cutlery department, man- 
ager of the promotion division’s 
dealer section, and later as man- 
ager of that division’s research and 
development section. He is a na- 
tionally recognized authority on 
merchandising and sales promotion 
and has traveled widely as a 
speaker on the subject. 

Garrity was graduated from 
Providence College, Providence, R. 
I., in 1941, with a bachelor of 
philosophy degree. He _ joined 
Chance-Vought Aircraft Corp. a 
short time later and by 1948 had 
become head of the writing group 
in the technical publications di- 
vision. He joined Remington in 
November of that year as an ad- 
vertising assistant and served in 
that division until his new appoint- 
ment. 


° 


V. S. Nevius Co. Names 
Fla. Rep. for Akro Line 


THE V. S. Nevius Co., southeast- 
ern representatives of The Bux- 
baum Co., manufacturers of Akro 
rubber household products, an- 
nounces the appointment of Jesse 
Dunbar as the company’s repre- 
sentative in Florida. The Nevius 
company headquarters are in At- 
lanta, Ga. 

Dunbar, whose home is in Or- 
lando, Fla., previously was south- 
eastern district manager for Proc- 
tor Electric Co., and before that 
had been district manager for 
Nesco. 


Choremaster Appoints 
Eastern Division Head 


CHOREMASTER Division, Weber 
Engineered Products, Inc., Cincin- 
nati, Ohio, recently announced 
the promotion of John (Mac) Gra- 
ham in its sales force 


John Graham 


Graham now is responsible for 
all Eastern Seaboard operations 
in the position of Eastern Division 
manager. Graham was formerly 
the Virginia Choremaster repre- 
sentative. He is a business admin- 
istration graduate of Randolph 
Macon College, and was associated 
formerly with the Lebanon Chem- 
ical Corp. of Lebanon, Pa. Graham 
resides in Richmond which will be 
his base of operations. 


Planet Jr. Sales Group Holds Meeting 


Executives, members of the sales staff, and salesmen of Planet Jr. dis- 

play a varied array of power equipment for the garden, farm, and lawn. 

Units were shown in action at the recent annual sales meeting held at 
the plant of the S. L. Allen & Co., Inc., in Philadelphia 
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it’s —it'sa EVEL—it’sa quare—it'sa ape 


accurate 
unbreakable 
level 


evel Square 


Built-in, accurate, unbreakable level with easy- 

view bubble. 

Accurate square, easy to use. 

Full 10 foot, replaceable, WYTEFACE® tape 

rule. Sliding end-hook makes inside and out- 

side measurements accurate. 3] G& 
Rugged die-cast case with long-life chrome “price only ° 

plated finish. shipping weight 2 Ibs. 14 ozs. 





per display box 
of six” 


Made by K & E, makers of instruments of precision since 1867 





K+ KEUFFEL & ESSER CoO. 


HOBOKEN, N. J 








display box of 6 
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SCHOELL KOPF 


(Continued from page 10) 


Officials of The Schoelikopf Co. discuss the new time payment plan set up 
for retailers. Left to right: George H. Norsworthy, president; L. D. Miller, 
credit manager; and C. T. Ellis, vice-president 


Southwestern Wholesalers Adopt 


New Time Payment Finance Plans 


BY INTRODUCING their own time 
payment financing plan, available 
to retail dealers without recourse, 
two southwestern hardware whole- 
salers have taken the step to re- 
gain business lost to their retail 
customers from the competition of 
similar finance plans offered by 
chains and others. 

The two southwestern concerns 
are The Schoellkopf Co., of Dallas, 
Texas, and the Oklahoma City 
branch of Richards and Conover. 

The Schoellkopf plan was con- 
ceived within the company, pri- 
marily, according to C. T. (Choc) 
Ellis, sales manager. After dis- 
cussing their ideas with several 
Dallas finance companies, Schoell- 
kopf chose the local branch of a 
national finance chain, with the 
understanding that Schoellkopf 
would use the plan exclusively in 
its territory, which is North and 
Central Texas. 

“Early in the year we began 
concentrating on what we could do 
to help retailers and increase our 
own business,” Ellis explained. 
“After much thought and dis- 
cussion we came up with the basic 
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ideas incorporated into our fi- 
nancing plan. Thereafter it was 
tailored to meet requirements of 
the finance company.” 

The Schoellkopf plan is fully 
non-recourse, as far as the retail 
dealer is concerned, and the dealer 
has no collection contact with the 
customer following a sale. All 
paper involved becomes property 
of the finance company and if col- 
lection effort is necessary, the 
finance company exerts this ef- 
fort. 


Schoellkopf’s plan does not re- 
strict a retail dealer to sale of mer- 
chandise acquired only from this 
wholesaler. But, of course, Schoell- 
kopf hopes and expects the dealer 
will replenish his stocks from 
Schoellkopf stocks. 

Nor does the plan restrict a 
dealer to sale of any one category 
of merchandise. He may sell an as- 
sortment of merchandise on the 
plan, such as lawn mower, hose, 
sprinklers, garden tools and elec- 
tric appliances, at 10 percent down 


and as many as 24 months for the 
customer to pay. 

Schoellkopf then credits the re- 
tail dealer’s account with the un- 
paid balance, or 90 percent of the 
amount of the customer’s financed 
purchase. And if the transaction Is 
within the discount period, the 
dealer is allowed the cash dis- 
count. 

After the paper involved has 
been forwarded through Schoell- 
kopf to the finance company, if the 
customer decides he needs addi- 
tional merchandise, this merchan- 
dise may be added to the custom- 
er’s original obligation, with condi- 
tions as they affect the retailer 
still in force. 

One restrictive feature of the 
plan provides that the minimum 
down payment by a retail customer 
shall be $5.00 and that the mini- 
mum carrying charge also shall 
amount to $5.00. 

The Schoellkopf plan was an- 
nounced following a meeting in 
Dallas on August 19. Lunch was 
served to 225 invited guests—deal- 
ers and wives and others—before 
an address by Dr. Arthur A. Smith, 
nationally-recognized Dallas econ- 
omist. Attendance included dealers 
from as many as 250 miles away, 
Ellis said. 

+ 


Leston Lawrence Named 
by Black Hardware Co. 


THE APPOINTMENT of Leston 
Lawrence as head of the steel and 
wire products department has been 
announced by Black Hardware Co., 
wholesalers in Galveston, Texas. 

Widely-experienced in the steel 
and wire products business in the 
Houston and Baton Rouge areas, 
Mr. Lawrence has moved from the 
Louisiana city to Galveston. 


* 


The Linen Thread Co. 
Transfers Salesman 


L. H. STEVENSEN, sales repre- 
sentative for The Linen Thread 
Co., Inc., Paterson, N. J., has been 
transferred to Atlanta, Georgia, 
from the Chicago, Illinois, area. H. 
C. Johnson, manager of the Chi- 
cago sales office, made the an- 
nouncement. 
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Still pacing the industry, Ames now offers a rolled 
EXCLUSIVE /y back ‘‘turn-step” on round and square point Ramlite 
AMES Y} shovels at no extra cost! Unlike other step shovels in 
SHOCK BAND i this price range, the new Ramlite offers a truly strong 
unbroken step which sweeps gracefully right up into 
the shank .. . actually gives the shovel additional 
strength. The Ramlite’s taper-rolled blade also re- 
inforces sections of the shovel where the greatest 
strength is required. 

This new step is available at no extra cost in the 
entire Ramlite Line of shovels and garden spades. 
The new Ramlite with its greater utility and added 

strength still gives perfect ‘“‘hang’’ and balance. 


ROLLED BACK TURN-STEP 


WU 
AMES 


Since 


1774 


@ Full tempering throughout © Burntcote Finish 
@ Shock-band construction 
® Tumbled metal finish 


@ Round point Ramlite weighs only 3/2—3% pounds 


©. AMES COMPANY 
Tool Division, Parkersburg, West Virginia 


Please send me the nome of distributor in my area. 


Parkersburg, West Virginia 
Division of McDonough Company 


Company 


Address_ 


| 
| 
! 
| 
l 
©. AMES COMPANY ; Name 
| 
! 
l 
! 
| 
i 
i 
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Everett Organization 
Adds Representatives 


TWO ADDITIONAL representatives, 
Glenn Duke and Rile Reyle, have 
been added to the staff of John T. 
Everett & Co., manufacturers’ 
representatives of Memphis, Tenn., 
according to W. N. Wilkerson, man- 
aging partner. 


Glenn Duke 


Duke, a new member of the 
firm’s Field Service Division, 
originally comes from Waco, Texas. 
and has had several years experi- 
ence in office and warehouse man- 
agement prior to joining the com- 
pany. Duke makes his present 
home in Memphis. 

Reyle is a native of Memphis 
and a graduate of the University of 
Tennessee. He had three years 
sales experience with a _ large 
wholesaler, and has an engineering 
background. Reyle is joining the 
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firm’s newly-formed Plasteel Divi- 
sion, and his headquarters will be 
in Memphis. 


« 


Autoyre Co. Names New 
Advertising Manager 


DAVID PICKETT has been ap- 
pointed to the position of adver- 
tising manager, according to M. J. 
Ragir, president of The Autoyre 
Co., New York City, a subsidiary 
of Ekco Products Co., manufactur- 
er of kitchen, bathroom and closet 
accessories. 

Pickett was formerly with the 
Zlowe Co. Advertising Agency. 
The appointment is effective im- 
mediately. 


e 


Dealer Service Group 
Formed by True Temper 


A SPECIAL team of six hardware 
dealer service representatives has 
been formed by True Temper 
Corp., Cleveland, Ohio, according 
to an announcement by Robert R. 
Raymond, vice-president and gen- 
eral sales manager. 


Goodman Hart 


They will call on retailers to 
furnish sales helps and information 
on True Temper products and pro- 
motions. According to Raymond, 
this will enable the firm to im- 
prove its service to both whole- 
salers and dealers. 

The six men will operate region- 
ally under the direction of Harold 
A. Stevens, hardware division 
sales manager, and in conjunction 
with True Temper’s regular field 
sales managers who service dis- 
tributors. 

T. Lamar Hart has been assigned 
to the southeast area, and Elstun 
Goodman to the southwest area 


Texas Couples Win Trips at Annual Show 


A Navasota, Texas, hardware dealer and his wife, Mr. and Mrs. E. A. 
Mickan, of the C. W. Lucas Co., were the winners of a flying trip to Havana, 
Cuba, at the fourth annual Houston Gift and Housewares Show held recent- 
ly. Shown here with the couple are Ralph Thompson, president and general 
chairman of the show, left, and J. D. Bryan, Jr., chairman of the show's 
special events committee, right. Mr. and Mrs. L. E. Bergstrom, owners of the 
Laurent Hardware Co., Victoria, Texas, won a 7-day flying trip to Nasscu 
as door prize. Attendance and sales volumes were up more than 25 percent 
over last year's show 
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Columbian CARTON Coils 


Feed factory-clean Columbian Pure Manila or Radium 
Sisal through hole in top of this sturdy, non-kink dis- 
penser. Three-coil shipping container packs 3 sizes: 
“4”, %” and '2” diameters. Approximately 20 Ibs. 
per carton, or 60 Ibs. of rope for full container. Light- 
weight, colorfully printed — makes an attractive, easy- 


to-reach display on counter or shelf. 


Columbian COLPACK 
Display Rack 
Combines neat, handy Col- 
pack Cartons of all sizes in 
20” x 29” of floor space! This 
eye-compelling display sparks 
plenty of impulse sales .. . 
holds one Colpack 25, two 
50's and one box of 100’ con- 
nected coils. Comes com- 
pletely assembled, ready to 


use. 


With These 
COLUMBIAN HELPERS! 


MANILA ROPE 


~ a I 
a 


Columbian COLPACK Cartons 


Dispense your choice of Columbian Pure Manila or 
Radium Sisal in diameters from X«" through 4" — from 
the sturdy Colpack Cartons! No lashings to cut... 
just draw rope through hole in top . . . leave uncut 
portion perfectly coiled and protected from dust inside 


carton. Easy to handle, store, display, and sell! 


Four sizes: 25 |Ibs., 50 Ibs., 75 Ibs., and 100 Ibs. 


Columbian Rope MERCHANDISER 


Columbian 
| posttest ROPE 


aa 


Display 7 sizes of rope in 22” x 12 

of floor space! The 52”-high Col- 
umbian Rope Merchandiser meas- 
ures the required length of rope 
and cuts it for fast, easy, con- 
venient selling. Your rope is 
displayed in a single compact lo- 
cation — forcefully reminding your 


customer of his needs! 





Columbian Displays Make Money... 
Ask Your Jobber to Prove It! 


TWINES 7 
= 


—, 


For more information use Handy Return Card 
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Shown above are representatives attending Atlanta conference 


Warehouse Conferences Held by 


SWHA in Atlanta and Dallas 


WAREHOUSE Managers’ Confer- 
ences for officers and employees of 
member companies of the South- 
ern Wholesale Hardware Associa- 
tion, were held in Atlanta, Ga., 
September 22, and Dallas, Texas, 
September 29. 

Each conference, under’ the 
chairmanship of Henry J. Allison, 
Allison-Erwin Co., Charlotte, N. 
C., featured similar programs con- 
sisting of four major addresses on 
important warehouse topics, two 
group discussion periods during 
the morning and afternoon sessions 
of the all-day meetings, and a 
panel discussion led by S. D. May, 
president, Southern Wholesale 
Hardware Association. 

The featured speakers and their 
subjects were as follows: George 
D. Wilkinson, George D. Wilkinson 
Co., New York City, “Organization 
and Supervision in the Ware- 
house;” John W. Sheffield, Jr., 
warehouse superintendent, Shef- 
field Hardware Co., Americus, Ga., 
“Preventing Mistakes in the Ware- 
house;” B. H. Wells, warehouse 
superintendent, Moore - Handley 
Hardware Co., Birmingham, Ala., 
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“Planning and Scheduling the 
Day’s Work;” and Dale E. Briggs, 
warehouse manager, Orgill Bros. & 
Co., Memphis, Tenn., “Material 
Handling Equipment in the Hard- 
ware Warehouse.” 

In a final session devoted to 
“Material Handling Methods” con- 
ferees viewed slides showing actual 
applications of material handling 
devices. 

+ 


Courtney Named President 
of Watkins-Cottrell Co. 


E. R, COURTNEY has been named 
president of Watkins-Cottrell Co., 
hardware wholesalers with head- 
quarters in Richmond, Va. The an- 
nouncement was made following a 
recent meeting of the company’s 
board of directors. 

Mr. Courtney, who began his 
career with the company 32 years 
ago as a warehouse clerk, succeeds 
C. S. Fenson, who was named 
chairman of the board. Mr. Fenson 
fills the post left vacant last 
February by the death of Clai- 
borne Watkins. 

C. Carleton Meredith, who had 


been serving as a city salesman, 
was elected vice-president of the 
89-year-old firm which covers 
Virginia and North and South 
Carolina. 

J. Thomas Weimer 
elected secretary and J. Stanley 
Collins was again named treasurer 

Mr. Courtney, who also was 
elected to the board of directors 
has served in various positions in 
the company and was elected a 
vice-president about three years 


was re- 


ago. 


* 


Sumner Appointed Sales 
Manager for Androck 


WARREN E. Sumner has been ap- 
pointed sales manager, eastern 
sales district of The Washburn Co., 
the position formerly held by E. H. 
Gorton, now resigned. The ap- 
pointment was announced by Al- 
bert Zuck, manager of the Wor- 
cester, Mass., division 


Warren E. Sumner 


Sumner will be located at Wor- 
cester and will be in charge of 
sales of all Androck products in- 
cluding housewares, hardware, 
outdoor cooking equipment, bi- 
cycle baskets, farm baskets, and 
wire specialties. Androck is the 
trade name of products manufac- 
tured by the company. 

Sumner is a graduate of Bow- 
doin College and a retired Com- 
mander of the Naval Aviation Re- 
serve. He joined The Washburn 
Co. in 1946. 
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MARY, WHILE I'M GONE, IF THE MOWER NEEDS FUEL, 
HERE’S ALL YOU DO. FILL THE TANK FROM THIS 

CAN. AND DON’T WORRY ABOUT OIL. AS LONG AS 
YOU HAVE FUEL YOU HAVE PROPER LUBRICATION ! 


JOE! MY NEW MOWER 
USES A GAS AND OIL & 
MIXTURE FOR FUEL— 
CAN YOU HELP ME ? 


rr 
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SURE ! NO TROUBLE AT ALL 
WE HAVE LOTS OF CALLS 
FOR PRE-MIXED FUEL. ITS 
EXACTLY THE SAME AS 
USED IN OUTBOARD MOTORS 
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THIS IS THE SAME TYP 
OF ENGINE THAT IS USI 
ON LARGE LOCOMOTIV: 
OCEAN VESSELS, HEAV' 
EARTH-MOVING EQUIPMI 
AND OUTBOARD MOTORS 
FIRES ON EVERY PISTY 
STROKE, NOT EVERY OTH 
STROKE, AS SOME ENGIN 
DO. IN SHORT, TWICE J 


| WHATS THIS POWER PRODUCTS 
DOUBLE POWER ACTION 


‘VE HEARD ABOUT ON TV ? 




















—— . MANY FIRING STROKE 
DOUBLE POWER ACTIO 

= 4 

g 1 \ i 

COME OUTSIDE 
LL SHOW YOU 
di ey 
| “ . , 5 | READ IN THE POST ABOUT THE POWER ARE ALL MOWERS NOISY ? 3 
% PRODUCTS INSTRUMENT PANEL CONTROL 
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DOES THIS ENGINE HAVE THAT ? 














NOT THIS MOWER MA’M! 
POWER PRODUCTS HUSH-TONE 
MUFFLER MAKES THIS 
ENGINE PRACTICALLY 
WHISPER 





YES, SIR, RIGHT HERE. THIS 
\) C | FINGERTIP CONTROL KNOB SETS 
RO QF IT FOR START, RUN, IDLE OR 


4“ ei STOP. IT’S EASY CONVENIENT 


ee & % | j CLEAN AND SAFE 

















WOW ! SOME MESS GEORGE! WHY DON’T 
yOU GET A MOWER WITH A POWER 
PRODUCTS ENGINE. iT USES PRE-MIXED | > ts 


g FUEL—YOU NEVER TOUCH AN OIL CAN. ss, & 


oa 
i 
; a 
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TELL ME MORE !F 
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1 GET IT,—PRE-MIXED FUEL 
OIL AND GAS ALL IN ONE 
RIGHT, AND THIS ONE 
CAN LASTS ME ALL 
SEASON. I NEVER MESS 
WITH CHANGING OR 
CHECKING OIL. 

FROM My OLD MOWER 
1 KNOW HOW HARD IT 
1S TO POUR OIL INTO 














THE CRANKCASE. 





















Oe eg c—— 3 
ME TYPE LET ME DEMONSTRATE THE FIRST ADVANTAGE f= 
T 1S USED -| OF DOUBLE POWER ACTION, EASIER STARTING! Fox 
DMOTIVES, =| TWICE AS MANY POWER STROKES MEANS TWICE 

5, HEAVY J AS MANY OPPORTUNITIES TO START FOR 

EQUIPMENT =] EVERY FOOT YOU PULL THE STARTER ROPE 
MOTORS.1T| [= ™ 

Y PISTON = i oe iat ol 

ERY OTHER . 

NE ENGINES 

TWICE AS 

STROKES - 

R ACTION ! 

























A POWER PRODUCTS ENGINE 
WITH MODERN PRE-MIXED FUEL 
SURE SAVES TIME AND WORK 
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TODAY'S BUYER 


CONVENIENT FEATURES PLUS 
MODERN STYLING WITH TWO- 
TONE COLOR APPEALS TO 
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THESE HEAVY WEEDS HELP 

DEMONSTRATE THE SECOND 

ADVANTAGE OF DOUBLE POWER 
ACTION. TWICE AS MANY POWER 
STROKES MEANS FASTER ENGINE 
ACCELERATION, NO STALLING 
OR STOPPING 












ILL BET | CAN GUESS THE 
THIRD ADVANTAGE OF DOUBLE [i 
POWER ACTION. TWICE AS , 

| MANY FIRING STROKES MEANS F 
\ “3 SMOOTHER RUNNING 
= | Ty a “Tl 

oo; > | 


















































according to independent newspaper surveys* 


THE MAJOR MOWER BRANE 
USE POWER PRODUCTS 


in Sacramento, Cal. In Seattle, Wash. in Salt Lake City in Duluth-Superior In Newark, N. J. 
3 of the 4 top the 3 top 3 of the 4 top the 3 top 4 of the 5 top 
selling brands use selling brands use selling brands use selling brands use_ selling brands use 
Power Products Power Products. Power Products. Power Products Power Products. 


in Portland, Ore. in Phoenix, Ariz. In St. Paul, Minn. In Chicago, Hl. 
the 4 top the 4 top 3 of the 5 top 3 of the 5 top 

selling brands use selling brands use selling brands use_ selling brands u 

Power Products. Power Products Power, Products Power Products. 


In Milwaukee, Wis. 
3 of the 5 top 
selling brands use 

Power Products. 


tn Portland, 
3 of the 4 t x 
in Sen Jose, Cal. selling brands ® 
4 of the 5 top tower Produc tau 


selling brands use ° 
Power Products. In Washington, D. 
the 4 top 


In matand Oc. In Omaha, Neb. selling brands use 
> > re 1" 

3 of the 4 top the 4 top Power Products ; 
selling brands u selling brands use in Columbus, Ohi ’ 
Power Products. Power Products. / 

83 of the 4 top 


In Long Beach, Cal. in freene,Cal. tn Indianapolis, Ind. In Cincinnati, Ohio Pent pran u 
3 of the 6 top 3 of the 4 top 3 of the 4 top the 4 top 

selling brands use selling brands use _ selling brands use selling brands use 

Power Products Power Products. Power Products Power Products 


In Honolulu 

2 of the 3 top 
selling brands use # Source: Consumer Analysis Reports, are regularly compiled by 
Power Products local independent newspapers in each of these 21 markets 


Yow Seli Mowers ...not service 
problems... with Mowers Equipped 


* - 
ee 
ee 2 


ye 


with Power Products Engines 


fivat... 


Power Products’ engines, year in and year out, require little 
service. They have only 3 major moving parts. This means 


second... 


Power Products’ nationwide factory-trained™ 
insures prompt efficient service wherever 





naturally... 


vou 
WANT 
THE 


BEST 


a ao af 








THE RIGHT ENGINE 


means SALES 


From your most expensive model to 
your leader unit, you can double your sales 
ammunition. Sell the difference in engine 

features as well as the different mower 
features. Only Power Products gives 
you a complete line of engines. . . 
the right engine for each product. 


On your standard 
18-20 inch mowers, the 
Power Products 605 
gives you top dollar 
appearance with a 
rope start engine. 


ONLY THE POWER PRODUCTS ENGINE 


gives the power mowers you sell these 
important sales making features 


@ Modern styling to add eye appeal and 
sales appeal to the whole mower. 


@ Double Power Action for easier starting, 
faster acceleration, smoother cutting. 


B Convenient modern pre-mixed fuel that 
eliminates messy oil changing and checking. 


POWER PRODUCTS 


CORPORATION 
GRAFTON, WISCONSIN 





Have plenty tor dioplay - one of the greatest 
gift iteme of all time - celle on sight! 


WEIGHS AND 
MEASURES FISH 


ORDER DE-LIARS NOW 


Be sure you order enough De-Liars this 


year—and don’t restrict them to your fish- 
ing tackle department because they sell 
equally well in all departments. That's 
because they are the perfect “extra” gift 
—practical, low cost, and clever. Women 
love them. Display De-Liars everywhere 
for those “extra” sales that mean bigger 


profits. Order now. 
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TWO STYLES 


Model 208 weighs fish up to 
8 Ibs., measures to 24 inch. 
— $2.00 retail. Model 228 
weighs to 28 lbs., measures 
to 42 inch.—$2.50 retail. 
Green rust-proof finish. 
Lightweight. Precision made. 
Individually boxed. 


FAMOUS 


FISHERMAN’S 


DE-LIAR 


WeicHus and Measures 
Fisa! 


LANGLEY CORPORATION 
310 EUCLID AVENUE, SAN DIEGO 14, CALIF, 


For more information use Handy Return Card, Page 80 





S. L. Allen & Co. 
Observes 85th Year 


OBSERVANCE of its 85th anniver- 
sary is being marked this year by 
S. L. Allen & Co., Inc., of Phila- 
delphia, manufacturer of Flexible 
Flyer sleds and Planet Jr. hand 
tools and power units for the gar- 
den, small farms, and lawn. 


W. T. Llewellyn holds old hand 
seeder, while M. J. Scammell, Jr. 
sits on today's riding tractor 


The company was founded by 
Samuel Leeds Allen in 1871. Pro- 
duction began with the making of 
the then newly-invented Planet 
Jr. mechanical hand seeder — the 
first farm and garden tool of its 
type on which a patent was ever 
issued by the U. S. Government. 
Eighteen years later the company 
achieved another industrial first 
with the invention and production 
of Flexible Flyer, the world’s first 
sled that could be steered by hand. 

The company also was one of 
the pioneers in the making and 
marketing of basic power units for 
the garden, lawn and small farm. 
Such items were added to the 
Planet Jr. line in 1929 under the 
presidency of Matthew J. Scam- 
mell who with Allen, served one of 
the two longest periods as company 
president. 

Besides Allen and Scammell 
other officers who have directed 
the activities of the company over 
its 85-year history are William H. 
Roberts, president, 1918-1928; Ed- 
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ward W. Burt, president, 1928- 
1929: and William T. Llewellyn 
and Matthew J. Scammell, Jr., 
president and executive-president, 
respectively, since 1953. 


o 


Atlas Tack Plans 
Decimal Packing 


TACKS AND nails are being of- 
fered to the trade under a modern 
decimal packing, unit pricing sys- 
tem according to an announcement 
from Atlas Tack Corp., Fairhaven, 
Mass. Effective October 1, all At- 
las % lb. packaged items will be 
available 10 boxes to a cellophane 
overwrapped tray, 20 trays to a 
shipping carton, “4 lb. boxes will 
be packed 10 per tray, 10 trays to 
a shipping carton. One pound 
boxes will be packed 5 units of 
5 in a shipper. 

For a time during the change- 
over all % lb. and % lb. items 
will also be available in present 
dozen lots. However Atlas expects 
the new decimal packing system 
will quickly prove its worth to the 
trade by making easier the jobs 
of taking inventory, ordering and 
pricing. Supplements to present 
price sheets will be distributed at 
the National Hardware Convention 
October 7-10 in Atlantic City. 


Lyons-Stewart Appointed 
to Represent Syncro 


WILLIAM G. Gardner, sales man- 
ager of Syncro Tool Division, Ox- 
ford, Mich., announces the ap- 
pointment of Lyons-Stewart and 
Associates, manufacturers’ repre- 


John B. Lyons 


sentative of East Point, Ga., to 
serve as Syncro representatives in 
the states of Alabama, Florida, 
Georgia, Tennessee and Mississippi. 

Lyons-Stewart was organized 
early in 1955 and represents man- 
ufacturers only who sell exclusive- 
ly through the wholesale trade. 


Bluefield Supply's Outdoor Sales Meeting 


2 ’ 
SS 
as 


Bluefield Supply Co. sales personnel met at the cabin of its president, 
J. Taylor Frazier, in Bland County, Va., in mid-July for the annual outdoor 
sales meet. The company disclosed it expects to do nearly $38,000,000 
business during 1956; many of its salesmen are ahead of their quota 
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In every frold lheres a leader... 
D, as 6b 


j 
4 


col h cowdlag 


the sash cord and 
clothes line your customers 
deserve because they offer 
more quality, longer life . . . 


all at no extra cost! 


new point-of-sale impact! 


SAMSON CORDAGE WORKS .. . BOSTON 10, MASS. 





Samson offers many other cords for better use everywhere 
a e See us at the 


National Hardware 
show 


SACHEM WHALE CROCUS BEAVER TITE-ROPE STARLINE HORIZON STRATOLINE 
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Tahigeyelereiiare 


Sprinklers of 


SPECTACULAR NEW 


WATERBOB IMPULSE-TYPE SPRINKLER H-740 Outstanding features of new GREEN SPOT Sprinklers 


For more information use Handy Return Card, Page 80 SOUTHERN HARDWARE for OCTOBER, 1956 





DESIGN 


Green Spot Sprinklers for ’57 have 
been given a completely new look by 
Design Research, Inc.—one of 
America’s leading industrial design 
offices. From gleaming chrome to 
sturdy, no-tip sled runners, they’re 
the most clean-cut, smartest 
sprinklers ever made! Everyone’s 
a winner—set-ups for big sales 

and profits! 


Advertising and Sales Promotion 
Pre-Sell Your Customers 


Customers will see new Green Spot 

Sprinklers for ’57 in full-color 

and black and white ads in 

Saturday Evening Post and Sunset! 

And there’s more sales support 

from Green Spot via television and 

radio ...in newspaper and magazine 

publicity . .. with powerful in-store New Money-Saving Display 
aids ... and through participation in and Merchandise Offers 
local garden club meetings and shows! 


Green Spot @ 


A product of SEOVILL 


Scovill Manufacturing Company, Waterbury, Connecticut 
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Pilkington Observes 
11th Anniversary 


R. B, PILKINGTON, manufactur- 
ers’ representative with head- 
quarters in Jacksonville, Florida, 
has announced that the company is 
celebrating its 11th anniversary. 

The Pilkington organization 
presently serves wholesalers in 
Washington, D. C., Virginia, North 
Carolina, South Carolina, Georgia 
Florida and Eastern Tennessee. 


R. B. Pilkington 


Associated with Mr. Pilkington 
are John Riley, George Scoville, 
and A. M. Nicolai. With head- 
quarters in Greensboro, N. C., Mr. 
Riley travels Virginia and North 
Carolina. Mr. Scoville, working 
out of Atlanta, covers parts of 
Georgia, South Carolina, Eastern 
Tennessee, Virginia, and North 
Carolina. Based in St. Petersburg, 
Mr. Nicolai travels Florida, South 
Georgia and southern South Caro- 
lina. 

* 


Wallirite Dealers Win 
Holiday Trips 


FINKE STORES, Inc., of Elizabeth, 
Louisiana; Whites Maytag Co., of 
Gilbert, West Virginia; McAmis 
Hardware Co., of Corinth, Missis- 
sippi, and C. L. Wingo & Co., of 
LaCenter, Kentucky are the Wall- 
rite dealers who won $500 holiday 
trips in a summer selling campaign 
sponsored by Fleming & Sons, Inc., 
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it has been announced by J. B 
Fleming, president of the manu- 
facturing firm. 

In making known the winners 
of a slogan-writing contest which 
ended August 15, Fleming said the 
event had been so successful the 
company decided at the last 
moment to award 15 consolation 
cash prizes to that many additional 
Wallrite dealers. 

$50 cash prizes were awarded to 

. A. Carnes Hardware Co., of 
Winfield, Alabama; Farmers Hard- 
ware & Furniture Co., of Millen, 
Georgia; Armorel Planting Co., 
Armorel, Arkansas; Fincher Hard- 
ware & Appliance Co., Greenwood, 
Mississippi; and Vandevelde Hard- 
ware Co., Dyersburg, Tennessee. 

$25 cash prizes were awarded to 
Clark County Lumber Co., Arka- 
delphia, Arkansas; Clinchfield 
Supply Co., Kingsport, Tennessee; 
Perkins Sales & Service, Darling, 
Mississippi; Charles H. Owens & 
Sons, Hurtsboro, Alabama; L. B 
Jones & Son, Madison, Arkansas: 
Bates Hardware Co., Van Buren, 


No. 5,000,000 for 
Clinton Machine Co. 


Governor Leo Hoegh of lowa, 
left, presents Donald Thomas, 
president of the Clinton Machine 
Co., Maquoketa, Ia., with the 
5,000,000th engine made by the 
company. The presentation of the 
gold-plated engine was a high 
light of a celebration marking the 
10th anniversary of the founding 
of Clinton Machine Co. 


Arkansas; Bamberg Hardware & 
Furniture Co., Monroe, Louisiana; 
Star Hardware Co., Clio, Alabama; 
and Payne & Payne, Center, Texas. 

All expense trips worth $500 to 
such vacation spots as Canada, San 
Francisco, Mexico City and Nas- 
sau were the top prizes. To qualify 
for the contest each Wallrite deal- 
er or his Wallrite department head 
had to submit a slogan for his own 
store which incorporated the name 
Wallrite. Each dealer could submit 
as many entries as he chose. The 
campaign was conducted from 
April 1, 1956 until August 15, 1956 
Several hundred Wallrite dealers 
participated 

° 


Maynard Andreae 
to Head Syncro 


MAYNARD R. Andreae, formerly 
executive vice-president, has been 
named president of Syncro Corp., 
Oxford, Mich., manufacturers of 
reciprocating motors, jig saws and 
sanders. 


Maynard Andreae 


Andreae is a graduate of the 
University of Michigan, attended 
the Philadelphia School of Indus- 
trial Arts, is vice-president of Syn- 
cro Devices, Ferndale, Mich., and 
Yale Woolen Mills, Yale, Mich. 

Other executive changes and ap- 
pointments at Syncro are Richard 
F. Eberline, executive vice-presi- 
dent; Wayne A. Andreae, secre- 
tary-treasurer; Hobart D. Andreae, 
vice-president, and T. Frazer Car- 
michael, vice-president, research 
and development. 
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WARE gives you faster turnover 
..and increased profits, too 





Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service. 

J&L Galvanized Ware is priced for today’s big 
volume market—handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 


STEEL CORPORATION 


Container Division 


406 Lexington Avenue * New York 17, N. Y. 
Galvanized Ware Plants: Teleds, Ohie and Atlanta, Georgia 
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No. 1785 


No. 1785 WonderSpin $23.95 


Easiest-to-use of all open-face reels! 
“Touch-and-go” fingertip operation. 
Level-wind; non-reverse; line in- 
stalled. Beautiful design and finish! 

Other open-face ree/s: 
No. 1780 and 1790... .. ..$18.95 


Direct Drive 
No. 1924, $12.50 


Heads the list in 


No. 1755L 


SO EASY.. 


SO SIMPLE... 
YOU CAN OPERATE THEM 


BLINDFOLDED 


NEW! wo. 1775 


WonderCast se $1 9.95 
Precision-built quality fixed-spoot 
reel for easy bait casting. Skill-crafe- 
ed to withstand load. New “Press- 
o-Thumb” control. Ratio of 4 to 1 
permits fast retrieve; Non-reverse 
and sm-o-o-th drag. Beautiful fini 
Capectiy: 100 yds. 8 th, ar 125 yds. 
6 ib. monofilament, 

Delivery October 15, 1936 


GLASKYD® 
No. 2020. . . $17.00 


Glass fiber reel for safe 


No. 17551 

Spin-Wonderee! sere. $18.95 
A big established money maker! A 
true spinning ree! in patented de- 
sign. Makes spinning trouble-free 
day or night! Non-reverse. 150 yds. 
6-Ib. line installed, 


Other modets: No. 1800L “Detuxe’’ . $27.50 
No. 1748L “Economy” 815.98 


Tru-art Automatic 


use with monofilament. 
Others from $11.00 to $18.00 


Casting reel sales 
Other Direct Drive models $9.80 to $35.00 President. 


A volume item! Other automatic reels, 
$8.50 to $12.00, 
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WONDERODS «+ REELS + LINES 


MORE Shakespeare:dealers are doing more profitable volume... 
selling MORE Shakespeare tackle than ever before! “Ringing 
up the green” comes natural-like for the dealer who makes 
his bread-’n’-butter concentration on fast-selling Shakespeare 
reels, Wonderods, and lines...all backed by the BIGGEST, 
bardest-bitting advertising campaign in the tackle industry. 
For every type of fishing, there are volume-selling reels..:; 
popular lengths and actions of Wonderods ...and casting, fly, 
spinaing, and salt water lines. Add to these reliable money- WEXFORD 
‘makers a NEW “clover item”—the No. 1775 WonderCast for ; Wonder 
bait casting—and you can’t miss! Concentrate on easy-to-use aS Many choices in Renan — aye on 
EASY-TO-SELL Shakespeare tackle, and you'll Get in the CLOVER! 


i 
— 


- 
=< — ee — 


k 
CSS ee 


No. 1266 SPIN-WONDEROD—"Top dog” in profitable volume. Prestige — white 
styling. 6’ 6" or 7’ (Mor Ll action). $22.95 


Other Spin-Wonderods from $9.95 to $42.50 
“SPIN-PAK" 
200-yd. 6-ib. monofilament pak $2.00 
A range of lines for spinning. 
| 


sn ‘ cm: re 
No. 1252T FLY WONDEROD — Steady seller! Styled in famous Wonderod 


white. 7'9” or 86”... seseeeeee 
Other Fly Wonderods from $15.50 to $150.00 


ov Te ousiiiteee: «cama? S — 


WonderFioat Size D 
No. 1585 CASTING WONDEROD Other floating tines; No, 4340 


in new tubular glass. 5'2”, 5’8”, 6’. : 
(Range of actions) $18.95 Flexf lyt, level (D) $2.90 .. . Tapers $6.00 


Other Wond: : 2 
er Wonderods from $7.95 to $27.50 SHAKESPEARE COMPANY 
Dept. SH-10, Kalamazoo, Michigan 


Please send me a copy of the Shakespeare 1957 
Price List (ready August 1st) and Tackle Trade 
Catalog when printed. | want to Get in the Clover 


BOOTHS 650-651 heme 
NATIONAL HARDWARE SHOW W we 
NEW YORK COLISEUM pric nein 


OCTOBER 1-5, 1956 City 


List Prices Advertised, Effective August 1, 1956 
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W. F. Stephenson Honored 
by Memphis Exchange Club 


W. F. STEPHENSON, long-time 
member of the hardware industry 
and former’ vice-president of 


W. F. Stephenson 


Stratton-Warren Hardware Co., 
wholesalers in Memphis, Tennes- 
see, was honored again recently. 

A recent meeting of the Mem- 
phis Downtown Exchange Club 
was declared “Mr. Steve’s Day,” 





CONVENTION DATES 





Alabama Retail Hardware Association 
—Convention and _ exhibit, Coli- 
seum, Montgomery, Feb. 10-12, 1957. 
Headquarters: Hotels Whitley and 
Jefferson Davis. Charles Giles, Sec- 
retary, 409 N. 23rd St., Birmingham. 


Arkansas Retail Hardware Association 
—Convention and exhibit, Robinson 
Auditorium, Little Rock, Feb, 17-18, 
1957. J. Wayne Tisdale, Executive 
Secretary, 908 Rector Building, Little 
Rock. 


Hardware Association of the Carolinas 
—Convention and exhibit, Radio Cen- 
ter, Charlotte, N. C., Feb. 19-21, 1957. 
Headquarters, Hotel Charlotte. Martin 
Kaelke, Secretary, P. O. Box 6215, 
Charlotte, N. C. 


Florida Retail Hardware Association— 
Georgia Retail Hardware Association 


32 


(Continued from page 28) 


and in recognition of his 35 years 
of service to the club the veteran 
hardware man was presented a 
diamond pin. Mr. Stephenson or- 
ganized the Memphis Exchange 
club in 1921 and served as its first 
president. 

Mr. Stephenson, who began his 
hardware career in 1888 in Nash- 
ville, was associated with the in- 
dustry for 63 years until his re- 
tirement in 1951. Despite his 91 
years Mr. Stephenson still goes to 
his office and maintains a keen in- 
terest in the affairs of the trade. 

- 


South Bend Adds 
New Sales Rep 


G. W. BROOKs, vice-president 
and director of sales and advertis- 
ing of South Bend Tackle Co., Inc., 
South Bend, Ind., has announced 
the appointment of Val Seghers as 
south central sales representative 
for the tackle firm. Seghers will 
headquarter in Baton Rouge and 
cover Louisiana, Mississippi, Ala- 
bama, western Tennessee and 
eastern Arkansas. 

A native of New Orleans, 
Seghers is well known to the sport- 


—Joint convention and exhibit at 
George Washington Hotel, Jackson- 
ville, Fla., March 17-19, 1957. W. W. 
Howell, Executive Manager, 1649 
Plant Ave., Waycross, Ga. 


Kentucky Retail Hardware Association 
—Convention and exhibit at Ken- 
tucky Hotel, Louisville, Feb, 19-21, 
1957. Edward H. Keiley, Secretary, 
501 Republic Building, Louisville 2, 
Ky. 


Mississippi Retail Hardware Associa- 
tion—Convention and exhibit at 
Heidelburg Hotel, Jackson, Feb. 24-25, 
1957. David O. Mansfield, Secretary, 
P. O. Box 1696, Jackson, Miss, 


Missouri Retail Hardware Association 
—Convention and exhibit at Jeffer- 
son Hotel, St. Louis, Feb. 14-16, 1957. 
Harry F. Scherer, Executive Secre- 
tary, 2340 Hampton St., St. Louis 10, 
Mo. 


Tennessee Retail Hardware Association 
—Convention and exhibit at Hotel 


ing goods trade in that area, hav- 
ing been with Evans Sporting 
Goods Co. for five years. 

Vic Brant, who formerly covered 
this territory for South Bend, is 
being moved to the firm’s E-Z Fold 
Outboard Motor Carrier Division 
as product specialist. 

> 


Melnor Metal Products 
Changes Name, Location 


MELNOR Metal Products Co., Inc., 
has changed its name to Melnor 
Industries, Inc., it was announced 
recently. 

“The new name,” Sam War- 
shauer, general manager, 
stated, “better represents the di- 
versified number of items pro- 
duced which include a full line of 
precision-engineered garden hard- 
ware featuring the Swingin’ Spray 
rectangular area oscillating lawn 
sprinklers, hose connections, and 
garden aids.” 

The company also has changed 
its headquarters. Melnor Indus- 
tries, Inc., has moved its offices 
and factory to a larger, more ef- 
ficient, ultra-modern plant at 300 
DeWitt Ave., in Brooklyn, N. Y 


sales 


Chisca, Memphis, Jan. 27-29, 1957 
Morris Jones, Secretary, P. O. Box 
784, Nashville, Tennessee. 


Texas Hardware & Implement Associa- 
tion—Convention and exhibit, Sham- 
rock Hotel, Dallas, Jan. 27-30, 1957 
Ray M. Souder, Executive Director, 


» 


1108 Gibraltor Life Bldg., Dallas, 2. 


Tri-State Hardwore & Implement As- 
sociation—Convention at Herring 
Hotel, Amarillo, Texas, Feb. 10-12, 
1957. R. B. Allen, Executive Secre- 
tary, 1408 4th Ave., Canyon, Texas 


Virginia Retail Hardware Association 
—Convention and exhibit at Hotel 
Roanoke, Roanoke, Va., Feb. 10-12, 
1957. George T. Omohundro, Jr., 
Secretary, Scottsville, Va. 


West Virginia Herdware Association 
—Convention and exhibit at Daniel 
Boone Hotel, Charleston, Feb. 17-19, 
1957. James C. Fielding, Managing 
Director, 1628 McClung St., Charles- 
ton 1. 
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How GALE” AUcCcCAnee. helps you 
sell outboard motors ALL YEAR ROUND 


Why is GALE Buccaneer the fastest-growing line in the skyrocketing outboard motor business? 
Why should you be a Buccaneer dealer? 


Here are eight big reasons: 
, ' BUCCANEER QUALITY 


se . » » matches the tops in the field. 


- 


BUCCANEER FEATURES 
. . « lead in style, performance, relia- 
bility. 


BUCCANEER LINE 

. . . leads the fashion parade with 8 bril- 
liant new 1957 models, from 3 to 25 
horsepower both electric and manual 
Starting. 


BUCCANEER PRICE 


lowest consistent with top quality in 
the industry. 


BUCCANEER PROTECTED SALES AREA 
. . . ask your distributor; he offers you a 

fully protected area — and we in turn 
protect him 


BUCCANEER PROFIT PLAN 
low price, big dollar profit, big 
volume. 


BUCCANEER PROMOTION 


: . Strong year-round national adver- 
tising including a big Christmas promo- 
tion. Yours, free, is a special Christmas 


merchandising kit 


25-hp. Deluxe, power leader of the , 
A line for 1957, a : 
—— x BUCCANEER DATING PLAN 


; gives you months and months of 
sales-time BEFORE YOU Pay! 


WRITE for full information on the 1957 Buccaneer line, the 
complete profit story for you, the Buccaneer Christmas mer 
chandising kit, and the name of your Buccaneer distributor 
But act now! 


GALE PRODUCTS 
DEPT. 5106A Galesburg, Illinois 
Division of Outboard Marine Corp. 
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YALE is first again with the only 


New Low Cost 
FIRE-INSULATED HOME SAFE! 


Most exciting 
high potential 
item in years 


This great new YALE item is 

a sure, fast seller because it 

fills a long-felt need — at low cost. 
Here’s theft and fire-insulated 
protection for the homeowner's 
important papers, jewelry, money, 
camera, etc. And takes only 
minimum display space. 


WALL SAFE 


FITS BETWEEN STUDDING 


1254” wide, 16” high, 9” deep. 
Easy to install in any home. 
YALE combination lock has 10,000 


possible settings. 


FLOOR SAFE 


Sets flush into floor between 
joists. Has YALE Pin 
Tumbler Cylinder; two keys. 


Now a new 
sense of security 
for the home 


for new or existing homes 


741 cubic inch capacity. More than 3 times ; ; : 
ate alta? For full details write to 


THE YALE & TOWNE MFG. CO. 


1 

1 

1 

! 

! 

, space of ordinary safe deposit box. 
1 @ Wall safe can be concealed behind picture on wall. LOCK & HARDWARE DIVISION 
! 

! 

! 

| 

' 


WHITE PLAINS, N.Y. 


@ Simple instructions tell owner how to 
*Yale Reg. U. S. Pat Off. 


set his own combination. 


@ Guaranteed by YALE—famous for YA LE & TOW N E 


combination bank locks. 
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21” POWER- 
PROPELLED 


21” EASY-WHEEL 


18” EASY-WHEEL 
ALUMINUM 


18” EASY-WHEEL 
STEEL 


Competitively Priced 

18-inch and 21-inch 

14 Distinctive Models 
Power-Propelled and Easy-Wheel 
From 1.75 to Full 3 Horsepower 


TILLER /MOWER 
Combinations 
and TILLERS 


21” CONVERTIBLE 
TILLER/MOWER 


18" TOWN 
& COUNTRY 
CUSTOM 


TILLER 
MOWER 


18” TOWN 
& COUNTRY 
DELUXE 
TILLER/ 
MOWER 

as Tiller 


HEAVY DUTY 
TILLER 


3 Basic Models 

30-Second Switch no tools needed 
Priced To Sell 

Wide Range of Mower Options 


DEALERS... 
DISTRIBUTORS... 


CHECK 


"eeu: CHOREMAsTER 


The Hot Line 
for Sure-Fire 
‘57 Sales 


1. THE TOP LINE OF OUTDOOR 
POWER EQUIPMENT .... 

. . the HOT Line of ’56 is farther out front with 
new models and a coverall price range that means 


more sales! 


2. OUTSTANDING PROMOTION, 
topped by full pages in LIFE, 
Better Homes and Gardens, etc. 

. Choremaster’s heaping more fuel on the sales 
fire with full pages in the nation’s leading publi- 
cations, beautiful full color sales literature, big 
city newspaper advertising, local radio-TV- 


newspaper co-op. 


3. MORE PROFITABLE TERMS — 
DISCOUNTS — SALES HELPS 


. designed to make easier sales more profitable 
to you with better discounts. Dynamic new point- 


of-sale materials 


NOW IS THE TIME to get information about a 
Choremaster dealership or distributorship—if 
you want maximum profit and a head start on 
competition! Write Today or see us at 


the show: 


National Garden Supply Dealers Show 
Navy Pier—Chicago—November 18-20 
CHOREMASTER Booths 264-265 


CHOREMASTER DIVISION, 
Weber Engineered Products, Inc. 
832 Evans Street, Cincinnati 4, Ohio 





THEY’LL ALWAYS STOP 
TO PICK A 


OUTSTANDING! 


ULTRAMODERN My 


CAN OPENER *™ % 


Less than a year old and already the 

hottest seller in the famous Dazey line! 

And no wonder! With a super honed 

cutting wheel, easy-turn handle and 

wide choice of glowing modern colors, 

Canaramic is built for a lifetime of 

service. Available with or without = 
Magnetic Lid-Lifter. 4 Good louwetroping 
Models from *4.95. —_ 


NEW! 


NEW! 


DAZEY 
MIX-ER-ATOR 


It aerates-mixes-blends- 
whips-purees—does all 
mixing jobs in seconds! 
For a brand new twist in can opener sales One-quart jar is corru- 
it’s the Super Senior with the “Easy-Off” gated for safe handling. 
Washable Wheel. A flick of the finger and Complete with removable 
the cutting wheel can be removed for easy pouring lip. It’s a snap to 
cleaning ! Comes chrome trimmed in brilliant clean. Priced right at a 
Dazey colors—red, yellow, white and all- 

chrome—with or without permanent magnetic low, low $2.49. 
Lid-Lifter. Retails for as low as $3.95. 


é | a, 
The name “Dazey” on Kitchen Appliances is 
AS, equivalent to the mark ‘Sterling’ on Silver. 
~~ = 


STEP 1: Push holding key to right, STEP 2: Washable Cutting Wheel 
turn key toward you. slides off for easy washing. St. Louis 7 Mo. 


See your DAZEY DISTRIBUTOR or write direct 
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SENIOR 
CAN OPENER 


with “Easy-Off” washable Cutting Wheel 














yt ; . ; er eety« 


IRCO Serving the Building 


= ¥ 


Materials Trade Continuously Since 1914 


aw , 


BRIGHTEN Your fall building b 


SOUTHERN STATES IRON ROOFING COMPANY 


ATLANTA, GA SAVANNAH, GA BIRMINGHAM, ALA LOVISVILLE, KY 
mE e 4-944 
MEMPHIS, TENN MIAMI, FLA NASHVILLE, TENN RALEIGH, N.C RICHMOND, VA 
4 North R A LAONW § , H St. at Seventh Ave ‘ rtlond Drive 910 Pete Pike 
e 4-622 Phone: 82.6748 
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HERE’S WHY— 


BIG DEALER 
DEMAND 


QUICK 
IDENTIFICATION 


EASY STACKING 
& SHIPPING 


TOUGH DURABLE 
PACKAGES 


FAST TO 
INVENTORY 


Wholesalers like them 


HERE'S WHY— 
* SELF-SERVICE 


* ATTRACTIVE 
DISPLAY 


. IGHING & 
APPING 
ELIMINATED 


* PACKAGED TO 
CUSTOMER NEEDS 


* NO BINS OR 
KEGS REQUIRED 





Dealers like them 


NEW J&L NAIL PACKAGES 


BUILD FAST TURNOVER 


in an 8x 8 x 24-inch shipping carton that holds 


To meet the growing demand for nails in 
small packages, J&L has developed a new line 
of attractive 1 Ib., 5 Ib., 10 Ib., and 25 Ib. boxes 
that build turnover and reduce handling and 
inventory costs. Developed in accordance with 
the recommendations of the packaging com- 
mittees of the Wholesale Hardware Associations, 
all J&L small boxes are designed to be packed 


50 Ibs. of nails. 

You can order the new J&L shipping carton 
with either of the four following assortments: 
50—1 Ib. boxes; 10—S5 Ib. boxes; 5—10 Ib. 
boxes or 2—25 Ib. boxes. 

Remember—J&L Nails are packed for your 
convenience. Fill your requirements now! 


Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 


For more information use Handy Return Card, Page 80 


STEEL 
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New! Estwing! 








—7= 


STRONGEST WHERE 
STRAIN IS GREATEST 


BUILT RIGHT by the inventors and world’s only 
specialists in unbreakable hammers. 

Head forged from finest tool steel and fused into 
tube for double strength where strain is greatest. 
Can't dent from misblows. High alloy steel tubing 
heat-treated for greatest strength. 

Cushion grip not affected by sweat, gasoline or oil 
in normal use. 

Grip permanently bonded to handle. . . can’t stretch 
or loosen. 


HERE’S HOW IT’S MADE 


ssid 











Cushion grip of 
Neoprene - Plyolite 
permanently bond- 
ed to handle 


Oval Air-frame 
shape fer maxi- 
mum strength 


MADE BY 


HIGH ALLOY STEEL TUBING 
FOR GREATEST STRENGTH 


VM Cushion Grip Hammer 


CUSHION GRIP 
CAN'T COME OFF 


GUARANTEED 
UNBREAKABLE IN ALL NORMAL USE 


35 years ago Ernest Estwing invented the unbreakable 
hammers and hatchets and has the only factory in the 
world specializing in manufacturing them. This skill 
and know-how enables Estwing to offer superior qual- 
ity and value in tubular steel handle hammers. 

YOU CAN SELL ESTWING UNBREAKABLE TOOLS 
with complete confidence that your customers will be 
fully satisfied. 


FULL POLISH 16 OZ. $425 RETAIL 


The most outstanding hammer buy on the market 
today. A value that will increase your sales volume and 
make more customers and friends for your store 


CATALOG CONSUMER 
WEIGHT NO LIST PRICE 


13-0z. Curved Claw 13CT 4.25 
16-0z. Curved Claw 16CT 4.25 
16-02. Straight Claw 16ST 4.25 
20-oz. Curved Claw 20CT 4.50 
20-0z. Straight Claw 20ST 4.50 


All above tools packed 4 per shelf box 


INVENTORS OF THE UNBREAKABLE HAMMER AND HATCHET 


See other side for FREE Hammer offer 


ESTWING MFG. CO. 
ROCKFORD, ILL. 





"Get this hammer 


FREE 


Fe Special Introductory Offer ¢ 


ee 


> ob? 


Ernest Estwing - : F U L L 
President Te) LI Ss H 


Estwing Mfg. Co. 
16 OZ. t 


“You can own one of these hammers at my expense.” RETAIL 
“Prove to yourself this is the finest tubular steel hammer value 


your customers can buy anywhere.” 


“‘Here’s my personal 30 day offer to you.” 


“For an opening order of only 4 of these new 16 oz. curved claw or 
straight claw hammers, you will get one absolutely free, 


postage paid (a $4.25 retail value.)”’ 


“Offer limited one free hammer per store.” 


“We will forward your order to the Estwing wholesaler of your 
choice for immediate shipment. Your free hammer will then be 
shipped directly from our factory, postage paid. Act today! 


Use the attached order.” 


“This offer is good only if sent directly to me 
within 30 days.” 


Sgues ACE Lacrret 


PRESIDENT 


ESTWING MFG. CO. |, 
ROCKFORD, iLL. 


(See back side for outstanding features of this New Unbreakable Hammer) 


Send it to ESTWING MFG. CO., ROCKFORD, ILL. 


PLEASE PRINT 


* 

Dear Mr. * Yes, I want one of STORE NAME 
your new hammers FREE. To’ qualify here’s my order for 
ADDRESS 
one shelf box of 4 of these new 16 oz. tubular steel ham- 

mers. Please see that these are shipped to me AT MY CITY 
REGULAR DEALER DISCOUNT through the Estwing 

wholesaler I have designated. Send a free hammer for 


my own use direct from your factory. 


Check one—! | 4—16 oz. curved claw hammers, or DEALER'S SIGNATURE. 


[ |] 4—16 ox. straight claw hammers IMPORTANT: This coupon is an order and must be signed! Free hammer 
will be sent when this order is shipped by your Estwing wholesaler. 


ESTWING MFG. CO., ROCKFORD, ILL. 





Tinker...to Evers...to Chance 


The close co-ordination of three outstanding players made 
this the most famous double-play combination in baseball: 
cat-quick Joe Tinker at shortstop, pivot man Johnny Evers 


at second base, and at first base the sure-handed Frank Chance. 


All three men indispensable for fast, smooth ball handling. 


Producer...to Hardware Wholesaler 
...f0 YOU, the Hardware Retailer 


He helps keep your store running smoothly by rush- 
ing badly needed items to you more quickly than you could 
usually obtain them direct, and by passing on to you sound 
product knowledge. 


All three members of our hardware combination are impor- 
tant for the fast production and smooth flow of goods. The 
Hardware Wholesaler is the “pivot man.” He receives from 
the Producer the stock you need and relays it to you 
unerringly—when and where you want it. Your Hardware 
Wholesaler is a specialist who saves you time and money 
by performing many functions for you. For example: 


He cuts your operating costs by stocking a multitude 
of items—both seldom-called-for and those you sell every 
day. Otherwise, your inventory and operating expense 
would be higher. 


He simplifies your purchasing problems by keeping 
you informed about new products, and by knowing where 
to find scarce items for you. 
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He reduces the cost of the items you buy because he 
can distribute more efficiently than producers could if they 
dealt with all their hardware customers direct. Thus product 
costs are lowered, and the savings passed on to you. 


He is a single, convenient source for all your hard- 
ware needs. Imagine the time-consuming complication if 


you had to deal with every manufacturer individually! 


Dealing through Hardware Wholesalers can give you 


one extra turnover per year.* 
*Fetimete by National 


For more information use Handy Return Card, Page 80 








the ideal metal roofing nail 


} SEALS ITS OWN HOLE! 


; 4 


*Made under patent number 2077784 


The ideal roofing nail in the ideal package—handy 50- 
pound Nail Caddy. 

Sell this nail with the full assurance that it can’t be 
over-driven; that its head will not fly off because of con- 
traction or expansion of roofing during weather changes 
or high winds; that the lead head will spread and seal the 
nail hole to prevent leaks. 

Display Dixisteet Lead Head Nails where customers can 
see them—and watch sales grow! 

Order from your wholesaler or jobber. 


® Free samples on request! 


Packed in 50-Pound Nail Caddy 


EASY TO DISPLAY @ EASY TO HANDLE ® EASY TO STORE 
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Southern 


| fe HARDWARE ve 










Milton Spool checks mounted 
samples for special contract 





gab | 


Contract Manager Ralph Robin looks over rows of modern lock samples 
which have been set up particularly for contractor selection 












How they tackled the problem 
of winning added volume on 





Builders Hardware 












By Hal M. Newsome in those relatively stable southern 


areas where building expansion is 
proceeding at only normal rates 
and therefore has not attracted 















ee \) oe general hardware deal- many builders hardware specialists 
L ers in areas where condi- who buy in volume and therefore 
tions are favorable now can take on have a price advantage. Trade ob 
without hesitation the new simpli- ervers say that wherever a pro 
fied builders hardware lines. They longed boom has taken place, the 
also can tackle with some confi large contract jobs have beer 
dence contract estimating in this taken over mostly by large buyel! 
field on small and moderate-sized and specialized operators. In some 
new construction jobs—provided eas this has resulted at times in 
that they study these lines and the a degree of price cutting which 
needs of their areas, and stick to even the specialists do not like 
the type and size of contract whicl However, even in Miami, whe: 
they are capable of handling.” This direct Duyvel! and wholesaler-re 
is the opinion of Contract Manager tailer setups have been winning 
Ralph Robin of Alexander Hard most of the large, closely-figured 





ware & Builders Supply, Miami, hardware bids in the vast building 
Florida expansion, there are still some 
Robin says this is true especially mall-home and neighborhood jobs 
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which the retailer can supply. This 
is particularly true if he knows his 
building lines, goes after the busi- 
ness right and gives the kind of 
service that the small contractor 
needs. The dealer eventually must 
learn how to read blueprints and 
make up lists of hardware for the 
whole house. He must maintain a 
representative display of basic 
builders hardware items, and he 
or a trained salesman must main- 
tain personal contacts with the 
contractors who have the type of 
bids to let that the dealer is quali- 
fied to service. If he acquires this 
know-how and works at it, a pro- 
gressive retailer can at least in- 
crease his builders hardware sales 
moderately, and under favorable 
conditions gain his share of suit- 
able-sized contract jobs. 


Simplified Lines 


For some years in the past, ob- 
servers say, builders hardware 
lines, especially locks, were “long’ 
and pretty complicated; and some 
general hardware merchants carry- 
ing these lines often ended up with 
a more or less obsolete stock of 
broken lots, assorted makes, odd 
lock parts and small profits. Many, 
therefore, have drifted into the 
habit of carrying only very small 
stocks for occasional lock-replace- 
ment sales over the counter—also 
a few hinges, door stops and 
weatherstrips. 

Today, however, lock lines and 
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These small-to-medium contracts 
on new homes run from $50 to 
$100, with an occasional large 
home or office building producing 
two or three times that amount in 
hardware sales. The small dealer 
can handle this on a standard in- 
ventory of $1,000 or less. Six feet 
of shelf space for display of lock 
samples and hinges, and six feet of 
display case for stock—plus a little 
storage out back—is all that is 
needed to start. 

Adding a contract department to 
routine over-the-counter sales can 
increase total builders hardware 
volume by several hundred per- 
cent. In fact, dealers who are able 
to sell contracts in their areas 
figure that this field makes up 


Large mounted lock display boards made of door material are used as 
window display. Women often are attracted to the stylish items 


others have been simplified great- 
ly, especially in the basic models; 
and locksets, hinges and other 
builders hardware items have been 
largely standardized, particularly 
in the cylindrical lock lines. As a 
result a small stock in a small dis- 
play space will do the job usually, 
aided of course by prompt de- 
liveries from a nearby supplier. 
Over half of the items on most 
small contract jobs are obtained by 
the dealer from the wholesaler for 
each individual contract, and are 
delivered in plenty of time with- 
out complete stocking. Builders 
hardware specialists, of course, 
stock very heayily in order to get 
the benefit of volume buying. 


fully 85 percent of their gross 
builders hardware sales. Contract 
selling also helps make many new 
sales contacts and creates traffic in 
general housewares and hardware 
as well. Getting a number of new 
substantial prospects into the store 
is considered one of the chief ad- 
vantages of broadening and im- 
proving the small builders hard- 
ware lines that many dealers al- 
ready carry. Home-owners usually 
have superior buying power. 

The Alexander firm has been in 
Miami for eight years and started 
as a general hardware store with a 
sideline of builders’ supplies. 
Founder and President Harry 
Alexander discovered about five 
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years ago that the booming con- 
struction industry was demanding 
and getting favorable prices on 
large builders hardware contracts. 
The only way to compete was for 
Alexander’s to specialize in this 
line and increase sales volume to 
gain buying power. Now they han- 
dle contracts of all sizes ranging 
up to $65,000 for finished hard- 
ware. 

The store maintains a wide gen- 
eral retail stock where home-own- 
ers can buy a pound of nails, a 
mail box or any tools or materials 
they need in small amounts. 

General Manager Milton Spool 
has had 30 years of experience in 
building lines and maintains con- 
stant daily contacts with con- 
tractors. His knowledge of lines 
and building methods, plus the 
firm’s large stock, permit him to 
select and rush materials to con- 
struction jobs all over town on 
short notice all day long. Spool is 
president of the Builders Hard- 
ware Club of southern Florida. 


Basic Policies 


Manager Ralph Robin has 
stressed four basic policies in con- 
tract estimating work: good lines, 
volume buying whenever possible, 
know-how, and personal contacts 
and service. 

The Alexander know-how was 
obtained by many years of experi- 


Contractor Stu Mason lists a number of builders hardware items which 
he will be needing for a large project currently under construction 


ence, but officials here believe that 
any dealer can train a salesman 
suitably by sending him during 
slack periods for a six-week course 
at the factory whose line he in- 
tends to carry. Moreover, a man 
who is mechanically inclined and 
really interested in the subject as 
a career gradually can learn most 
of what he needs to know from 
the builders hardware specialist of 
his local wheclesaler. And he can 
pick up tips from contractors on 
their service needs 

Alexander's salesmen make reg- 
ular contacts with those con- 
tractors who have bids of a suit 
able type to let—and also with 


selected architects of the type 


which takes a real interest in hard- 
ware and aften influences the 
placing of orders. The firm also 
subscribes to and advertises in the 
local Builders Exchange publica- 
tion. From this continuous list of 
local projects, they select those 
that are “in their wheelhouse” in 
size and quality, and follow them 
personally. Most have 
lar lists of new construction, 


another, 


cities 
Im lig 
obtainable in one 
which present specific sales targets 
Tor those equipped to go after them 

Direct mail mimeographed let- 

s also can be sent to all regular 
architects 


Alex- 


yspects contractol 


ance men. The 


Customers buying builders hardware also buy items from the ample stock of general hardware 
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In pictures above Mrs. William 

Schick, owner of the store, shows 

a customer several of the toys 
which are available 


SMALL, 6 x 10-foot section, 

devoted to do-it-yourself toys, 
produces an annual volume of 
$10,000 for Grady’s Toy Store, 
Beaumont, Texas. And this profit- 
able nook operates with a mini- 
mum of overhead—the entire stock 
requires a cash outlay of only 
around $300. 

While Grady’s Toy Store does 
not carry the usual large variety of 
hardware items stocked by most 
hardware stores, it does have a 
good many ideas on selling toys 
that should be of interest to most 
hardware dealers. The fact that 
Mrs. William Schick, Jr., bought 
the store three years ago when its 
owner was about to declare bank- 
ruptcy, and built it into one of the 
leading toy stores in Beaumont, 
proves that toys can be sold if they 
are properly promoted. 

“In taking over Grady’s Toy 


46 


How a small nook produces 


$10,000 Annually 


from do-it-yourself toys 


By Theron Garvin 


Store three years ago, I found that 
all the promotions were directed 
at the Christmas toy trade and the 
rest of the year they sat back and 
waited for the business to come to 
them,” explained Mrs. Schick. “I 
decided to change that and look for 
something that would make cus- 
tomers visit our store at least once 
every month. I found that one way 
to do this was by devoting a small 
section of the store to the do-it- 
yourself toys. 

“Most parents want their chil- 
dren to start learning how to do 
useful and constructive things with 
their hands. Here is how we built 


our do-it-yourself toy trade. 
“First, we advertised twice each 
week for a month in both of the 
local newspapers and mentioned 
our new department and what it 
could do to help youngsters. Each 
ad mentioned an item for a child 
from the ages of six months to 
eight years 
“Second, we gave every parent 
that came into the store with a 
child aged one year or less a set of 
small wood blocks to help start the 
child off in this educational toy 
field. Most parents are so pleased 
with the youngster’s interest and 
(Continued on page 66) 





Department devoted to do-it-yourself toys stock more than 200 different 
items. About 90 gercent of the items carried are made of wood 
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Shown above is a view of the sporting goods department at Crawley's Hardware in Thomson, Georgia 


Sporting Goods - - 
the southern market expands 


ROM THE standpoint of potential volume few 

lines offer a greater opportunity to 
southern hardware dealers than sporting goods 
In an area where favorable climate permits vir- 
tual year-around participation in some form of 
sports or outdoor activity the market for sportins 
goods has expanded rapidly since the close of 
World War II and continues to be stimulated by 
increased leisure time and the ever-rising level 
of personal income. 

The opportunity for sales is particularly strong 
in the smaller towns and cities which have no 
specialty stores or large department stores han- 
dling these lines. In such locations the hard- 
ware dealer is the logical outlet for sporting 
goods, and hundreds of such dealers throughout 
the South have taken advantage of the opportun- 
ity for added volume through the stocking of 
these products and in numerous instances through 
the establishment of full-fledged sporting goods 
departments. 

Surveys made by Southern Hardware in 1955 


sales 
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sporting good 


disclosed the importance of in the 


operations of the average southern hardware re- 
tailer and wholesaler. At that time the line fo! 
accounted for 10°%% of total 
wholesaler 


of annual 


the average retailer 
annual sales; for the average southern 
sales of sporting goods made up 11‘ 
volume 

In 1956 there 
ward trend continues and in recognition of the 
expanding devotes 
special attention to the merchandising of the line 
The having 
with 


ber of 


is every indication that the up- 


southern market this issue 
dealers ars 
hlighted in a num- 
pages. Another 
retail distribution 
town. It 


success which several] 


sporting goods is hig 
ucceeding 
detail the 
of sporting goods in a typical southern 
further emphasizes the 
tunity for the small town hardware retaile: 

In all, this market has 
who has 


articles on 
article describes in 


tremendous sales oppor- 


never been more promis- 


ing for the dealer a carefully-selected 


inventory, a 
and salesmanship based upon product knowledge 


program of consistent promotion, 


BOO BB BBD PDD LOOPI_OPI_PP™_I¥FP_—FP™™P™¥PP@~P™>—PPPP>_WPPPPPP 


de nee eee eee 


PPO PPB adalah eM i i 4 
ltt i i i i i dd ddd a 


Pea 


Pea 





; 


47 





Sporting Goods Sales 
in a typical southern town 


| Oe THE RETAIL hardware trade 
sporting goods is big business, 
and today the profit potential is 
more favorable than ever before. 
This happy situation is particularly 
true for the average southern hard- 
ware dealer. In the smaller towns 
and cities which comprise much of 
the South, the hardware retailer is 


Owner of a typical hardware 
store in a typical southern city, 
H. S. Ellenberg of Planter's Hard- 
ware shows spinning tackle to 
customer. Firm stocks a $3,000 
inventory of fishing equipment, 
realizes a $10-12,000 annual vol- 
ume from this and other sporting 
goods sales. Right, H. R. Crow- 
der, Greenwood Supply Co. sales- 
man, sells set of horseshoes. In 
this store annual sales of sport- 
ing goods are about $35,000 


the leading outlet, certainly the 
logical outlet, for these products 
since few of these smaller com- 
munities have specialty stores or 
department stores which sell these 
products. 

Many a southern hardware deal- 
er has capitalized on the oppor- 
tunity, and as disclosed in a survey 
made by this publication in 1955 
sporting goods, for the average 
dealer, accounts for 10% of an- 
nual volume. 

In view of the high level of 
personal income, increased leisure 
time for virtually everyone, and 
the ever-growing number of per- 
sons participating in sports activi- 
ty, the market for sporting goods 
will continue to expand. 

To highlight the sales possibili- 


ties of the line in a typical southern 
city—one in which 
hardware dealers have 
fully cultivated this business 
SOUTHERN HARDWARE visited 
Greenwood, South Carolina, a city 
of just under 20,000 population. 
There is no sporting goods special- 
ty shop there; there is no room fot 
one. Hardware dealers are not only 
getting their full share of the busi- 
ness, they are anticipating even 
greater volume in the future 


aggressive 
success- 


Greenwood Supply Co. 


Foremost among the dealers in 
Greenwood is Greenwood Supply 
Co., one of that city’s oldest busi- 
nesses. Beginning as a mill supply 
company, its hardware trade has 
been developed to the point that it 
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now exceeds 50% of the firm’s 
total volume. 

Sporting goods volume has been 
encouraged since 1933 when a lit- 
tle over $1,000 was spent on an in- 
ventory of fishing and hunting 
supplies as well as a complete line 
of athletic equipment. Today, their 
inventory exceeds $14,000 from 
which they received $35,000 in 
sales last year. 

According to Joe E. Adams, 
general manager of Greenwood 
Supply Co., the average mark-up 
on sporting goods is approximately 
25%. Inventory turnover usually 
runs between two and four times 
a year. 

The inventory of hunting equip- 
ment and accessories amounts to 
approximately $4,000; fishing tack- 
le and equipment, $6,000; athletic 
supplies, $3,000; and hobby crafts 
and athletic games, $1,000. 

Greenwood Supply Co. carries 
one of the largest stocks of sport- 
ing goods and equipment in the 
city; consequently, the store has a 
consistent record of sales through- 
out the year. During the first 
quarter, 20% of the total sporting 
goods volume comes from the sale 
of fishing equipment and athletic 
supplies needed in basketball and 
other winter sports. From April to 
June, fishing tackle zooms in im- 
portance as fishermen go out in 
droves. Thus, 35% of their volume 


Cc. G. Arnold, manager of Greenwood Supply Co., demonstrates a populer 
rod and reel. Company has a $6,000 inventory of fishing tackle and acces- 
sories and this department leads other sporting goods in volume of sales 


comes in this period. Fishing tackle 
is aided by baseball equipment 
and other outdoor sports 

July through September are 
months for filling-in lines for the 
fall period. In addition, camping 
equipment, including camp stove 
and other accessories, begins to 
move. These months account for 
20% of their volume. The remain- 
ing 25% is sold during the last 
quarter. “Our sporting goods line 
sell quite well up to Decembe! 
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Principal competitor for sporting 
goods business in Greenwood is 
this chain store which devotes 
large department to the line. 
Left, Sam Rackley, sporting goods 
department manager at Dixie 
Hardware and Mill Supply Co., 
cleans guns in the 1300 square 
foot department. Firm does a 
$40,000 annual volume on sport- 
ing goods. Area for gun storage 
is covered by a moveabie ply- 
wood panel displaying dozens of 
flys and plugs during fishing sea- 
son. It is removed as the fall 
season approaches 





Planter's Hardware Co. stocks an inventory of guns valued at $5,000. 
Customers also find a wide selection of accessories. Here, Mr. Ellen- 
berg and customer examine a 12-gauge automatic shotgun. Below: Thorn 
in the sides of hardware dealers is the small grocer and service station 
similar to this which handles a few items of fishing tackle and retails them at 
low margin of profit, some as low as 5 or 10%. Most hardware dealers in 
Greenwood feel that this competition hurts the fishing tackle business, 
makes it hard to get a fair profit on products 


However, except for gift sales, we 
don’t do a lot of sporting goods 
business at Christmas,’ Adams 
said. 

“Fishing supplies and accessories 
are number one in sales volume in 
our store. Athletic supplies rate 
second, and hunting equipment, in- 
cluding guns and ammunition, is 
third,” Adams continued. “I guess 
35% of the folks around here are 
avid fishermen, There are over 100 
private lakes in this. vicinity 
stocked with bream and bass. Then, 
there is Lake Greenwood, Lake 
Murray, and the new Clark-Hill 
Dam backwater, all of which are 
attracting more and more fisher- 
men. Boating, too, is booming on 
these lakes, and water skiing is 
now a major sports activity 
around here. 

“We stock a few boats, handle 
outboard motors and boating ac- 
cessories, Water skiis are a big 
item and one to which we look for 
greater sales.” 

The principal burden of adver- 
tising their sporting goods lines 
rests with local newspaper and 
radio advertising, according to 
Adams. Other types of promotion 
—fishing contests, give-aways, and 
other types—have been overdone 
by everybody selling equipment. 
Consequently, much of the effec- 
tiveness of this type of promotion 
has been lost in Greenwood. 
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“We run block ads in the local 
newspaper at least twice a week, 
and we come out with larger ads 
when a promotion comes. up,” 
Adams explained. “We take ad- 
vantage of cooperative ads wher- 
ever possible in order to stretch 
our advertising dollars. 

“Our principal competition for 
hardware items in town comes 
from other hardware stores. How- 
ever, we and all the other mer- 
chants feel the competition from 
grocery stores and filling stations 
in the fishing tackle and acces- 
sories field. It seems that every 
little merchant in town carries 
some kind of tackle, and most of 
them sell them at a low margin of 
mark-up—often from only 5% to 


10%. This practice hurts every- 
body’s sales.” 

Fishing tackle in depth is the 
secret weapon used by Adams to 


do a volume business in Green- 
wood. He carries casting rods, fly 
rods, spinning rods, and a few 
deep-sea rods ranging in price 
from $3 to $35. Seventy-five per- 
cent of these rods are made of 
fiber-glass; the rest are plastic o1 
steel. 

For the past year or two spin- 
ning reels have accounted for ove! 
50% of the sales of reels. Adams 
stocks spinning, casting, and fly- 
rod reels ranging in price from 
$2.50 to $30. 

In addition to these basic tackle 
items, Greenwood Supply Co. car- 
ries many types of lures ranging in 
price from 25¢ to $1.25. “We buy a 
few of every type of plug we think 
a possibility in this area,” Adams 
pointed out. “We can’t get hurt on 
them, and, in most cases, when a 
particular plug is used to catch a 
good bass or two, we have it in 
stock for the stream of local fish- 


ermen who will come in to add 
this plug to their box. We get fast 
delivery on plugs; consequently, 
we keep alert to what lures are 
bringing in the catches 

“Everyone in this store is also 
fishing conscious, and its rare 
when one of us isn’t out where the 
fish are being caught. This in- 
formation is valuable, and when 
we get the word, we act on it fast.” 

Other fishing accessories that 
sell well are camp stoves retailing 
from $8 to $12.50; ice chests ($5 to 
$12); thermos jugs ($3 to $6.50); 
flashlights ($1 to $1.50); picnic 
baskets and equipment; tackle 
boxes ($2 to $10); sleeping bags 
and tents ($12 to $20); tents ($10 

(Continued on page 67) 
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Added profits from 
Camping Equipment 


A HARDWARE dealer who can 

completely outfit a camping 
trip from stove, lantern and tent 
right on through sleeping bags, 
mattresses and canoes will discover 
a source of substantial extra prof- 
its, according to officials of Yeat- 
man’s, who operate a well-stocked 
sporting goods department in their 
hardware store in Clarendon, Vir- 
ginia. 

With personal incomes soaring to 
new highs year more and 
more families are turning to this 
kind of “back to nature” vacation. 
But there are four basic require- 
ments which a hardware dealer 
must fulfill if he is to attract this 
business, says Clarence M. Yeat- 
man, secretary of the company. 
The store’s annual volume on 
camping supplies (exclusive of 


each 


A customer learns how to set up a tent from a model 
demonstrated by B. R. Sims, manager of the department 


fishing tackle and arms and am- 
munition) runs to $15,000 out of 
a total sporting goods volume of 
$75,000. As Yeatman sees it the 
four “musts” are 

(1) An all-inclusive 
quality merchandiss« 

(2) Effective store. 
sidewalk displays 

(3) Well-informed, enthusiastic 
personnel who know camping 
needs and equipment 

(4) A well-rounded promotional 
program 

“The 
located in an 
come families 
noted the increasing trend toward 
camping trips as a means of out- 
well as a way 


stock ol 


window ana 


dealer who i 
higher-in- 
nave 


hardware 
area ol 


may already 


door recreation a 
of seeing distant places at 


(Continued on page 70) 
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Sidewalk displays of canoes draw many 
the 10 years company has handied line it has sold 400 


= 


Clarence Yeatman, left, company 
secretary, sells a sleeping bag 


Lanterns cre an important item 
in this well-stocked department 


inquiries. 
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Manager Dudiey Sherman, right, helps customer select rod. Demand for fishing tackle remains strong 


Merchandising the complete 


Sporting Goods Department 


°Q UR SPORTING goods sales and 

service are running 50 per- 
cent above the volume for this time 
last year.” 

Not many hardware dealers can 
say that — as much as they would 
like to. 

There has to be a good reason — 
or several — for such an increase 
in a single year. In the case of 
DeSoto Hardware Co., a big Mem- 
phis, Tenn., dealer, the increase, 
through mid-summer, was the re- 
sult of revamping the floor display 
space and expansion of outboar¢ 
motor servicing 

The 50 percent increase at the 
uptown hardware store does not 
include the sales from a new sub- 
urban sporting goods store opened 
by DeSoto Hardware Co., a year 
and a, half ago as part of its added 
emphasis on guns, fishing tackle 
and other sporting goods. 


By Richard Lane 


This new store, under the name 
of DeSoto Sports Shop, has shown 
a 50 percent increase of its own the 
past year. 

All of this makes Bill Dowdle, 
DeSoto’s vice-president and secre- 
tary, smile like a duck hunter 
who’s bagged the limit in 30 min- 
utes. Dowdle, recently re-elected 
president of the West Tennessee 
Sportsmen’s Association, thinks, 
talks and sells sporting goods. In 
six years he’s built DeSoto’s de- 
partment to the point where it can 
compete on even terms with big, 
long-established sporting goods 
stores. 

In guns — both rifles and shot- 
guns — the hardware store rates 
especially high with sportsmen. 

“We go in heavily for guns,” 


Dowdle explains. “We probably 
have more invested in guns alone 
than most hardware stores have 
invested in their entire sporting 
goods stock. 

“And we make it easy for cus- 
tomers to buy guns, too,” he adds 
“We offer a convenient credit plan 
for our three lines of guns. Custom- 
ers may take up to six months to 
pay for them without a carrying 
charge. 

“We take old guns in on trades, 
recondition them where necessary 
and then sell them 

“We try to make it easy for our 
customers to buy other expensive 
sports items, too, such as outboard 
motors and boats. 

“On boats, motors and trailers, 
customers may take advantage of 








Larger inventory, improved displays and added fioor 
space brought a 50% increase in sporting goods sales 
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our six-month, no-carrying-cost 
plan, or if they wish they can buy 
these items on long-term financing 
up to 24 months. We don’t carry 
the financing on such long terms 
but help the customer arrange for 
such financing through regular 
channels where help is desired. 

“While many expensive items 
are sold on credit, a large number 
are sold for cash.” 

How about fishing tackle? 


With a lake at the city's door 

step, there is much demand for 

weter skis and other water e- 
quipment. DeSota has it all 


That’s where competition is 
toughest, Dowdle grimaces. And 
that’s where many hardware deal- 
ers anxious to get into the sport- 
ing goods field get their fingers 
burned, he believes. Let him ex- 
plain: 

“It seems nearly everybody seils 
fishing equipment these days. The 
hardware dealer gets cutthroat 
competition from filling stations, 
variety stores and even drug and 
grocery stores. 

“If fishing equipment were sold 
entirely through legitimate deal- 
ers, there wouldn’t be nearly so 
many failures among hardware 
men. 

“Buyers of sporting goods have 
to really be on the ball these days. 
This is especially true in the han- 
dling of fishing flies. Our own ex- 
periences have shown it’s easy to 


n 


FIREARMS 


Time 


PAYMENT 


Store stocks three leading lines of guns and makes available time payment 
plan to customers. Firm accepts trade ins, reconditions and resells them 


get overloaded on some item 
without realizing it at the time 

“A dealer may have a fishing 
plug that’s hot enough today for 
him to sell two or three gross in a 
week. Then all of a sudden he has 
a gross on his shelves that he may 
never sell 

“Tt’s strange how a 
plug can win overnight popularity 


particula! 
and then cool off almost as fast 
We have found sudden demand 
coming after a field and stream 
columnist’s boost of it in a news- 
broadcaster’ 


sports 


paper or a 


description of someone’s unusual 


luck with it. 


‘Fishermen hoping to change 
their luck demand the plug. For a 
few days they may sel] extremely 
well. But 
thing else in demand, and the deal- 
er is stuck with something he can’t 
eat or sell,””’ Dowdle grins 
What’s the solution? 

We have solved this particular 
problem by letting the wholesale! 
carry the large stock,” Dowdle de- 
clares We get very 
from our wholesaler and we are 


before long it’s some- 


good delivery 


content to let him carry the stock 
and take the risk. We don’t buy in 
With 


one-day 


heavy 
our supplier 


quantities any more 
able to give 


Through its fine stock of merchandise the company is helping to stimulate 
greater interest in archery. There is an active archery club in Memphis 
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DeSoto is authorized factory service agency for its line of outboard mo- 
tors for three Mid-South states. Heavy demand for service and parts as 
the result of the large increase in boat and motor buyers has forced De- 
Soto to move its service shop from the uptown hardware store to new, lar- 
ger facilities at the suburban store. Two servicemen handle the work 


delivery, we see no reason why we 
should weight down our shelves. 

“Of course, many stores in 
smaller localities aren’t able to get 
such fast service from the supplier, 
but I am sure some of them can 
avoid losses on some items by buy- 
ing with more care.” 

Dowdle believes sporting goods 
should definitely be carried by 
more hardware stores. He feels 
that prudent stocking of represent- 
ative lines and then proper promo- 
tion will make most sporting goods 
departments highly successful and 
also increase sales in other depart- 
ments. 

“Sporting goods create more 
male traffic in hardware stores,” 
he observes. “And it’s surprising 
how many women are sporting 
goods customers, too. 

“Shorter working hours have 
stimulated great interest in sport- 
ing goods. And with the trend to- 
ward an even shorter week — the 
30-hour week is certainly on the 
way — the sporting goods indus- 
try is definitely on the increase. 
And it should be. 

“People with more leisure time 
are going to spend much of it fish- 
ing, hunting, golfing or enjoying 
other sports. Hardware stores that 
don’t capitalize on this tremendous 
market will miss a great oppor- 
tunity. If they don’t stock these 
goods, other stores will get the 
business.” 

DeSoto Hardware Co. enjoys its 
greatest volume on outboard mo- 
tors, boats, guns and fishing e- 
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quipment. Baseball equipment 
sales also are good. It doesn’t han- 
dle golf equipment and offers little 
for tennis. It does stock and sell 
much outdoor cooking equipment, 
however. 

Another item in strong demand 
is water skis. With the develop- 
ment of recreational facilities in 
McKellar Lake on Memphis’ door- 
step, there has been a tremendous 
growth of interest in water sports 
Nearby TVA lakes also help. With 
the lakes so conveniently close, de- 
mand for outboard motors also has 
boomed. 

DeSoto Hardware Co. is the au- 
thorized factory service agency for 
a leading line of outboard motors 


for three states in the Memphis 
area. All parts for servicing these 
motors now come through DeSoto 
in this area. That’s one of the rea- 
sons why DeSoto moved its motor 
servicing department out of its 
and relocated it in 
sports shop. 
needed Lee 


uptown store 
the new suburban 
More room was 
Chandler heads the shop. He has 
a full-time assistant and they both 
stay busy. 

The shop services other 
of motors as well as the one for 


makes 


which it is authorized factory serv- 
ice agency. It services from 18 to 
30 motors a week. 

DeSoto Hardware Co.’s sporting 
goods department formerly was lo- 
cated in the store basement. This 
basement was designed to appeal 
particularly to men. In addition to 
sporting goods, power tools were 
displayed in the basement, Dow- 
dle explains 

As the need for more room de- 
veloped, DeSoto decided to move 
its big builders’ hardware depart- 
ment the store’s biggest single 
department to the basement and 
bring the sporting goods up where 
more customers could see the qual- 
ity lines. Boats and trailers were 
moved out to the suburban store, 
managed by Dudley Sherman, and 
the uptown space was devoted to 
smaller sized items 

“We reduced our stock at our 
uptown store not in variety but 
in the number of items stocked,” 
Dowdle declares. “We arrange 
good floor displays near the cash 
register and wrapping desk, where 


(Continued on page 72) 


Basebail equipment attracts youngsters, accounts for volume sales 
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A true Texas sales story... 


2,200 Guns Per Year! 


T IS WITHIN the realm of possi- 

bility that the traffic in firearms 
at Ray’s Hardware and Sporting 
Goods in Dallas, Texas is as much 
as the total unit gun volume of 
all other bona fide hardware stores 
in Texas combined. 

That statement covers much 
territory and many, many hard- 
ware stores and is subject to chal- 
lenge. Nevertheless, it remains 
within the realm of truth. For in 
Texas, as elsewhere, the trend in 
hardware stores is toward a token 
stock of firearms, especially pis- 
tols, with one-day delivery avail- 
able from suppliers. 

Ray Brantley, who, with Mrs. 
Brantley, owns and operates Ray’s 
Hardware and Sporting Goods, 
continuously stocks approximately 


par rere ro 
Pee. Sch Rae 


By Baron Creager 


500 guns. Of these, 350 are pis- 
tols of various make and caliber, 
the remaining 150 being rifles and 
shotguns. This is surely more fire- 
arm stock than could be found in 
all other hardware stores in Dallas 
combined and the telephone direc- 
tory lists 55, excluding hardware 
outlets in combination with va- 
riety, lumber and appliances. 
Sixty percent 


slightly used. And therein lies 
the explanation of this heavy gun 
traffic 

Ray Brantley trades. That is, he 
accepts used guns on new guns and 
most of his trading is done with 
police and peace officers. He has 
actually cornered the pistol market 
among peace officers in the metro- 
politan area of Dallas 

Ray says he deals with 1,100 
peace officers. This includes 830 
active police officers in Dallas, the 





of Ray’s fire- 
arm stock is 
shiny-new, the 
remaining 40 
percent being, 
to a great de- 
gree, only 





It is possible (subject to challenge, 
of course) that the traffic in fire- 
arms at Ray's Hardware and Sport- 
ing Goods in Dallas, Texas is as 
much as the total unit gun volume 
of all other bona fide hardware 
stores located in Texas combined 
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county sheriff's staff, and police 
Garland, Irving and Grand 
Prairie, nearby municipalities, not 
to mention railroad and other spe- 
cial officers. And in dealing with 
peace officers he has also per- 
formed, as he sees it, a civic serv- 
ice 
“When I first began trading pis- 
tols with peace officers, the polices 
of Dallas and this vicinity 
poorly equipped,” Ray commented 
“Most of the guns in use by both 
Dallas and other police of the area 


Now, 


were 


were of inferior quality 


Ray Brantley, owner of the busi- 
ness, is shown at left with a por- 
tion of his private gun collec- 
tion valued at more than $6,000 





From this small, but heavily-loaded display more than 2,000 guns are sold 
annually to peace officers in the area. 500 guns are stocked continuously 








So re 


Gun sales are record high despite fact that Ray's Hardware and Sporting 
Goods is an unpretentious store in an unlikely location in Dallas, Texas 


however, I will venture that the 
police and peace officers of this 
area are among the best, if not the 
best, in equipment with hand guns 
in this or any other nation.”’ 

A police or peace officer changes 
guns at least twice a year, says 
Ray. This, of course, means the 
movement of at least 2,200 hand 
guns annually. The great majority 
of such transactions involve taking 
in the used gun. 

Some officers trade guns every 
few weeks and change guns to the 
number of 20 or 30 times a year. 
The exception is an officer to 
whom Ray sold a new gun last 
summer. This man had carried the 
same pistol for 21 years. 

“Actually, in dealing with 1,100 
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peace officers, the average is con- 
siderably better than two guns a 
year each,” Ray pointed out. 

“All officers own at least $150 
worth of pistols. Some of them 
maintain a pistol collection worth 
$500, or even $1,000. Most officers 
have their duty gun, plus a short- 
er-barreled gun for off-duty wear 
and then a gun for the wife. Sooner 
or later, both the officer and his 
wife become tired of a gun and 
want a new one. 

“IT have known a whole detail 
of police officers, for example, to 
change style of guns within a pe- 
riod of weeks. Let’s take a detec- 
tive detail for illustration. It has 
actually happened that a detective 
member of this detail, out on a 


case, has been compelled to ex- 
change gunfire with a known 
criminal. The detective missed and, 
fortunately for the officer, so did 
the criminal. 

“But after such an experience, 
the detective immediately 
confidence in his gun. If he missed, 
it was the gun’s fault. That means 
a new gun, so he comes to me and 
trades the gun that missed for a 
new and different model. 

“Naturally, the news of his ex- 
perience immediately reaches his 
associates on the detail, all of 
whom carry the same gun the de- 
tective shot with and missed. So 
here they come, one by one, and 
within a few weeks the entire de- 
tail is equipped with new guns. 
Who wants to carry a gun that 
won’t shoot where it’s aimed?” 

Ray Brantley got into the gun 
business by accident. 

In 1949 he bought a small hard- 
ware store with a neglected stock 
in what is generally regarded as 
the poorest section of Dallas, an 
industrial area in part, mingled 
with low-income residential areas. 
The store fronts on a thorough- 
fare generally loaded with indus- 
trial and “klunker” traffic and 
neither Ray Brantley nor anyone 
else can explain how a total of 
seven hardware stores flourish in 
a four-mile length of this artery. 

Early in his first experience in 
the hardware business, Ray took in 
an inexpensive .22 pistol on some 
hardware item. Later someone 
looked at the gun and, although 
not buying this particular gun, 
asked Ray to procure another type 
of pistol. 

“That’s the way we got started 
in the gun business,” Mrs. Brant- 
ley related. 

“When the customer wanted one 
particular gun, we ordered two, 
figuring that with one sold we 
might well sell another. That was 
our policy for some time—ordering 
two guns of a type at one time. 
Now we buy pistols by the dozens. 

“Anyhow, we were not inside 
the city limits then. The sheriff's 
deputies started buying their guns 
from us. I suppose it was because 
we gave officers a good deal, as 
we do now. The word got around 
and before long our gun business 
was substantial, with all peace of- 
ficers hearing about us. Now the 

(Continued on page 73) 
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Sherwin-Williams Plans 
New Piant in Texas 


PuRCHASE of a 25 acre tract of 
land at Garland, Texas, was an- 
nounced recently by the Sherwin- 
Williams Co., maker of paint, var- 
nish, lacquer and allied products, ; ; 5 ie S 
with headquarters in Cleveland, The choosiest fish in the water go gill over fin for AIREX 
Ohio. The company plans to build spinning tackle. We don’t know why —you can’t ask 'em. 
a new factory, warehouse and dis- But you can ask fishermen, and they'll tell you— AIREX 
tribution center in the Dallas sub- i 
urb. The site is served by both the 
Missouri-Kansas-Texas and _ the 
Gulf, Colorado and Santa Fe rail- 
roads. 

No date has been set for con- 
struction to begin, but it is ex- AIREX AIREX 
pected that the project will get MASTEREEL MASTERKAST 
underway soon. The new installa- 
tion will replace Sherwin-Wil- ASTRA REEL 
liams’ present Dallas facilities. 

. 


spinning tackle makes it more fun. And more fish! 


GREATEST’ DESIGN ADVANCES IN TACKLE HISTORY NOW YOURS! 


Bluefield Supply Co. 
to Expand Facilities 


BLUEFIELD HARDWARE Co., whole- 
salers with headquarters in Blue- 
field, West Virginia, has announced 
plans for an expansion of its of- 
fice facilities. The $200,000 project Fully ambidextrous. Bigger line 
is expected to be completed early capacity, yet smooth snag-proof Shifts easily from right to left 
next year. action. Perfect control at all hand, on bait casting or spinning 

Preliminary work on the con- times for fresh or salt water rod. Exclusive thumb brake - 

; . ; : , ine j : No backlash. In- 
version of some of the first and fishing. Including 100 yds. of line. instant action. ! 
second floor warehouse space of $22.50 cluding 100 yds. of line. $17.95 


the present headquarters building AIREX TUBULAR GLASS SPINNING ROD (4239) 


into offices has already begun. The 
general expansion later this year a.) —— ore 
will include the purchase of the 
large five-story Sublette wholesale 
grocery building located near the Powerful rod with truly sensitive tip action. 64% ft. two-piece. Stainless 
wholesale company on Bluefield steel guides, comfortable cork grip. oes 
Avenue. 

J. Taylor, president, emphasized 
that final details had not been 
worked out and will await final 








—_— —_—— ~- 


AIREX SPINSTER 


Sublette building will not be tak- All the makings for great spin : 
en over until December 1 and will fishing! Spinster Reel complete with 


approval by the company’s board MARK V KIT 
of directors in September. The if 
afford the company 45,000 addi- 100 yards of monofilament line, aon 


plus 100 yards braided line, 5 lures, 
2 leaders, 2 nylon clips, 1 float, 3 hook 
guards, In metal box. $22.95 


tional square feet of space. Ware- 
house space that will be taken over 
for offices in the main building 
will be shifted to the Sublette 
building, and in one or two cases, 


~4 
entire departments will be red, THE HONORARY 
ee A “ FREE ror tHE AskiInc 


it was announced. DOLPHIN AWARD ' < 
- PRESENTED TO Brand new spin-fishing handbook for 1956. 
ne rotiongpoiog a Te 20% Packed with tips and helpful hints on how 
AIREX BY THE to catch more fish. Ask your dealer or write: 


Monroe Hardware Rep FISHING HALL Airex Corp., Dept. GG-10, P. O. Box 177, 
Wins Trip in Contest OF FAME. _ Brooklyn, N. Y 


B., F. BENTON, salesman for Mon- 
roe Hardware Co., wholesale or- 
ganization of Monroe, N. C., re- Made in America 
cently won a free trip for himself for American Fishermen 


and his wife to Mexico City in a RODS - REELS - LURES - LINES 
contest for selling Kordite freezing 


supplies. 411 Fourth Avenue, New York 16, N. Y. 


_~ 
ta 
Ci 
~ 
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* Each month thousands of men engaged in the hardware industry *hroughout the 
South-Southwest meet through the pages of SOUTHERN HARDWARE for discus- 


sion and solution of mutual problems . .. presentation of new ideas and suggestions. 


Why don't you join this monthly get-together? The modest subscription price of 
only $2.00 for THREE full years of informative, value-packed reading is an outstand- 


ing investment in your future. 


If you aren't a subscriber, become one—or, if your subscription is about to lapse, 
renew it! The small expense will be returned to you many times in the thousands of 


pages of valuable information that will be yours for the next three years. 


W. R. C. Smith Publishing Co. 
Department SH-56 

806 Peachtree St., N. E. [] Renewal Subscription CLIP 
Atlanta 8, Georgia AND 


[] New Subscription 


renew 


You may enter my subscription to SOUTHERN HARDWARE for 3 years. MAIL 
COUPON 


TODAY! 


Name 


P. O. Bex or 
Street and No. 


City — = ich State ptaliidlitenie 3 


ee Sees ia phe Position sccnteninaepilasdaaend 


[) Enclosed find $2.00 C) Send bill for $2.00 
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Easier to cut 


Mr. Henny Mazzone of Mainline Hard- 
ware. Bala-C-vnwyd, Pa., ran test cuts on 
four leading unidentified brands ol single- 
strength window glass. Each was marked 
with a letter ound one brand was 
easicr to it time hat brand was 
L‘O’F window glas 7 Said Mr 
Mazzone “You can sur ee the differ- 
this brand 1s | tne isiest to 

$ no isolated st Oo of 

430 dealers who tried this ‘‘blindfold test, 


picked L’O'l 


Easver TO SELL 


This L°’O-F label identi 
wherever it is seen. People Ar 
it is appearing 

advertising alone! 

pears it adds to 

ence Io! I 


means taster, 


Easier 
TO MERCHANDISE 


ev Owens’ Ford 
under ‘Glass 
00k For further informatio! 
write to Dept 71106, Li ev (Jwens re 
Glass ( ipany, OUS Madison 
Toledo 3, Ohio. 


LIBBEY -OWENS-FORD the easy-to-cut WINDOW GLASS 


— 
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Woodenware. Woodenware items 
such as bowls, trays, forks, spoons, 
mauls, etc., are described and il- 
lustrated in a catalog available to 
dealers, The cover page carries a list- 
ing of the special lines which include 
Oblong Trays, Early American, Dec- 
orated, Supreme Finish, Liquid 
Proof, Sealtite, Old Colonial-Walnut 
Stain, Paraffined (Waxed) Hardwood, 
and Caesar Finish lines. A brief de- 
scription is given of each. J. Shep- 
herd Parrish Co., 201 N. Wells St., 
Chicago 6, Il. 

Circle No. Al on coupon, pg. 80 


Metal Cutting and Garden Tools. 
Catalog sheets are available describ- 
ing products which the company 
manufactures in both metal cutting 
tools and garden tools. The revised 
sheets contain compact information 
on the snips and shears along with 
illustrations of the items. A free mer- 
chandiser for snips is described also. 
Midwest Tool & Cutlery Co., Inc., 
Sturgis, Mich. 

Circle No. A2 on coupon, pg. 80 


Store Fixtures. The Flexible View 
Store Fixture catalog offered to deal- 
ers is devoted to new equipment, ac- 
cessories, and display units. The cat- 
alog is well illustrated, contains full 
description of the items and is printed 
in blue, black and white. Prices and 
specifications are given in the back 
section. A free floor planning serv- 
ice also is offered through the cata- 
log. W. C. Heller & Co., Montpelier, 
Ohio. 

Circle No. A3 on coupon, pg. 80 


Aluminum Furniture. The new De- 
lighter 4-color catalog featuring the 
1957 line of aluminum casual and 
summer furniture is available upon 
request. Universal Converting Corp., 
Dept. 1957C, Sawyer St., New Bed- 
ford, Mass. 

Circle No. A4 on coupon, pg. 80 


Plastic Pipe, Bulletin No. CE-57 on 
flexible polyethylene plastic pipe is 
available. The bulletin contains full 
details about the general and tech- 
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nical uses of the product, full listing 
of the items in the line and prices, 
flow charts and installation instruc- 
tions. A detailed outline is contained 
of the special qualifications of Sup- 
plex polyethylene plastic pipe, Sup- 
plex Co., Garwood, N. J. 
Circle No. A5 on coupon, pg. 80 


Project Book. Twenty-five do-it- 
yourself wood-working projects have 
been made up in loose-leaf manual 
form with a cover and are being of- 
fered to home workshop enthusiasts. 
Each wood-working plan is blue- 
printed thoroughly on a _ self-con- 
tained sheet. Detailed instructions 
and diagrams with descriptions are 
included. Selection of tools and lum- 
ber is covered in the booklet with 
the company emphasizing the use of 
its own glue product, Rogers Glue. 
Rogers Isinglass & Glue Co., Glou- 
cester, Mass. 

Circle No. A6 on coupon, pg. 80 


Fastener Wall Chart. An indexed 
price list of standard bolts, screws 
and nuts made up into a 7 x 11 il- 
lustrated wall chart for dealers is 
available. Price lists for each type 
are shown individually on succeeding 
pages of the 10-page chart. Pages are 
cut so that a drawing and label for 
each type appear as the cover and 
tab index of the wall chart, The user 
opens the chart to find a table of 
R B & W’s list prices and a cor- 
responding table on which the deal- 
er enters retail prices, Russell, Burd- 
sall & Ward Bolt and Nut Co., Port 
Chester, N. Y. 

Circle No. A7 on coupon, pg. 80 


Fishing Reels. A four-color bro- 
chure, picturing and describing the 
1957 line of Langley spinning and 
casting reels, is offered to the trade. 
No price increases are noted among 
spinning reels, which range from 
$17.95 to $37.95. The Model 505 
Langley Shorty casting reel with nar- 
row spool, shell-shaped housing and 
natural alumanite finish, is back in 
production and retails at $7.95. The 
Fisherman’s De-Liar now is manu- 
factured only in green crackle finish 


Available free to readers. Circle the numbers of 
items wanted on the return post card, page 80 


—Model 208 retailing at $2.00; Model 

228 at $2.50. Langley Corp., 310 

Euclid Ave., San Diego 14, Calif. 
Circle No. A8 on coupon, pg. 80 


Floor Sanding Hints. An eight-page, 
illustrated folder containing helpful 
hints for the home-owner on floor 
sanding and refinishing is available 
for dealer use. Entitled “Here’s how 
easily we refinished our floors,” the 
folder provides dealers a personal 
approach to their customers and pros- 
pects. Separate sections illustrate 
pre-sanding hints, how to use the 
drum sander, and how to sand areas 
not reached by the drum sander. In 
addition it contains information on 
the wide range of floor supplies and 
equipment available to the customer, 
a table of recommended abrasive grit 
sizes, and an entire page of layouts 
to help the home-owner sketch in his 
floor dimensions for the dealer’s esti- 
mate. The folder is available with 
dealer imprint, at no cost, in lots of 
100. Behr-Manning Co., Troy, N. Y. 

Circle No. A9 on coupon, pg. 80 


Locksets and Accessories. A catalog 
describing the “400” line locksets and 
accessories in both the Bel Air and 
standard designs is available. The 
four-color catalog incorporates the 
complete line and includes all new 
trims and mounts. Technical informa- 
tion regarding all locksets and trim 
fixtures is given, as well as descrip- 
tions of installation aids. Kwikset 
Sales & Service Co., Anaheim, Calif 

Circle No, Al0 on coupon, pg. 80 


Cleaning Supplies. “How to Dis- 
play and Merchandise Cleaning Sup- 
plies for Profit” is the title of a six- 
page color folder offered to dealers 
as an aid in setting up a cleaning 
supplies center. Ox Fibre Brush Co., 
Frederick, Md. 

Circle No, All on coupon, pg. 80 


Delta Power Tools. An eight-page 
fold-out bulletin includes photo-il- 
lustrated descriptions and condensed 
specifications of the principal Delta 
power tools. The bulletin, Form AD- 
964, unfolds to form a 17 x 22 inch 
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$5.45 


Here are eleven popular Crescent Tools and Sets color- Refer to your Crescent Catalog for a de- 
: : : scription of the above items. The prefix 
fully gift wrapped to increase your holiday tool sales. “X” before the tool number merely indi- 


cates gift wrapping. No charge for wrap- 


Retail values range from $1.35 to $32.50— a price for ; 
ping which is applied over standard boxes 


every pocketbook ...a prize package for every gift 


hunter! National advertising will promote these items MR Nik 

to your customers. Your jobber has all the details. ain” 
: , CRESCENT TOOLS — 

Order now to insure early shipment. Cive linatlollork am 


Crescent is ovr trode-merk, registered in the United Srote: ond abrood, for wrenches ond other tools. Sold by leading distributors ond retoilers everywhere ond mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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CATALOGS & BULLETINS 











wall chart. The 10-inch tilting arbor 
bench saw and combination 10-inch 
bench saw and 6-inch jointer are 
among the tools included. On the re- 
verse side of the unfolded bulletin 
are photographs of Delta tools in use 
in maintenance departments, various 
shops, etc. Delta Power Tool Division, 
Rockwell Manufacturing Co., 454 
North Lexington Ave., Pittsburgh 8, 
Pa. 
Circle No. Al2 on coupon, pg. 80 


Home Locks. New “color-accent” 
locks are introduced in a full-color, 
12-page “Lock Fashions” brochure. 
The brochure shows the open-back 
Continental and Manhattan designs, 
and illustrates possible background 
paint colors, fabrics and wallpapers. 
Locks for every purpose throughout 
the home are shown and proper selec- 
tion and placement are fully covered, 
along with helpful hints on lock 
styling and finishes. Schlage Lock 
Co., 2201 Bayshore Blvd., San Fran- 
cisco, Calif, 

Circle No. Al3 on coupon, pg. 80 


Sprayers and Dusters. Available on 
request is a catalog covering the 
company’s complete line of hand, 
continuous, compressed air knapsack, 
bucket, wheelbarrow and barrel 
sprayers. The catalog also covers 
hand and crank powder insecticide 
dusters. A circular on the Indian Fire 
Pump, a portable, back-pack type 
fire extinguisher, is offered also. D. 
B. Smith & Co., 428 Main St., Utica, 
N. Y. 

Circle No. Al4 on coupon, pg. 80 


Tapes and Tape Rules. Colorful cat- 
alog pages cover the company’s com- 
plete line of hardware items which 
includes all types of steel measuring 
tapes and tape rules from 3- to 100- 
feet, and augmented by woven tapes, 
plumb bobs and hand levels. The 
pages are illustrated and give out- 
standing features of each item, plus 
packaging information, weight, prices, 
etc. Keuffel & Esser Co., Adams and 
Third Sts., Hoboken, N. J. 

Circle No, Al5 on coupon, pg. 80 


Aluminum Reflective Insulation. A 
4-page, 8% x 11-inch, 3 colored bro- 
chure has been issued to des¢ribe the 
advantages of Reynolds Aluminum 
Reflective Insulation — paper cov- 
ered with aluminum foil on one side 
(Type B) or both sides (Type C). Ap- 
plication instructions are included in 
the brochure plus facts concerning 
the economy of the product and 
where it can be used best. Request 
Form BP 315 F. Reynolds Metals Co., 
2500 So. Third St., Louisville, Ky. 

Circle No. Al6 on coupon, pg. 80 
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Home Insulation. An _ illustrated 
pamphlet showing the step-by-step 
installation of reflective faced L.O.F. 
Glass Fibers Home Insulation in ceil- 
ings and walls, together with simple 
instructions, has been released by the 
company. It contains information on 
how the insulation should provide 
protection at little cost and where to 
use it for a cooler house in summer 
and a warmer house in winter. L.O.F. 
Glass Fibers Co., Toledo 1, Ohio. 

Circle No. Al? on coupon, pg. 80 


Chains. A catalog sheet, in color, 
which describes the advantages of the 
new “Measure-Mark” chain, is avail- 
able. The chain is marked every five 
feet for exact measurement and is 
color-coded for instant identification 
of chain grade. The catalog sheet il- 
lustrates the different type chains 
and spotlights the color marking. De- 
tailed information and specification 
charts are given also. Campbell Chain 
Co., York, Pa. 

Circle No, Al8 on coupon, pg. 80 


Fishing Lines. “Lines with a Pur- 
pose” is the title of the 1956 Sunset 
catalog. Specialized lines are featured 
in sections devoted to the type of 
fishing for which the lines were de- 
signed. New additions in this year’s 
catalog are the company’s marked 
lines for indicating trolling depth and 
casting distances, and its new Stream 
King and Floater shooting heads. 
Sunset Line & Twine Co., Florence, 
Ala. 

Circle No. Al9 on coupon, pg. 80 


Mower Service. “Here’s How To 
Make Business In Your Clinton Serv- 
ice-Center BOOM!” is a 24-page 
booklet that explains and illustrates 
24 successful steps that lead to in- 
creased sales. The booklet puts the 
store owner in the shoes of his cus- 
tomer during a 30-minute step by 
step tour of the business. Customer 
relations, special demonstrations, 
open houses and other promotion 
plans are discussed and illustrated. 
Also included are examples of classi- 
fied ads, suggestions on giveaway 
literature and direct mail pieces, and 
examples of window displays and 
product booth displays at local fairs. 
Clinton Machine Co., Maquoketa, 
Iowa and Clinton, Mich. 

Circle No. A20 on coupon, pg. 80 


Window Glass. A 12-page catalog 
entitled “Sales Aids for 1955-56” is 
offered. The catalog illustrates and 
briefly describes the various mer- 
chandising helps for dealers. Libbey- 
Owens-Ford Glass Co., 603 Madison 
Ave., Toledo 3, Ohio. 

Circle No. A21 on coupon, pg. 80 


Deming Sales Aids. A new 8-page, 
4-color bulletin illustrates the com- 
plete line of sales aids and materials 
available to Deming pump dealers 
and distributors. The bulletin shows 
and describes Deming direct mail 
pieces; letterheads; mailing cards; 
broadsides; leaflets; booklets; blot- 
ters; window cards and streamers; 
satin banners; clocks; tacker, bracket 
and road signs; identification labels; 
decalcomanias and displays. The 
company furnishes all mailing pieces 
free and pays postage on the first 200 
used by a dealer. Most other ma- 
terials are also free. Remaining pieces 
are furnished at cost. The Deming 
Co., Salem, Ohio. 

Circle No. A22 on coupon, pg. 80 


Hardware Chain. A well illustrated 
and informative folder, describing 
the complete line of ACCO chains for 
a multitude of domestic and industrial 
requirements is available. The 16- 
page folder, DH-176-A, contains data 
on construction features, applications, 
packaging, weights and other general 
information. American Chain Divi- 
sion, American Chain & Cable Co., 
Inc., York, Pa. 

Circle No. A23 on coupon, pg. 80 


Store Displays. Each type of dis- 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a new catalog. The 
catalog contains much information on 
display assembly and modern store 
engineering. Reeve Co., 9249 East 
Bermudez St., Rivera, Calif. 

Circle No. A24 on coupon, pg. 80 


Pre-Measured Chain. A _ catalog 
page, in color, is available describ- 
ing a color-coded plastic measuring 
lengthmark to provide quick iden- 
tification for Proof Coil, BBB Coil, 
and High Test Chain. The three types 
are marked every 10 feet by green 
plastic color bands on Proof Coil, red 
color bands on BBB Coil, and blue 
on High-Test Chain. A matching col- 
or-coded End Tag is attached to the 
free end of the chain in each con- 
tainer which is imprinted to show the 
size and grade of the chain. The 
End Tag is for convenient locating of 
the free end of the chain and is re- 
attachable after each use. The tag’s 
reverse side may be used for record- 
ing the balance of chain in the con- 
tainer. Hodell Chain Co., Cleveland 
3, Ohio. 

Circle No. A25 on coupon, pg. 80 


Padlocks. Padlocks to meet every 
need are described in a new 20-page 
catalog which features actual size 
illustrations of the company’s entire 
line. Included for the first time is a 
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section on special long shackle pad- 
locks. Also described are two newly 
designed super security padlocks 
which have an extra short shackle 
clearance of only %-inch. Other sec- 
tions of Catalog #56 describe 
Master’s Special Service Department, 
as well as Master’s padlock and bike- 
lock display boards. Master Lock Co., 
Milwaukee 45, Wis. 
Circle No, A26 on coupon, pg. 80 


Fishing Hints. A 4-booklet series 
containing fishing tips and tackle 
recommendations is now available 
to dealers for over-the-counter mer- 
chandising. The booklets are 2-color, 
have from 16 to 24 pages, and may be 
carried in a coat pocket or kept in a 
tackle box. They contain many illus- 
trations and diagrams for quick 
mastery of proper techniques. Shake- 
speare Co., Kalamazoo, Mich. 

Circle No, A27 on coupon, pg. 80 


Oilers and Cans. A catalog illus- 
trating and describing the company’s 
entire line of oilers, safety cans, and 
oil and gasoline containers is avail- 
able in two forms, No. 55 General 
Catalog, and No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 

Circle No. A28 on coupon, pg. 80 


Insect Wire Screening. A revised 
edition of the brochure “Selling In- 
sect Wire Screening at Retail” is 
available. The growth and importance 
of aluminum insect wire screening, 
which was not a commercially stand- 
ard item when the earlier editions 
were printed, is emphasized in the 
revised text. Insect Wire Screening 
Bureau, 75 West St., New York 6, 
N. Y. 

Circle No. A29 on coupon, pg. 80 


Pyrex Ware. The 1956 Pyrex Deal- 
er Catalog, listing new prices which 
were effective April 2, 1956, for 
Pyrex consumer ware is available. 
The bulletin, CF-71, covers retail 
prices on Pyrex brand flameware, 
ovenware, bakingware, dinnerware, 
nursing units, measures and tum- 
blers. Consumer Products Division, 
Corning Glass Works, Corning, N. Y 

Circle No. A30 on coupon, pg. 80 


Industrial Fasteners. A new 44- 
page condensed catalog covering the 
company’s line of bolts, nuts, rivets, 
screws and other industrial fasteners 
is available. The catalog is 5% x 9 
inches and contains illustrations, 
sizes, packaging information and 
prices on the most popular items in 
the line. Clark Bros. Bolt Co., Mill- 
dale Conn. 

Circle No. A3l on coupon, pg. 80 


Cordage Projects. To stimulate 
sales of clothesline and sash cord, un- 
usual uses for cordage are described 
in pamphlets devoted to various 
Leisure Time Projects. Current titles 
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It’s a fact! You'll make more money because you get a bigger 
mark-up and a much faster turnover — Here's why: 
1—Exclusive Micro-Tension Adjustment Feature. 
2—Down-to-earth low prices 
3—Double guaranteed quality. 
4—Beautiful high lustre finish. 
5—Handsome, up-to-date styling. qEgg 
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NATIONAL ADVERTISING 


TO HELP YOU SELL MORE! Wotch for DELUXE 
KLEENCUT ads September thru November in these 
leading consumer magazines! 
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BIG PROFIT 
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You can’t go wrong with the world’s fastest selling Pinkers! Professional 
style — light weight, smooth running, precision made for perfect pink- 
ing on light and heavy materials. Sold with written guarantee Low 
Priced so everyone can afford them! 





See Us At The National Hdw. Show—N.Y. Oci. 1-5—Booth 99 





THE ACME SHEAR COMPANY gem, 


Bridgeport 1, Connecticut 


WORLD'S LARGEST MANUFACTURER OF SCISSORS AND SHEARS 


For more information use Handy Return Card, Page 80 





$how and $ELL 








Screw Driver Assortment 
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VLCHEK 


Pliers 


B-63 — 15 piece 
Plier Assortment 


VLCHEK TOOL co. 


3001 East 87th Street 
Cleveland 4, Ohio 
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available are “Stair Rail Lacing,” 
“Spring Cleaning,” “Playtime Equip- 
ment,” ‘“Fences-Trellises,” “Work- 
shop Wisdom,” “Children’s Games,” 
and “Camping Companion.” The kit 
consists of a yellow and black-green 
“take one” display with three pockets 
for the leaflets. It is equipped with 
easel back and with punched hole 
for counter or hang-up display. The 
kit includes other merchandising aids. 
The entire cost of the project is borne 
by the company. Puritan Cordage 
Mills, Inc., 1205 East Washington St., 
Louisville, Ky 
Circle No, A32 on coupon, pg. 80 


Door Hardware. A booklet illustrat- 
ing door hardware items contains 
compact technical information and 
provide answers to customers “most 
asked” questions. The 12-page book- 
let, #A-91 Lumberman’s Catalog, is 
in color. Richards-Wilcox Manufac- 
turing Co., Aurora, III. 

Circle No. A33 on coupon, pg. 80 


Clamps. Much text material on se- 
lection, care and use of Jorgensen 
and Pony Clamps in addition to 
regular catalog material appears in a 
32-page catalog. The catalog is in 
color and covers “C” clamps, clamp 
fixtures, bar clamps, handscrews, 
press screws, etc. Condensed catalogs 
and pages for house and salesmen’s 
use are also available. Adjustable 
Clamp Co., 437 No. Ashland Ave., 
Chicago 22, II. 

Circle No. A34 on coupon, pg. 80 


Added Volume on 
Builders Hardware 


(Continued from page 45) 


ander firm feels that it is a very 
fine thing to sell architects in your 
area on the quality of your lines 
and service, for they are usually 
in on the ground floor of any 
sizable deal. In the case of a large 
home, they often bring their clients 
into the store to select hardware 
of a suitable style, and this type of 
professional sponsorship is one of 
the best prestige builders there is. 
They say it often produces varied 
and continuing sales. 

Though progressive dealers find 
that most of their builders hard- 
ware volume can be done on con- 
tracts, this does not increase in- 
ventories excessively in the long 
run, Contractors usually give about 
six weeks notice of their needs, 
and this is ample for good sup- 
pliers. However, display samples of 
about a dozen different styles and 
sizes of locks are needed by the 
average store, and it is better if 
these are installed in square wood- 
en sections of finished door ma- 
terial to show exactly how the 
completed job will look. A store 


like Alexander’s which bids on 
large jobs, carries up to 35 lock 
samples to meet all needs of the 
large area. 

Current demand is largely for 
the cylindrical type of lock with 
the key hole in the knob, as this 
style can be installed in less time 
and at lower cost. The simplified 
line suitable for ordinary homes 
includes front and rear door lock- 
sets with keys, and standard latch 
sets for various interior doors, also 
hinges and other items as specified 
These sets sometimes are sold by 
small stores directly to home- 
owners, but it is well to check with 
the contractor also to make sure 
that this arrangement is satisfac- 
tory to him—in the interest of 
future goodwill. On most jobs the 
general contractor does the buy- 
ing, and a bid must be submitted 
for his consideration. 

A dealer, who finds that com- 
petitive conditions and building 
rates in his area are favorable, can 
buy in case lots or larger quantities 
to get a better price, especially if 
he can win bids on multiple-unit 
projects. But here he may run into 
competition from  large-buying 
specialists. Robin stresses that it is 
wise to check one’s area condi- 
tions carefully before stocking 
heavily. 

Ordinarily, however, the small 
contractor who builds only a few 
homes a year, doesn’t want all his 
hardware at one time even for one 
whole house. He doesn’t want to 
tie up that much money ahead of 
time, or risk the uninstalled locks 
being lost or stolen. Therefore, he 
takes delivery as needed, and the 
small retailer who doesn’t mind 
making piece-meal sales has a 
good chance to get this business 
This is one of the numerous cases 
where flexible and personal service 
often overcomes a small price dif- 
ferential. These sales are mostly on 
a 30 days net basis, with no cash 
discount being taken. However, 
the dealer has to be sure to have 
or order ahead adequate stock for 
this trade, for the contractor wants 
partial delivery in a hurry when he 
is ready. 

Dealers find the modern cylin- 
drical locks almost trouble-free 
and have to give very little me- 
chanical service on them. When a 
contractor occasionally brings a 
balky one in, it can be sent out to 
a locksmith for simple repairs or 
returned to the factory if defec- 
tive. The word is, “Do not in any 
case tear down one lock to get 
parts to mend another!” 

In selling contract jobs, Robin 
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believes that first of all, as in any 
line, you have to sell yourself, your 
line and the integrity of your or- 
ganization to the prospects. To do 
this, you must have confidence in 
all three and in your product 
knowledge. Before a salesman can 
figure bids on large jobs, he must 
know about the special functions 
of complicated locks, such as those 
with master keys and _ special 
emergency master keys for hotel 
installations. 

In most jobs, the salesman must 
make the list of required items 
from the construction blueprints, 
but this is not hard to learn with 
a little instruction and practice. 
Just count the doors with a note 
on the size and use of each, etc. 
Some of the specialist bidders on 
large jobs are required by the con- 
tractor to guarantee that they will 
supply builders hardware needed 
on the job for a flat price. It is 
recommended to general hardware 
dealers that they don’t do this, but 
rather sell only a list of specific 
items with no guarantee of com- 
plete material. Small home and 
store plans often are changed con- 
siderably during the course of 
construction; so for this reason 
too, a flexible list of items is con- 
sidered best for the average small 
bid. 

The Alexander people believe 
that for the average dealer, the 
bids should be kept simple—mere- 
ly list the items and costs in pencil 
on a regular business pad. They 
should, of course, include locks and 
latches of the proper sizes and 
styles, proper hinges, door closers 
as specified, door stops, thresholds, 
weatherstrips, and medicine cabi- 
net fixtures. In areas where wood- 
en windows are still used, window 
fixtures should be included, also 
kitchen fixtures if finished cabi- 
nets are not specified. 

Each dealer must know the 
average competitive margins of 
profit possible in his area. Whole- 
salers recommend 33 percent on 
some retail stock sold over the 
counter for lock replacement and 
other very small sales. On con- 
tracts, markups range widely 
from a scant 10 or 12 percent in 
some cities on large very com- 
petitive jobs bid by specialists and 
direct buyers, to around 20-30 per- 
cent for average small jobs. The 
extremely low markups first men- 
tioned are regarded as pretty 
skimpy by most dealers and whole- 
salers trying to sell through deal- 
ers. Such small margins are only 
possible when volume is very large 
and sustained. However, during 
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The “old stand-bys” —famous TM BBB and Proof 
Coil Chain—are now packed in rugged, metal 
Tay-Pails to assure fast, easy, in-and-out handling 
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TM CHAIN DISPLAY STAND 
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leverage chain cutter, is a self-service 
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outstanding booms in some areas 
and for undetermined periods, the 
local markets appear to determine 
the amount of competitive price 
cutting. Individual dealers can’t do 
much about it, but trade opinion is 
that if the rate of building ever 
levels off in South Florida, the 
margins of profit will have to be 
raised, even by specialists. Most of 
the industry looks forward to the 
time when demand and distribu- 
tion will be more stabilized. 

This is not to say that builders 
hardware specialists will not con- 
tinue to have some price ad- 
vantage especially on the large 
contracts, but that in some cases a 
more clear-cut distinction gradual- 
ly will emerge between wholesale 
and retail setups. The mass con- 
struction of dozens of big hotels, 
other large buildings and many 
multi-unit home projects is con- 
sidered to have created emergency 
conditions in the Miami area. Cer- 
tainly the average hardware stores 
could not have handled these jobs 
without extensive reorganization. 
It is believed that there always will 
be a need for builders hardware 
specialists in good-sized cities and 
reasonably populous areas. In other 
locations, hardware dealers seem 
likely to keep on getting the busi- 
ness. 

In general, in a competitive 
situation, some retailers use build- 
ers hardware as a sort of leader 
item, sold at less than normal 
markups, to help create contacts 
for their entire line of supplies, 
such as roofing, paint and heavy 
hardware—also for home-owner 
items like mail boxes, house num- 
bers, appliances and housewares in 
general. 

The range of basic models and 
model prices on standard builders 
hardware items is small for ordi- 
nary jobs, and this helps keep the 
retailer’s inventory down. In gen- 
eral, hardware for a whole build- 
ing runs from one-half percent of 
the total construction cost, on 
small contracts, up to one or two 
percent on very large homes o1 
specialized buildings. 

No special advertising promo- 
tion is of much benefit in builders 
hardware sales, though selective 
direct mail helps especially if fol- 
lowed up by personal calls. Store 
displays of locks, hinges, etc., are 
mostly for the benefit of con- 
tractors, though the installed sam- 
ples sometimes help home-owners 
make quicker and more positive 
selections. 

Inventory control is simple for 


the small retailer and merely calls 
for replacing stock as used, keep- 
ing always in close touch with 
local style and model trends. It is 
also well to check the inventory 
total periodically and keep it with- 
in a reasonable ceiling. 

Women buyers often take great 
interest in good-looking hardware 
for the home, and getting a new 
group of women housewares pros- 
pects into the store is one reason 
for carrying representative build- 
ers hardware lines, including some 
stylish front door locks. When 
necessary, dealers can refer home- 
owners to an approved list of con- 
tractors for installation of items. 
Also some owners like a salesman 
to inspect a new home and recom- 
mend hardware to harmonize with 
the decor. Do-it-yourself fans ap- 
preciate advice and _ installation 
tips, and are also good prospects 
for tool sales after they get ac- 
quainted through a purchase of 
locks or hinges. 

Builders hardware is no push- 
over, and is not a line which will 
sell itself in volume through mere 
display. But most general hard- 
ware stores are already carrying 
some of it, and informed trade 
opinion is that by acquiring more 
know-how, a slightly larger stock 
and better contacts, the average 
progressive dealer in a favorable 
location can increase his sales by 
a minimum of 10 to 25 percent in 
this line, if he hasn’t been pushing 
contract work at all previously. He 
also can increase his local prestige 
and multiply his direct contacts 
many-fold. For one thing, he 
doesn’t have much competition in 
this field from drug and depart- 
ment stores and supermarkets. It’s 
a quality line and one that penal- 
izes those who don’t know how to 
service the merchandise. 

* 


$10,000 Annually from 
Do-It-Yourself Toys 


(Continued from page 46) 


progress with the block set that 
they return every month to buy 
additional do-it-yourself items. 
“Third, we call every customer's 
attention to the new department 
and carefully demonstrate every 
item in which the customer shows 
an interest. We have found that 
both parents and children appreci- 
ate the extra effort we make to 
help the child understand how the 
toy can be a constant source of 
entertainment if used properly. 
“Fourth, we put the department 
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right next to the wrapping table. 
Several items from the department 
are displayed on the side of the 
table next to the customer, and if 
the customer is in no hurry, the 
salesman demonstrates one of 
these items to him. This idea alone 
adds at least one sale every day 
for the department. 

“Fifth, we put every do-it-your- 
self item out where both custom- 
ers and their children may look 
and examine every item carefully. 
Since 90 percent of all the items 
are made of wood, there is little 
or no breakage. There have been 
a number of cases in which a 
youngster would start playing with 
an item and lose a piece of it. After 
a careful search we would be un- 
able to locate the missing part. 
Many customers would feel obli- 
gated to buy but to please the cus- 
tomer we give the item to the 
youngster. This may cost us $25 
over the period of a year but I be- 
lieve it brings us in a $1,000 worth 
of business.” 

Some 200 different do-it-your- 
self items are displayed neatly in 
the department. The front section 
of the display as a customer enters 
the door is used to display items 
that are suggested first to cus- 
tomers for their youngsters. Next, 
items that would be suggested next 
as the second selection are dis- 
played. And, so on down the line 
until the largest items are shown The right seine twine for your needs can be found in the 
on the end. A customer can tell 
usually after one or two purchases . 
pee args wl, ne ae There’s GOLD MEDAL COTTON SEINE 

“We find that our do-it-yourself TWINE, long a favorite, still the old reliable, bought 
department has helped us win by the majority of fishermen. 
many new customers that were 
buying their toys from variety and GOLD MEDAL NYLON FILAMENT SEINE 
grocery stores,” concluded Mrs. TUWTN Te laces stitial ren 
Schick “We have found that I'WINE, long-lasting and rot-resistant, is winning 
parents are willing to drive out of 
their way to get something worth- ——_— en . — 
while tor thaie chiidcen. Thevelase. NYAK SEINE TWINE, a blend of synthetic fibers, 
we don’t pack our toys away and 
wait for the big Christmas trade. economical too! 
We have Christmas in July and 
every month in the year with our Take your pick. You can be sure you are getting the best. 
do-it-yourself department.” 


. 
Sporting Goods Sales gly Medal 
in a Southern Town 
(Continued from page 50) 0 U A L | T Y S$ E | N E T W | N E S$ 


to $35); and bait cans ($.50 to $1). THE LINEN THREAD CO., INC. + 418 Grand Street, Paterson 1, N. J. 

Hunting items that bring in 

their share of the volume are: guns Ci 60 Best 42nd $e. Mow York 17,00. Y. + 140 federal Se., Becton 00, Aten 

(22’s, 410’s, 12-, 16-, 20-, and 28- kc y * Lombard & Calvert Sts., Balt. 3, Md. « 105 Maplewood Ave., Gloucester, Mass. 

gauge shotguns, both automatic : | Bore 158 W. Hubbard St., Chi. 10, Ill. « 116 New Montgomery St., San Fran. 4, Cal. 
vv 


and double barrel); hunting coats 








complete line of twines made by The Linen Thread Co., Inc. 


new friends every day 


is a truly dependable twine for many purposes. It’s 
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COLUMBIA 


White Metai 
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No rattles © Stops drafts © Holds heat inside © Keeps 
out dirt and cold © Saves on heating costs © Can be 
installed in minutes 


This unique aluminum-felt weather- 
stripping can be readily installed by 
anyone in minutes. What’s more, it 
can be used where units are “‘out of 
square” and will cover extremely wide 
cracks. Each attractive 2-color box 
contains 17’ of Sealer-strip, with nails 
and installation instructions. 
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“TRIPL-TITE ALUMINUM 
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Quick Sales...) ex amet BUILDING 
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Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 
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2 Gateway Center, Pittsburgh, Pa. 
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($5 to $12); trousers ($3 to $8); 
rubber and leather boots and shoes 
($10 to $20); clay pigeons and hand 
traps, ammunition (all sizes); gun 
greases, and gun cases ($2 to $7). 

“Greenwood is a good spot for 
hunters,” Adams said. “It’s an 
ideal quail territory and lots of 
doves are raised around here. In 
addition, Greenwood is located be- 
tween Clark-Hill Reservoir, and 
Buzzard’s Roost reservoir, both 
good duck hunting areas.” 

To capitalize on the growing 
enthusiasm for boating, Green- 
wood Supply Co. carries outboard 
motors and two boating lines. “We 
don’t stock boats in depth, for 
they retail from $165 to $365 in 
one line and as high as $785 in an- 
other line,” Adams said. “How- 
ever, we had three boats in stock 
last week, and this week, we now 
have only one. As a general rule 
the 12-, 14-, and 16-foot lengths 
are our most popular sellers, and 
they account for a sizable portion 
of our water sports volume. 

“Other water sports items car- 
ried are: a large line of the more 
popular boating accessories such as 
steering wheels, remote controls, 
life jackets ($3 to $7); gas tanks 
($3.50); oars and paddles ($2 to 
$3); and water skiis ($25 to $30). 
For swimmers and skin divers we 
stock swim fins, goggles, nose 
clips, swim trunks, and snorkel 
tubes ($1.75 to $2.50). 

“To round out our sporting 
goods lines, we carry a large stock 
of athletic equipment, outdoor 
games, and some indoor items such 
as weight-lifting sets and muscle 
developers. A run-down of the 
more important items in this group 
includes croquet sets ($6 to $15); 
golf clubs ($35 to $100); archery 
sets ($5 to $12): shuffle board sets, 
tennis rackets and balls; bad- 
minton sets, and weight-lifting 
equipment ($5 to $30). Of course, 
we carry many accessory items 
such as basketballs ($5 to $20); 
basketball rims ($7.95 a set): base- 
ball and softball bats ($1.50 to 
$2.75); baseballs ($1.50 to $3); 
softballs ($1.50 to $2.50); basket- 
ball shoes ($5 to $9); and many 
other items. 

“Weight-lifting is popular now 
among the teenagers in Green- 
wood because the local YMCA and 
the town’s Recreation Committee 
have been stressing physical fit- 
ness. It not only helps with pos- 
ture, but this type of exercise uses 
up lots of energy, and the boys are 
glad to go home and go to bed at 
night instead of hanging around 
looking for mischief.” 


Greenwood, like many southern 
textile towns, is alert to sporting 
activities because the textile mills 
provide supervised recreation for 
their employees’ children. Play- 
grounds and swimming pools are 
set up with paid athletic instruc- 
tors directing activities. The 
townspeople, organized under a 
Recreation Committee, also pro- 
vide their own recreational pro- 
gram. “This year, we had over 39 
organized baseball and _ softball 
teams ranging in age from children 
of 9 to adults in the 40-year-old 
group,” said Adams. “Several 
churches also organized their soft- 
ball leagues which competed with 
teams sponsored by business firms. 

“As the city’s interest in ath- 
letics and other sporting events has 
grown, we have tried to keep pace 
with the needs of the community. 
That’s why we have been able to 
realize such a substantial volume 
from sporting goods sales during 
the past few years,’ Adams con- 
cluded. 


Planter's Hardware Co. 


To Hal S. Ellenberg, owner- 
manager of Planter’s Hardware 
Co., sporting goods have always 
been a hardware store item. The 
company, organized 35 years ago, 
is the oldest hardware company in 
town, and though the extent to 
which sporting goods are stocked 
is limited by available store space, 
the two mainstays of every good 
sporting goods department—fish- 
ing and hunting equipment—is 
thoroughly stocked and merchan- 
dised. 

“We realize between $10,000 
and $12,000 volume from the sale 
of our sporting goods,” Ellenberg 
said. “Competition is keen for this 
business; consequently, we realize 
only 5% to 10% net profit from the 
operation. 

“Naturally, for Greenwood, fish- 
ing supplies are our biggest vol- 
ume producers followed by our 
hunting equipment and fishing ac- 
cessories—camp stoves and other 
such items. 

“Our fishing lines are very com- 
plete. We carry steel, plastic, fiber 
glass and bamboo rods ranging in 
price from $3.95 to $40. Though we 
carry the regular casting reel, we 
stock more of the spinning reel 
now. These retail from $3.95 to 
$35. Approximately 75% of all 
reels we sold last year were spin- 
ning reels. 

“The spinning rod and reel has 
acquired a great popularity be- 
cause of its anti-backlash feature 
Today, a man can teach his wife 
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and small son to fish without going 
through weeks of hard effort try- 
ing to teach them how to cast with- 
out backlash. 

“We stock a large variety of 
lines ranging in strength from 
12 lb. to 25 lb. test line. 

“In addition to a large variety 
of plugs and flys, we carry corks 
hooks, leaders, lines, sinkers, main- 
tenance supplies, for reel and rod 
(guide tips, reel parts, etc.); tackle 
boxes ‘($2 to $8); dip nets, frog 
gigs, and fish traps that sell from 
$.25 to $5; life vests and preserver 
cushions ($4.95 to $7.95); and 
thermos jugs, lanterns, flashlights, 
and hip and knee boots for the 
camper and fishermen ($7.95 to 
$15). 

“Our normal inventory of fish- 
ing equipment runs from $2,000 
during the season to $3,000 when 
building our inventories prior to 
the beginning of a season. On this 
part of our sporting goods sales, 
our mark-up ranges from 25% to 
50%.” 

The well-rounded stock of shot- 
guns and rifles which Planter’s 
Hardware Co. has on hand for 
hunting customers is valued at 
$5,000. Twenty-two’s, 410’s, 12- 
16-, 20-, and 28-gauge shotguns are 
stocked and every size of ammuni- 
tion for these guns is stocked in 
both regular and high-powered 
loads. Buckshot is also stocked as 
well as shot ranging in size from 
No. 1 to No. 9’s. A typical season’s 
selling moves from thirty to forty 
cases of shells out of the store. 

Having the small maintenance 
items necessary to keep guns in 
top shape is important to sales at 
Planter’s Hardware Co. Gun 
greases, oils, solvents, shoe greases, 
and other such items are carried 
the year ‘round. 

Though South Carolina law pro- 
hibits the display of pistols, Plant- 
er’s sells a good number of them to 
law enforcement officials in the 
area, These are usually 32’s and 
38's. Twenty-two calibre target 
pistols and rifles are sold in good 
quantities and retail from $29.95 
to $60. 

Thirty-thirty calibre 
specially-ordered for customers 
who hunt bear in the nearby 
mountains. A full line of single and 
double-barreled shotguns are 
stocked; however, the greatest de- 
mand is now for automatic shot- 
guns, according to Ellenberg. 

A $500 stock of baseball and 
other athletic supplies are usually 
stocked in season. 

Ellenberg stimulates 
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fishing tackle and other sporting 
goods by giving away tackle dur- 
ing fishing contests. Other interest 
is aroused by seasonal advertising 
slanted to the sporting activity 
most popular. Once again, Ellen- 
berg echoes the remarks of Joe 
Adams of Greenwood Supply Co.: 
“There have been too many con- 
tests and other promotions. Few 
people get aroused by this type of 
promotion anymore. 

“Though my floor space limits 
the quantities of sporting goods I 
can stock, I thoroughly believe that 
this segment of my business will 
be on the upswing during the next 
few years. I believe that the hard- 
ware store is the logical outlet for 
sporting goods because it used to be 
the only place in town where folks 
could buy them in Greenwood. A 
dealer is missing a bet if he doesn’t 
cater to these customers.” 


Dixie Hardware 


According to Francis C. Grier, 
treasurer, Dixie Hardware and 
Mill Supply Co., carries a $23,000 
inventory of sporting goods and 
turns it approximately two times a 
year. Their sales volume averages 
$40,000 a year and is distributed 
during the sear as follows: First 
quarter, 15%; Second, 30°; Third, 
25%; and Fourth, 30%. With the 
exception of the first quarter, 
sporting goods sales are consistent 
throughout the year for Dixie 
Hardware. 

“We normally would drop a lit- 
tle in the third quarter,’ Grier 
said. “However, during July, the 
textile mills give vacations with 
pay and lots of their employees are 
crazy about fishing.” 

This firm also does a complete 
job of stocking sporting goods 
equipment. Over 1300 square feet 
of space is given to this part of 
their operation, and display-wise 
the department is well-lighted, 
spacious, and dramatically dis- 
played. 

“We place our fishing tackle and 
accessories first in volume of 
sales,” said Grier. “Hunting sup- 
plies and equipment are second 
and boating equipment third in 
sales volume. 

“Everybody around here fishes, 
I guess, and so does our sporting 
goods department — Our 
salesmen, especially Sam Rackley, 
sporting goods department man- 
ager, know their equipment back- 
wards and forwards. That’s im- 
portant to our customers who must 
go on the advice they get from the 
salesperson. Our men have the 


privilege of going fishing when- 
ever they want to arrange it. We 
have found that it’s good advertis- 
ing to get our men out with the 
fishermen, to learn their problems, 
and to find out first-hand how the 
fish are biting. 

In addition to advising the cus- 
tomer, our salesmen provide rod 
and reel repair service for our cus- 
tomers, a real traffic builder dur- 
ing the season. 

“Hunting equipment is a must 
for the hardware store; however, 
the high cost of inventory and the 
small mark-up (20%) requires a 
large volume of sales in order to 
make money.” 

Like other hardware dealers in 
Greenwood, Grier feels that there 
is too much competition from fill- 
ing stations and small grocers on 
fishing tackle. “There’s just no 
place for these fly-by-night deal- 
ers,” Grier said. ““‘We have discuss- 
ed this problem pro and con and al- 
ways come up with that conclusion 
Of course, the small operator of a 
fishing camp has a legitimate right 
to sell this equipment. Fishermen 
need it many times when out on the 
river or lake. However, for the 
others, there is no place in the 
business for them. They run the 
mark-up and profit down.” 

In conclusion, Francis Grier 
summed up the case for hardware 
dealers: “Sporting 
major line increases in importance 
every day, and it is up to the ag- 
gressive hardware dealer to see 
that the increasingly large num- 
ber of sports-minded customers get 
what they want in the hardware 
store. After all, they are going to 
check there first. 


+ 


goods as a 


Added Profits from 
Camping Equipment 
(Continued from page 51) 


able expense. And, of course, the 
rabid hunters and fishermen are 
always steady buyers of camping 
supplies and equipment. 

“Sales run into quite a bit of 
money per customer. Sales of 
camping supplies have, in turn, a 
most beneficial effect on fishing 
tackle and hunting supplies sales,” 
explained Mr. Yeatman whose 
camping supplies department has 
been in operation 10 years. “But 
a dealer must anticipate all needs 
and have an inclusive stock of 
quality merchandise, for it is up 
to the dealer to see that a camper’s 
trip is properly equipped. Poor e- 
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quipment can ruin an outing.” 

A $5,000 inventory of camping 
supplies at Yeatman’s includes 
tents, sleeping bags, air mattresses, 
folding cots, stoves, lanterns, ice 
chests, collapsible chairs and 
tables, aluminum canoes, rowboats, 
outboard motors and cartop car- 
riers. This inventory turns over 
about three times a year. 

Careful display the year around 
with special emphasis on seasonal 
promotions is essential. Yeatman’s 
recently devoted its largest center 
window to aé_ scene depicting 
a canoe trip. Virtually all camping 
supplies and equipment were rep- 
resented in the display. The win- 
dow was accompanied by sidewalk 
displays of canoes and boats. Win- 
dow and sidewalk displays are set 
up in June. Floor displays, how- 
ever, of camping supplies includ- 
ing outboard motors are set up in 
April and are given 300 square 
feet of floor space in the sporting 
goods department at the most 
heavily travelled point. 

A display of a few camping 
items including stoves, sleeping 
bags and mattresses, and ice chests 
is maintained throughout the year 
and brought to the forefront at 
Christmas time for gift merchan- 
dise. In the fall, when hunting 
season is on, camping supplies are 
again emphasized and promoted 
through floor and window displays. 

“In our particular location in 
Virginia the trout fishing season 
in the spring stimulates sales of 
camping supplies. In October and 
November people want camping 
supplies for hunting trips into the 
nearby mountains. All through the 
summer, camping trips are pop- 
ular in vacation plans, with fam- 
ilies reducing their vacation ex- 
pense by camping out,” Yeatman 
continued. “Your personnel have 
to know their camping merchan- 
dise. A sleeping bag for a Boy 
Scout is not the same sleeping bag 
you would give a hunter in the 
fall. A good grade of air mattress 
made of rubber is important to a 
camper and your personnel must 
know which is best suited to the 
conditions under which the camp- 
er may live. 

“We have found tents less es- 
sential these days because camp- 
ers are frequently sleeping in sta- 
tion wagons. All camping supplies 
such as chairs, tables, and stoves 
must be portable and collapsible 
so as to take up as little space 
as possible.” 

Yeatman indicated that store 
personnel can become _ well-in- 
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formed on camping _ supplies 
through study of the literature is- 
sued by manufacturers and 
through reading outdoor publica- 
tions and trade magazines. 

First hand camping experience 
is most desirable, of course, and 
store personnel have all taken 
camping trips on weekends and 
holidays and have learned the es- 
sentials of a good camping trip. 
As members of the Izaak Walton 
League they attend meetings and 
participate in activities that fur- 
ther their interest in camping and 
fishing trips. Yeatman’s contrib- 
utes prizes of sleeping bags and 
camp stoves annually to two or 
three contests which the League 
holds each season. 

Radio has been used in promot- 
ing camping supplies. Two weeks 
before the spring trout season and 
two weeks before the deer hunt- 
ing season in the fall five spot an- 
nouncements a week call attention 
to Yeatman’s as camping supplies 
headquarters. Three weeks prior to 
the opening of these seasons adver- 
tisements on Fridays in the large 
Washington newspapers _ stress 
camping supplies and allied mer- 
chandise. 

This spring Yeatman’s attracted 
more than 1,000 persons from the 
neighborhood into the store with 
a showing of a camping trip film. 
A factory representative was on 
hand to discuss camping supplies 
and literature was distributed. 

“The response of the public to 
the film was excellent. Camping 
supplies volume spurted at least 
10% following the showing of the 
film. We plan another similar 
showing this fall,” Yeatman added, 
indicating radio announcements 
and newspaper advertising two 
days prior to the showing brought 
the public in. 

“The film showed how four per- 
sons can vacation and travel as 
campers, how to set up and pre- 
pare their own food, and what 
savings amounted to in hotel or 
motel cost, food, and other items 
of travel expense. Spectators 
showed a lively interest in the ex- 
tent of traveling that could be done 
as campers.” 

A helpful feature of a good 
camping supplies department is a 
shop that can repair and overhaul 
outboard motors, lanterns, and 
stoves. And it is of much help if 
someone is sufficiently trained to 
appraise the value of a used out- 
board motor for trade-in, accord- 
ing to B. R. Sims, department man- 
ager of sporting goods. 

Robert L. Yeatman, who super- 


vises the shop, is a factory-trained 
specialist on motors and accord- 
ingly Yeatman’s does a good vol- 
ume of repair work, A stock of 
parts is carried and the shop is 
equipped with the necessary e- 
quipment and testing devices. Mo- 
tors accepted as trade-ins are re- 
conditioned for resale. 

“The hardware dealer overlook- 
ing camping supplies may also be 
missing out on sales of the allied 
merchandise such as guns and fish- 
ing tackle. But if he is located in 
a trading area where customers 
will make purchases of, say, $200 
canoes, $50 tents, $25 sleeping bags, 
$25 stoves and lanterns, and $14 
air mattresses, the extra volume 
can be surprising to say the least. 

“He may start with a $1,000 
stock and go cautiously as he adds 
items in accordance with demand. 
He will find that it pays to give 
particular attention to display. 

“I would caution him only in 
regards to the grade of merchan- 
dise stocked. Get nothing but the 
top brands, the best quality avail- 
able. For if by good equipment he 
spares his camping customers dis- 
comforts, they will come back a- 
gain. But if he ruins their camp- 
ing trip with poor equipment, they 
will never forget it,” Yeatman ad- 
vised. 

o 


Merchandising Complete 
Sporting Goods Dept. 


(Continued from page 54) 


all customers can see them. Actu- 
ally with less floor space, we have 
increased our sporting goods sales 
and service 50 percent.” 

DeSoto’s suburban store is at 
2037 Union Avenue, an arterial 
highway that also is heavily trav- 
eled by Memphians going to and 
from downtown. Two experienced 
men from the uptown store were 
transferred to the new store, and 
two others were added to make : 
four-man staff. 

Hunting and fishing licenses for 
three states — Arkansas, Missis- 
sippi and Tennessee — are sold 
at both stores. The volume is good. 

DeSoto uses newspaper and ra- 
dio advertising to promote both 
stores. Outdoor displays are also 
used effectively at the new store. 

Dowdle offers this added advice 
to hardware dealers interested in 
increasing their sporting goods 
sales: Attend sporting goods shows 
if at all possible. 

“Charley Jetten, our store pres- 
ident, and I attended the Sporting 
Goods and Boat Show at Chicago 
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last winter and we are going to 
attend again this year. We saw 
much new stuff. It really opened 
our eyes. Dealers can see much 
fall merchandise early, can order 
early and avoid the risk of not 
getting what they want when they 
want it. 

“I firmly believe all sporting 
goods dealers should see such 
shows. Attendance will pay off. 
Travel to such shows may be rath- 
er expensive for the small dealer, 
but I recommend that dealers at- 
tend them where at all possible.’ 


* 


Texas Sales Story— 
2,200 Guns Per Year! 


(Continued from page 56) 


peace officers and police spend 
some of their leisure time here, 
talking guns, looking at guns and 
buying guns. Oftentimes there are 
as many as half a dozen squad 
cars parked behind the store, 

The highest priced pistol in the 
Ray Hardware and Sporting Goods 
store is a brutish-looking “cus- 
tom” .44 cylinder gun with a bulg- 
ing butt made for a man-sized 
hand. It is brutish-looking for all 
its fancy engraving and its price 
of $350. From that the prices slide 
down to what Ray calls a “Satur- 
day night special,” a .22 for $17.95 

Rifles and shotguns are not 
such hot items with Ray, although 
the stock is good and the move- 
ment brisk in season. Huntsmen 
have also learned “There is a good 
gun deal at Ray’s”’ and he will take 
in the old gun. But by far, the big 
business is pistols 

“Almost anyone can find a place 
to get a rifle or shotgun at whole- 
sale,””’ Ray comments, “and I don't 
blame people for doing just that 

Actual figures on this operation 
—unit and dollar volume and in- 
ventory are unavailable. Ray 
doesn't believe in publishing his 
private statistics. But there is no 
secret about the way he does busi- 
ness in pistols 

“How do I happen to have the 
peace officer market cornered?” he 
echoed. 

“Because I treat them all right 
I don’t try to beat them. I don’t 
try to make an ‘Elm street’ deal 
and as you know, part of Elm 
street is pawn shop row.” 

He was asked to illustrate one 
of his good deals 

“All right,” said Ray, 
sume an officer buys a $61 pistol 
down town. After three or fou 
days, he decides he wants a gun 
with a shorter barrel. So he takes 


“let’s as- 
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Now—attractively carded for im- 
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upward touch sets the broom, mop, or 
tool handle in place. It holds by its 
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damage handles. And, once folks see 
it work, you can practically start ring- 
up the sale. 
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—there’s a type for 
every duck hunter 


YEs, Victor offers the only complete 

line of duck decoys—a type and species 

for every hunter in any area. Victor prices 

range from the lowest, through popular- 

priced models to deluxe. Sell ules and 

you'll sell more decoys this season and 
every season. 


Victor Majestic Champion 

One piece Tenite plastic. Life size, color- 
fully finished, internally 
balanced. 5 species. 


Victor Majestic Standard 


Waterproof Tenite plastic. Adjustable 
head. Internally balanced. Realistic col- 
ors. 7 species. Oversize Deluxe model 

available in 6 species. 


Victor Tru-Life one picce, life- 
size molded fiber. Prebalanced, water- 
proof. A tough, light weight decoy at a 

low price. 3 species. 


Victor Veri-Lite Licht, tough, 
waterproof molded fiber. Self-righting. 
Movable head can be glued in any 
position. 9 species. 


Victor Deluxe Goose 

Rigid, pressed fiber shell. Field 

type; can be converted to 

water use by adding board. 

Feeding and _ upright 

heads supplied. Standard 

Canada, Snow and Blue 

Goose models available. 


Other Victor decoys include wood, 
molded fiber field type, crow and owl. 
Also Victor Cro-Tone calls, anchors and 
balance weights. 

Order from your wholesaler 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. + Niagara Falls, Can. 


For more information use Handy Return Card, Page 80 





this new gun back where he 
bought it and what do they allow? 
Why, they allow him just half of 
what he paid. 

“Well, I'd make him the same 
deal for a difference of $15 or $16 
and that’s why I get the peace of- 
ficer business. They know they get 
the best possible deal from me. 
Nor do I suffer in the transaction 
by taking this ‘used gun.’ Actually, 
it’s less than a week old, maybe 
shot only a dozen times in practice. 
Such guns I can sell for $55, maybe 
a little more, depending on the 
gun. 

“Another reason I get the peace 
officer business, I don’t start in de- 
manding list price and the officers 
know it. If anyone knows guns and 
gun prices, these officers do. 

“There isn’t too much margin in 
pistols, even if you sell at list — 
just 17 percent. So I decided that 
instead of taking 17 percent once 
a day, or maybe only once a week, 
I would be much better off to 
take 9 or 10 percent ten times a 
day. If I sell ten guns at 9 percent 
in one day, the way I see it, that’s 
90 percent, instead of 17. 

“Of course, to operate that way, 
you must have big volume. I 
couldn't do it. either, if I hadn’t 
cornered the police and peace of- 
ficer business.” 

Pistol traffic has, in one sense, 
built a hardware business for Ray 
and Mrs. Brantley. 

Much of the store traffic in 
hardware can be credited to the 
low-income families of the region, 
she says. 

“It is a highly transient type of 
citizenship. Households are mov- 
ing in and out constantly. They 
need hardware and related mer- 
chandise when they move out and 
families moving in need more. So 
we get a lot of that trade, especial- 
ly Negroes and Latin Americans. 

“However, we make a very sub- 
stantial number of big ticket sales 
to Dallas police officers and other 
peace officers, They habitually 
drive to the rear of the store and 
park when they come to look at 
or talk guns. To get to the gun 
display, they must pass through 
the store so they know what we 
have. And when an officer needs a 
lawn mower, a gallon of paint or 
whatever it might be, he generally 
buys it here.” 

Ray Brantley is a “retired” gun 
collector, who values his private 
collection at $6,000, much of this 
a cash investment, including an 
engraved silver derringer for 
which he paid $350. He is retired 
because the hobby became too fas- 


cinating — and too expensive for 
a hardware dealer. 

“Working with guns all the time, 
you get that way,” he explained. 
“So, soon after I got going good 
with guns, I got that way. It’s a 
sort of fever, but I had to quit. 
Just can’t afford to be a gun col- 
lector.” 

A glassed-in case contains some 
of his prized possessions, including 
one derringer in all the five fin- 
ishes produced by the factory, 
chrome, nickel, engraved silver, 
silver and blue. The same case 
contains four old Colt revolvers, 
three of them cap and ball num- 
bers of 1836 vintage. 

But the most valuable gun in 
his collection cost him exactly 
$1.00. 

It is an 1847 Colt, .41, and it 
reached him in pieces in a cigar 
box. It had been disassembled for 
35 years and three generations had 
given up on getting the gun back 
together again, A grandfather had 
first taken it apart and couldn’t 
fit it together. When the grandson 
also gave up the job, he sold it to 
Brantley for the one dollar. 

Not to exceed 100 square feet of 
floor space is occupied by the gun 
inventory and traffic of Ray’s 
Hardware and Sporting Goods, for 
the area devoted to all guns is 
approximately 6 by 16 feet. 

This is less than 7 percent of all 
sales floor space available since 
the entire store is only 25 by 60 for 
a total of 1,500 square feet 
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New Pricing Structure 
Announced by R B & W 


A NEW BASIC pricing structure 
for bolts, patterned after steel mill 
marketing practices, has been an- 
nounced by Russell, Burdsall & 
Ward Bolt and Nut Co. The new 
discount schedules are now being 
distributed by the lll-year old 
manufacturer of industrial fasten- 
ers. 

Price changes, according to 
Harry O. McCully, vice-president 
in charge of sales, vary according 
to type and size of fastener and 
quantity ordered. “In one product 
grouping, prices actually are re- 
duced 5.4 percent,” he said. “The 
other extreme represents a 31 per- 
cent increase — in this case cov- 
ering slow-moving sizes ordered in 
small quantities. The effect upon 
individual customer’s prices will 
depend upon his product mix and 
method of buying.” 

The new bolt pricing plan, Mr. 
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McCully said, “represents an en- 
tirely new concept of marketing 
these products.” Its chief features 
are establishment of quantity 
brackets with graduated discounts 
and adoption of a 2 percent cash 
discount on payment terms. 

The 2 percent cash discount is 
double the previous allowance. It 
was adopted, said Mr. McCully, 
despite the fact that “we still can 
earn only % of 1 percent on our 
money in discounting our material 
invoices.” 

Quantity brackets established 
are: 40,000-pound shipments, 20,- 
000-pound shipments, 30-container 
shipments, full container quanti- 
ties and less than full container 
lots. The former premiums still ap- 
ply to the last-named category. 


od 


Anson Joins J&L's 
Container Division 


VINCENT ANSON, Edwardsville, 
Ill., former general sales manager 
of Nesco, Inc., has been appointed 
merchandising manager of galvan- 
ized ware for Jones & Laughlin 
Steel Corp.’s Container Division, 
H. J. Kennedy, manager of gal- 
vanized ware sales, announces. 

Anson had been with Nesco since 
1932. Nesco recently liquidated its 
galvanized ware business, and 
Jones & Laughlin, Pittsburgh, Pa 
acquired some of Nesco’s manufac- 
turing equipment. 

A native of East St. Louis, II1., 
Anson attended Washington Uni- 
versity of St. Louis. His headquar- 
ters in his new post will be in To- 
ledo, Ohio, where one of the J&L 
Container Division’s nine plants 
is located. 


* 


Prices Raised by 
Wooster Rubber Co. 


THE WoosTeR Rubber Co. will 
increase prices of 17 items in its 
Rubbermaid Houseware line by 4 
to 31 cents at the retail level, it 
has been announced by James K. 
Buckwalter, vice - president in 
charge of sales. 

The increases become effective 
on all orders received on or after 
September 1. Mr. Buckwalter said 
the rise was necessitated by in- 
creased costs of materials and 
labor. 

Wooster Rubber has also added 
three colors, pink, turquoise and 
marbelized black to its Shelf- 
Kushion’ rubber matting for wall 
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cabinets and 


for base cabinets at no advance 


in price. 


Items raised, together with the 


new and old 
Item 


Drainboard mats 


14x20 inch 


Deluxe drain boar 
18x16% inch 


Sink mats 


12% x16 inch 
Twin sink divider mats 
1044x114 inch 


Dish drainers 


twin-sink size 


Dish drainers 


13x15%4%x4% 


Dish drainers 
12% x15x4 

Sink racks 
10% x12%x 

Sink racks 
12 %xl6x% 


Plate storage r 


6x20\% x6 


Dinnerware rac 


22 44x10 % xe 
Sink strainers 
Sink stoppers 


Soap dishes 


Pet feeding dis 
Rubber cleaner 
Bath tub mate 1 


WESTINGHOUSE 
sales are up 34 percent so tied up most 
facilities for 
months unde! 
21. The company at- trade policy 


wares 
far this year, 


duction was 


until March 


pink and turquoise 
stepped-up 


ties and partially 
ment of fair 
S. J. Stephenson, manager of the 
Westinghouse 
$1.75 $1.65 division, who made the report, 
dicated the company won't return 

to a policy 

electric housewares. 


retail prices, are: 
New Old 


abandoned 


tributes the increase 


merchandising 
to its abandon- 


portable 


“fair 


conference reporting on the 


pany’s electric 
tioris since then. 


housewares 


“We feel that after a fair 


acks 


» 


fair trade,” 
desire to quarrel 
trade. 


ponents of 


months of 
items were 


electric house- 
despite the fact pro- 
tied up by a strike 


restraints 
work for us.” 
added in some 
have actually 
corresponding 
when the 
traded. The : 
productiv 


doubled over 


the 


our policies have proven successful 
and we do not intend returning to 
“We have 


with the 


of 


of the 


new non-fal 








bColthalejojel-am atl: 
FULLER money- making 
specials like this 


Put this “rainbow'’ bucket next 
to your cash register and w atch 
+ SELL! Assortment No. 329-60 
top-quality extra-large mechan 
s screwdrivers retailing at 
only 29 ea.—3 for 79. It's 
even hotter than our N 3 
Bucket of Screwdrivers 
Order No. 329 TODAY 
keep your business hopping 


9 


Ask your jobber's sales- 
mon about other Fuller 
Specials 


Use that counter 
space profitably - j 
ORDER TODAY 





, FULLER | TOOL COMPANY, 


Tl 
A, 


ALITY 


LLhhhhh hs 


INC. 


3522 Webster Avenue, New York 67 


For more information use Handy Return Card, Page 80 





largely 


appliance 


trading” 
Westinghouse 
trade a year 
and Stephenson spoke at a press 


We simply 
felt that under existing conditions 
the artificial 

° trade did not 

Stephenson 

Westinghouse Sales Up cent months 

Since Fair Trade Dropped 








MORE POPULAR 
THAN EVER.. 


in their 
“SERVE 


YOURSELF” \' 
packet 


Moore Picture Hangers in their handsome, 
colorful Picture Window Packets sell faster, with 
less effort. They're easier to display, easier to 
handle, and the 4 different sizes are more 
quickly identified. For more picture hanger 
sales, stock these 56-year favorites, NOW IN 
TODAY'S MOST MODERN HANGER PACKAGE. 


MOORE PUSH-PIN CO. 


Since 1900 


Makers of farnous Moore 
113-25 BERKLEY ST 





BELONGS ON 
YOUR COUNTER 
The Moore 7208 Counter 
Display. 72 Packet ca- 
pacity, yet is only 10%” 
high, with 9” diameter 
base. All metal. Revolves. 
Ask your jobber. 








Push-Pins 


PHILA. 44, PA 














BE YOUR OWN BOSS! 
A SHORTCUT 
TO FINANCIAL SUCCESS 
AND INDEPENDENCE 


Own a Business of Your Own! 


No More Job Worries— 
Whatever the future holds, you'll be 
independent as one of the more than 
4000 men whe now own and operate 
profitable Western Auto Associate 
Stores .. . retailing nationally-accepted 
brands of auto supplies, sporting goods, 
bicycles, tools, appliances, radios, TV 
and other profitable lines. 


No Retail Experience Required— 


We train you . . . teaching successful 
merchandising methods developed dur- 
ing more than 47 years of leadership in 
our field. 


No Guesswork About Locations— 
We'll assist you in choosing a desirable 
building and location and will make 
our surveys of possible locations avail- 
able to you. Investment varies with 
locations. 

See, phone or write now for full 
information. 


WESTERN AUTO SUPPLY COMPANY 


Wholesale Division 
2020 East Market Street 
Greensboro, North Carolina 
Phone 8107 











Are you making full use 
of our Reader Service? 


The editorial and business staff of 
SOUTHERN HARDWARE is eager to 
serve you. One way in which we can 
help you is to make it easy for you to 
draw upon the wealth of technical and 
promotional material available from 


manufacturers. 


In the accompanying pages are the de- 
scriptions of scores of useful catalogs, 


helpful literature and sales aids. 


Check over the list of publications and 
informative bulletins available, note the 
numbers of the ones you need on the 
Handy Return Card coupon along with 
your name, title, company, and address 
plainly written. We will tell each manu- 
facturer to send directly to you the in- 
formation you want. 


Address your requests fo: 


Reader Service 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. 
Atlanta 8, Georgia 











For more information use Handy Return Card, Page 80 


Charles C. Wickwire 
Dies at Age of 77 


CHARLES C. Wickwire, president 
of Wickwire Brothers, Inc., Cort- 
land, N. Y., died suddenly August 
20. Seventy-seven years old, he 
joined the firm, which was founded 
by his father, in 1898, and had 
served continuously as its presi- 
dent since 1914. 

At the time of his death, Mr. 
Wickwire was a director and vice- 
president of the First National 
Bank of Cortland; a director of 
The Brewer-Titchener Corp.; a 
director and former president of 
the Cortland Free Library; a mem- 
ber and former elder and trustee 
of the First Presbyterian Church; 
a director of the Cortland County 
Agricultural Society; a member of 
the Chamber of Commerce, and the 
Rotary Club. 

o 


Small Communities 
Buy More Toys 


PEOPLE WHO live in small com- 
munities buy more toys than any 
other group, according to the Toy 
Manufacturers of the U.S.A., Inc. 
Over 40 percent of the toys pur- 
chased each year go to children 
who live in areas where the popu- 
lation is under 2,500. 

These communities will spend 
about $500,000,000 this year, the 
association said. This represents 
more than 40 percent of the retail 
dollar volume of the toy industry. 

Larger play areas, more play- 
grounds and sports activities, as 
well as limited entertainment force 
many of these families to provide 
their own recreational activities. 

a 


Cosgrave & Associates 
Move to Larger Quarters 


EFFECTIVE September 10, Cos- 
grave & Associates, Millburn, N 
J., distribution and merchandising 
planners, were scheduled to be 
located in new and larger quarters 
at 103 Hickory Grove Drive, Larch- 
mont, N. Y. 

Cosgrave & Associates work ex- 
clusively in the hardware and 
housewares field developing more 
economical and profitable mer- 
chandising programs for manufac- 
turers, wholesalers, and retailers 
The organization also offers the 
hardware trade a continuous and 
integrated series of four consumer 
promotions for spring, mid-sum- 
mer, fall and Christmas. 
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Red Devil Tools. 


The Red Devil Trademark on a tool or machine guarantees 
faster turnover than any other brand name provides. This 
is because Red Devil Tools and Machines are better designed, 
better made, better packaged, better advertised, and 
priced right to begin with. And Red Devil's “Fight Unfair Competition” 
pricing policy gives you an extra 8% —40% or 
on all hand tools—for aggressive promotion to build yohume 
This is the reason more successful retailers prefer to 
sell Red Devil Tools than any other brand. 


Red Devil Tools. ios ] | 


manufacturers of Glaziers’ Tools, Putty Knives, Wall, Wood and Paint Se 


Paint Conditioning Machines, Floor Conditioning Machines 








65 


RETAIL 


including tax 


Rad Devil, lan ae 
shows you 2 easy steps to EXTRA profits 


Scores of dealers have found this two-step program works for more sales. 


First, attract mew rental customers for the easy handling Red Devil FP-33. Because 
the FP-33 is low in cost, a low rental price is possible. And—you make extra profits 
with tie-in sales of wax, sandpaper, steel wool, etc. 


the FP-33 in her own home, sees how light and easy it is to handle, she is a good 
prospect for outright purchase. Apply rental payments to the purchase price to clinch 
more FP-33 sales. 


? Turn rentals on FP-33 machine into full price sales. Once a customer rents and uses 


Ie’ By adding the FP-33 to your other rental machines 
sas , you increase rental business and open the way for more 
easy as that! full-price, FP-33 sales with your full 50% mark-up 


The Red Devil FP-33 offers these advantages: 


. 
Rad Devil Here is a light, sturdy floor machine spe- writers approved) and 22 ft. long, insulated 
Rug Cleaner cially designed with the woman in mind. It cable. Yes, the Red Devil FP-33 Floor 


The FP-33 can now be quickly trans- ** right for home WAXING, polishing, scrub- Conditioner is tops with women everywhere. 
formed into an efficient, professional type bing, steel-wooling, sanding or refinishing of 
rug and carpet cleaning machine, by the gj] kinds of floors. Counter-rotating brushes 
use of a simple snap-on attachment, shown . . : 

above. A perfect, extra rental feature provide fingertip control. Modern styling 
found in the Red Devil FP-33 attracts women, provides under-furniture 


RETAIL $19.95 Tox inci. clearance. Has more powerful motor (Under- or purchase customers. 1067 


Red Devil Toots UNION, N. J. U.S.A 


Floor Reconditioning Kit with steel wool 
pads and three grades of sandpaper discs 
also available for cash sales to either rental 


VAA 


ff 
fas 
i | 





DEALER SALES AIDS 


= For more information on these sales aids 
use the free post card at bottom of page 


Gift Packaged Tools 


Fayette R. Plumb, Inc., Philadel- 
phia, has announced that it will “lux- 
ury package” a complete family of 
the most popular selling hand tools 
in individual gift cartons for Christ- 
mas. 


Each gift-packaged Plumb tool 
comes in a white carton made of 
lusterboard, decorated with black and 
gold snowflakes. The too] inside the 
carton shows through an acetate win- 
dow. 

The box containing the new light- 
weight construction F-56 nail ham- 
mer (shown), with the non-breakable 
fiber-glass handle, is lined with black 


Handy Return Card 


@ Request More Information on 
Sales Aids 
New Products 


Catalogs & Bulletins 


NO POSTAGE NECESSARY 


Please be sure to fill in your Firm's 
Name and your position on the 

pon. This service cannot be extended 
to you unless this information is 


furnished. 


velour, The other tools which will be 
gift packaged are the Plumb Sport 
Axe, two styles of nail hammers and 
two styles of hatchets. For more in- 
formation— 

Circle No, El on coupon, pg. 80 


Window Operators Unit 


A new counter display package for 
its casement window operators is an- 
nounced by H. S, Getty & Co., Inc., 
Philadelphia, Pa. Each display pack- 
age contains three left hand and 
three right hand bronze lacquer fin- 
ish, No. 4715 angle-drive worm and 
gear operators. 

Compact, to give economy of dis- 
play space, the package is done in 
yellow and blue. The lid of the car- 
ton is die cut. When lifted up and 
pushed back, it presents an illustra- 
tion of the operator on a casement 
window. It also carries a message 
urging the buyer to “modernize your 
wood casement yourself.” Each op- 
erator is packed with complete do- 
it-yourself directions. For more in- 
formation— 

Circle No. E2 on coupon, pg. 80 


Anchor Installer Unit 


To help dealers sell Hi-Speed In- 
stallers for use with Molly screw 
anchors, the Molly Corp., Reading, 
Pa., packages the new too] one to a 
folding box which opens into a 
counter display. 

The metal-edge box is printed 
orange and black and is designed for 
easy set-up. Measuring approximate- 
ly six inches square, the display re- 








BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R., ATLANTA, GA 








SOUTHERN HARDWARE 
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Atlanta 8, Ga. 





quires little space. As a further sales 
aid, a supply of Hi-Speed Installer 
leaflets is packed in every box. For 
more information— 

Circle No. E3 on coupon below 


Reglazing Kit 


A kit containing six reglazing tools 
is announced by The Fletcher-Terry 
Co., Forestville, Conn. 


The combination includes an elec- 
tric putty softener, a glass cutter, a 
device for driving “diamond” points 
into the sash, a putty knife, a can of 
glazing compound and a tool for 
scraping off excess paint on the glass. 
A booklet which describes each step 
of the work from start to finish com- 
pletes the kit. For more information— 

Circle No. E4 on coupon below 


Tool Island 


The Green Thumb Tool Island for 
lawn and garden tools is offered by 
The Union Fork & Hoe Co., Columbus 
15, Ohio, The Tool Island stocks and 
sells four dozen long-handle and two 
dozen or more short-handle tools, in 
24% x 4 feet of space, It is heavy 
gauge steel, finished in garden green, 
and has ball bearing casters. 


The unit is being offered complete 
with a balanced stock of Green 
Thumb tools, with spring dating and 
delivery. If ordered before December 
15 to get the benefit of five percent 





Please send me these catalogs and bulletins: 


AlO Al3 Alé Al9 A22 A25 A28 A3i A34 


Al 
Al4 AI7 A20 A23 A26 A2? A32 


A2 AS ABs All 


A4 AT 


10/56 


early order discount, profit to the 
dealer is $58.66 on his first turn- 
over, the manufacturers state. For 
more information— 

Circle No. E5 on coupon below 


4-Side Tool Display 


The Challenger #675 “4-Side Sell- 
er” is an all-metal, rotating counter 
display for tools offered by Penens 
Tool Corp., Challenger Division, 
Schiller Park, Il. 


The merchandiser measures 17% 
inches square by 24 inches high. Each 
tool is identified and price-marked 
by “Slide-in” cards (furnished free 
with unit). Colors of yellow and red 
form a background for the tools. 

The “4-Side Seller” comes with 119 
Challenger tools. Illustrated literature 
and prices are available. For more 
information— 

Circle No. E6 on coupon below 


Archery Promotion Kit 


Ben Pearson, Inc., Pine Bluff, Ark., 
offers without charge a complete re- 
tail promotion kit for local store tie- 
ins with the company’s nation-wide 
“Let’s Go Bow Hunting” promotion. 
The kit includes a 30” x 42” display 
blow-up of a full-color ad used in 
magazine advertising; a giant-size 

(Continued on page 84) 


A3 Aé AP AI2 AI5 Al® A2t A24 A27 A30 A33 


Please send me more information on these sales aids: 


Ei 6&6 Et! E16 E21! E31 £36 E46 «(ESI 
E2 EF E12 EI7 E32 £37 E47 52 

Ee E13 E18 E33 E38 E48 £53 
E4 E9 E14 EI9 E34 E39 E49 E54 
ES E10 EIS E20 E35 &40 E50 E55 


Please send me more information on these new products: 
303 304 305 306 307 308 309 310 311 312 313 314 315 316 317 318 


E56 Ei 
E57 E62 
E58 E63 
E59 E64 
E60 E65 





Please send more information on advertisements (give Company Name): 








It pays you to push the brand that has 
top consumer acceptance... PYREX ware! 


YOUR WOMEN CUSTOMERS 
RECOGNIZE PYREX WARE AS THE 
OUTSTANDING LEADER IN ITS FIELD! 


@ Women don’t have to be sold on PYREX 
ware, because it’s the brand that’s practically 
a household word with families everywhere. 
That’s why it gives you double the average 
turnover, according to an independent house- 
wares survey. So keep a good display of 
PYREX ware out where your customers can 
see it—-and watch those sales increase! 


ONLY PYREX WARE GIVES YOU 
ALL THESE ADVANTAGES! 


. Top consumer acceptance. PYREX ware 
is the acknowledged leader in the field 
- Complete line. There’s a PYREX ware 
dish for every cooking need 
3. More mark-up. PYREX ware gives you 
greater than average margin of profit 
. Nearby distributor. You get almost im 
mediate delivery, which means faster turn 
over with a controlled inventory 
- Negligible mark-downs-—and no work 


room costs 





New PYREX Instant Coffee Maker 
creates new sales opportunities! 


@ This smart, new PYREX Instant Coffee Maker is being 
introduced with full-page, four color advertising in Ladies’ 
Home Journal, Living For Young Homemakers, and Good 
Housekeeping magazines for October and True Story 
for November. Your own customers will be 

11,700,000 people who'll be reached by this 

so order a good stock of this new coffee maker 


Magazine 

among the 
advertising 
and get your share of the business! 


MAIL THIS COUPON NOW! 


Corning Glass Works, 
Consumer Products Division, 
Corning, New York 

Please send me full information concerning the new PYREX 
Instant Coffee Maker 

Name 

Street Zone 


Town 











CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, CORNING, N. v- 


VISIT THE CORNING GLASS CENTER, CORNING, N. Y. “PYREX"” is a registered trademark in the U. S g Glass Works, Corning, N 
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Mr. Dealer: here are 


4 The Fastest Selling Line 


All-new 21” Professional Trimmer-Type 


Look at Reel Mower 
21” Self-Propelled Rotary 


this Line-up 18” Self-Propelled Rotary 
21” Deluxe Rotary 


of Brilliant Four 18” Staggered-Wheel Rotaries 
(Including a Low Priced Electric) 
New Models — 18” Leader Rotary 
20” Deluxe Reel Mower 
20” Deluxe Reel Mower with Weed-Topper 
Two 18” Deluxe Reel Mowers 
20” Leader Reel Mower 


The Sensational All-New 21” 
LAWNMASTER 


For the First Time, a Professional Trimmer-Type 
Mower Priced for the Average Home 


Here's the mower your customers have been 
waiting for—a mower thot will moke their 
lawns look like a golf course putting green 
and yet is priced for the average pocket 
book. It's loaded with exclusive features not 
to be found in any other mower on the 
market. Send coupon for full-color illustrated 
descriptive literature 


For more information use Handy Return Card, Page 80 SOUTHERN HARDWARE for OCTOBER, 1956 





=. The Longest Discounts 


and Biggest Array of Dealer Selling Aids 


Gives You Both! 


Longest Discounts in the Industry—up to 36%! 
(Including quantity and early-order discounts) 


Non-Recourse, Non-Reserve, Consumer Time 


Payment Plan—Another Moto-Mower First! 
16 Reel and 


50-50 Co-Op Advertising Plan (Unlimited) | Rotary Models 


Priced to sell 
as low as 


$7 495 





Factory-Paid Local Newspaper Ads 
Factory-Paid Local TV Spots 
Free Display and Selling Helps 


Prospect Coupons from National Ads 


e 
a 
we 
Te 
e 
e 
* 
. 


Nation-Wide Service Organization 


The 18” ADVERTISED 


RIVIERA : ' IN 
Hottest Self-Propelled Rotary a ( LIFE POST 
in the Industry! —s : 
Here's the self-propelled rotary the whole industry , : AMERICAN HOME 
was talking about in ‘56—and it will be even hotter , reltli am 17 \thilatl 
in ‘57! Includes the nationally advertised feotures aa 
? ; _ HOUSE & GARDEN 


everybody wants: Dial-a-Matic cutting-height od- 


jvstors; Moto-Mower's 2-way avtomotive-type syn- BETTER HOMES & GARDENS 


chromesh transmission; non-scalping, staggered-wheel SUNSET « PROGRESSIVE FARMER 
design; anti-bending crankshaft construction, and SUCCESSFUL FARMING * POPULAR 


. ion for full-col d ipti 
many mere. Send coupen fer full-color descriptive MECHANICS * LOCAL NEWSPAPERS AND TV 
literature and specifications. 


(SH) 
Moto-Mower Division, Detroit Harvester Co. 


See Your Distributor 625 “G" Street, Richmond, Indiana 


Please send me complete Preferred Dealer Plan and full-color descriptive 


or Send Coupon literature on the 1957 Moto-Mower line 
for Details of Moto-Mower’s [aS 
“PREFERRED DEALER PLAN” [ae 


Address 


City State 
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autographed photo of Howard Hill, 
noted archer; an 8” x 30” display 
banner; newspaper mats; radio and 
TV spots; newspaper publicity 
stories; window display suggestions: 
a contest plan; and an archery deal- 
ers’ sales manual. For more infor- 
iation— 
Circle No. E7 on coupon, pg. 80 


Marine Safety Products 


Style-Crafters, Inc., Greenville, S. 
C., amnounces a dealer Christmas 
promotion program for its line of 
marine safety products. Included 
will be colorful Christmas packaging 


for the products, point of purchase 
display, and dealer tie-in material 
The entire program will be pushed by 
national advertising 


The slip-over Christmas package 
will be used on the company’s entire 
line. In addition, a complete mer- 
chandise kit is avai.able at no extra 
cost through wholesaiers for convert- 
ing existing Aqua-Float brand prod- 
ucts to Christmas gift merchandise. 
Also featured in the program is a 
metal display rack with a convertible 
holiday sign. The rack occupies a 
minimum of floor space, furnishes 
ample display and provides color. For 
more information— 

Circle No, E8 on coupon, pg. 80 





PRINTED HELPS 
and other sales aids for 1956 





Melnor Industries, Inc., 300 DeWitt 
Ave., Brooklyn, N. Y., offers a co- 
operative advertising plan to eligible 
dealers whereby Melnor pays 50 per- 
cent of the actual space cost of the 
dealer. The cost, however, cannot ex- 
ceed $20 for each advertisement 
placed. The space cost is paid directly 
to the dealer. The limit is six adver- 
tisements per dealer in any one 
calendar year. The company also will 
provide mats for the ads. For more 
information— 

Circle No, E9 on coupon, pg. 80 


Wen Products, Inc., Chicago 31, Il., 
makes available to dealers colorful, 
30” x 10” window streamers or wall 
signs — two featuring Wen Model 
#250 or #199 “Quick-Hot” Electron- 
ic Soldering Guns; others Model 
#202, #303 or #404 Electric Sander- 
Polishers. Two-color folders, 3%” x 
6%”, which illustrate and describe 
the above-mentioned products, and a 
wide assortment of glossy photos, 
electros, mats, and prepared ads also 
are offered. For more information— 

Circle No. E10 on coupon, pg. 80 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is avail- 
able in any quantity upon request. A 
floor type shovel rack which provides 
a great degree of flexibility inasmuch 
as it can be moved from one part of 
the store to another and which dis- 
plays six or more shovels, spades and 
scoops is made available at a small 
extra cost. For more information— 

Circle No, Ell on coupon, pg. 80 


National Lock Co., Rockford, IIl., 
will supply single- and double-col- 
umn newspaper mats without charge 

(Continued on page 88) 





WALLRITE DEALER WINNERS 


S5OO : holiday trip or cash 


FINKE STORES, INC. - MR. S. SANDEFER — ELIZABETH, LA. 
WHITES MAYTAG CO. - MRS. H. WHITE —- GILBERT, W. VA. 
McAMIS HARDWARE CO. - MR. J. C. McAMIS —- CORINTH, MISS. 
c.L. WINGO & CO. - MR. C.L. WINGO —- LaCENTER, KY. 


We had so many fine entries we decided to give an extra $500 in Consolation 
Prizes. Here are the winners: 


CONSOLATION PRIZES OF $50 CASH 
T. A. Carnes Hardware Co., Winfield. Ala. 
Farmers Hdwe. & Furn. Co., Millen, Ga. 
Armore! Planting Co., Armorel, Ark. 
Fincher Hdwe. & Appl. Co., Inc., Greenwood, 


Miss. 


Vandevelde Hdwe. Co., Dyersburg, Tenn. 


CONSOLATION PRIZES OF $25 CASH 


Clark County Lbr. Co., Arkadelphia, Ark. 
Clinchfield Supply Co., Kingsport, Tenn. 
Perkins Sales & Service, Darling, Miss. 
Charles H. Owens & Sons, Hurtsboro, Ala. 


L. B. Jones & Son, Madison, Ark 


Bates Hardware Co., Van Buren, Ark. 
Bamberg Furniture Exch., Inc., Bamberg, S. C. 
Star Hdwe. & Furniture Co., Monroe, La. 


Baxter Hdwe. Co., Clio, Ala. 


Payne & Payne, Center, Tex. 


FLEMING and SONS, INCORPORATED 


For more information use Handy Return Card, Page 80 


P. O. Box 1291 


e Dallas, Texas 
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ANOTHER SHERMAN “FIRST”! 


A complete line of Wave Sprinklers all 
in one kit. Powerful selling display 
FREE! 


DISPLAY STOPS 
THE SHOPPER 


FACTS CLINCH “% 
a 


THE SALE < 


A QZ 


¥ 


49+68 


£ —y 7 ’ 
1 — 
vs fo SATISFY ‘(ey QUALITY KEEPS 
ly = ‘EM SOLD 


YA) 
LP 


.-next to rain Ge 


ty SIZE: Display 12'2" long x 112" wide x 18'2" high 


SHIPPING WGT-.: 26 Ibs. Shewnau v) New #159 


x 
CONTAINS: Lever Lock Spray Nozzle wa 
4 only Model J @$ 8.95 ea. with the exclusive RED BUTTON “\ 4 
2 only Model M @ $10.95 ea. Six Nozzles included in each 7-PAC, 

1 only Model 2S @ $13.95 ea. Volued of $9.80 cach retail, 

Total Retail i. See YOURS ABSOLUTELY FREE! 

Regular Dealer Cost . . $47.77 


SPECIAL 7-PAC PRICE $42.99 $28 66 
Plus Free Bonus Nozzles $9.00 


7-PAC DEALER PROFIT Grand Total Dealer Profit 


‘28.66 << *3/.66_ <” 


H. B. SHERMAN MANUFACTURING CO. Battle Creek. Michigan 
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LIGHTS 
CIGARETTES 


ALL NEW! 


| Ny 
fan 7 
ome warrmer 


TO BREAK ALL SALES RECORDS! 


@ The famous Jon-e Warmers (give heat without flame) now are super- 
easy to start. Simply fill with fluid, touch a match to the new wick at the side of 
the burner. Let it burn for about 30 seconds then blow out the flame. The Jon-e 
will be heating perfectly. This “personal radiator” lights cigarettes, too. No 
wonder everyone who enters your store is a potential Jon-e customer! 


MEW St . si ' i i 
Stand, size, self-starting Jon-e, | sou.k ACCESSORIES SELL! 


beautifully chrome-plated comes 
with NEW draw-string carrying bag. 
Heats for 24 hours on | filling of 
fluid. Lights cigarettes. Fair Trade 


NEW Giant size, self-starting Jon-e 
keeps you warm for 48 hours on 1 
filling of fluid. Also lights cigarettes 
and has NEW draw-string carrying 
bag. Fair Trade list 

NEW becutiful, 4-color package 
dresses the new Jon-e Warmers. 
Helps them sell on sight! 

NEW attractive display material 
designed for increased sales now 
packed with each 6 Warmers. 
CHECK JON-E FLUID STOCK 
There's an ever increasing de- 

mand for this faster starting, 

longer lasting fuel. ideal for 

cigorette lighters. 12 cans per 

carton. OK to ship by moil. 

8 oz. can, list 

16 oz. can, list “ 
GREATER ADVERTISING | 
planned to start in early fall includes 
ALL top sporting magazines, news- 
papers, radio and TV. Check your 
stock. Be ready for the demand. 


Not imported, fully guaranteed. Made by American labor for your protection and service. 
~ CALL YOUR JOBBER AND INCREASE YOUR FORDER NOW | 

For more information, catalog sheets, advertising mats, etc., write... Dept. SH-10 

ALADDIN LABORATORIES, INC. © 620 So. 8th St., Minneapolis, Minn. 


JON-E BODY BELT Securely holds 2 
Jon-e Warmers directly over the kidneys 
thus keeping the entire body warm. Ad- 
justable web belt with nickle-plated 
buckle. Scarlet red. Fair Trade list. $1.95 


JON-E MUFF hos o built-in zipper 
pocket to hold the heated Jon-e. Buckles 
Ground the waist or hangs around the neck 
Made of water repellent poplin, 100% 
wool-lined. Red or brown. ..... $3.50 
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(Limited time only) 


Look for this red envelope NOW 
packed with each 6-pac of New 
Self-Starting Jon-e Warmers. 


It contains on offer and return post 
card entitling you to one FREE, NEW 
STYLE, SELF-STARTING, GIANT SIZE 
JON-E WARMER, retail value, $4.95. 
Just mail us the postpaid card which 
will be enclosed with your order of 
New Jon-e Warmers. This card will 
assure us that during the Fall months 
you will agree to make a counter dis- 
play of Jon-e merchandise, and that 
you will use the attractive, 4-color, 
self-adhering acetate window post- 
er(s). We will send the posters you re- 
quest and your FREE JON-E on receipt 

of the card. 

This is our way of thanking you for 
your cooperation in helping to in- 
crease your sales on the profitable, 
fast selling Jon-e line. » 

NOTICE! This offer good only once 
per dealer. Offer expires Nov. 15, 
1956. Minimum order 6 Standard size 
Jon-e Warmers. 

CALL YOUR JOBBER and erder Jon-e Warmers, Jon-e Body Belts, Jen-< 
Muffs and Jon-e Fivid TODAY. Get FREE $4.95 GIANT JON-E WARMER 








For more information use Handy Return Card, Page 80 


RY LL 
in Tinware with 
nationally advertised 


MOULI LINE 


SELL THE GRATER 
Your Customers PREFER! 


World 


famous 


MOULI 
GRATER 


Watch your stock 
Order from your jobber 


today! $1.00 
\) Oe Oe 


MANUFACTURING CORPORATION 
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Bronson Spin-King 
with “Crank-O-Matic Clutch” 
No. 700 $19.95 


See how simply the 
“Crank-O-Matic Clutch” works! 




















Build sales with.. 


only BRONSON 
offers full-time line contro 


Clutch.” built into 





Bronson’s exclusive new “Crank-O-Mati now 
Spin-King, gives the fisherman maximum retri¢ 


every ve 
positive line control at all times. 

When the handle is turned forward, as on the retrieve, t 
clutch overrides the star drag setting, automatically incr 
positive 


drag, and permits practica 


leasing the handl 


instantly re 


drag setting 


| 
because the spool nevel 


slips iy 


st line wl 


King will not 


Star drag adjustment is ¢ 


like other reels. the Spin 
turns. 
veniently positioned beneath the handlk instant hing 


control. And smooth thumb-lever 
button line feathering 


Designed for both salt and fresh water { 
spinning rods 


nt line. Only $ 


fits both bait casting and 


irds of 6-lb. monofilam«e 


TO1SO 


FISHING REELS 


with 100 y 


BRONSON REEL COMPANY, BRONSON, MICH. « Division of Higbie Mfg. Co 





to customers featuring National Lock- 
sets, Cabinet Hardware, Furniture 
Trimmings, and Tutch Latch. En- 
velope enclosures describing the 
same products are also available. For 
Locksets, a counter sign is offered 
without charge. The Select-a-pak 
merchandising plan introduced as a 
sales aid features screws, stove bolts, 
and hardware products packed in 
small compact boxes which have 
clear acetate sliding covers. Counters 
and display boards which enable re- 
tailers to display a complete line of 
hardware in a small compact space 
for the Wood Screw and the Stove 
Bolt assortments are given free. For 
more information— 
Circle No. El2 on coupon, pg. 80 


Ocean City Manufacturing Co., “A” 
and Somerset Street, Philadelphia 34, 
Pa., is publishing a monthly news- 
letter for fishing tackle dealers. The 
publication is designed to give tackle 
dealers information so they can make 
more profit. For more information— 

Circle No. E13 on coupon, pg. 80 


Atlas Asbestos Co., North Wales, 
Pa., wick . manufacturers, furnish, 
through wholesalers, metal merchan- 
disers and cardboard counter diis- 
plays with the purchase of merchan- 
dise. Two displays are the metal 
merchandisers for Glaswik and 
Flamemaster which not only keep 


100-foot rolls of these wick brands 
clean, fresh, and easy to cut, but re- 
mind customers to order wick. With 
the 5%’ rolls of Glaswik, Flame- 
master and Beswik, a counter display 
is furnished with every dozen in- 
dividual boxes of a size — the in- 
dividual boxes being packed one 
dozen to a counter display. For more 
information— 
Circle No. E14 on coupon, pg. 80 


McKinney Manufacturing Co., 
Pittsburgh 33, Pa., manufacturers of 
forged iron hardware, makes avail- 
able to dealers special window dis- 
plays promoting the company’s line of 
products. Also offered are a number 
of colorful and informative envelope 
stuffers of interest to home-owners 
and prospective builders, and a 
booklet designed to help in the selec- 
tion of hardware for the home. Deal- 
ers may obtain also a wide range of 
advertising mats. Currently available 
is an assortment of carded hardware 
complete with display rack. For more 
information— 

Circle No. E15 on coupon, pg. 80 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display rolls, newspaper mats, count- 
er signs, decals, envelope stuffers, and 
counter costs for sales personne] 


Display boards offered include No. 26 
which is designed as a permanent dis- 
play. The 26 different pliers on this 
board are securely fastened in place 
and are lacquered to make an attrac- 
tive, long-lasting display. The board 
is %” plywood, measuring 24” x 30”. 
Display boards 57, 75-A and 87, of the 
same size, are dispensing boards con- 
taining selected assortments or the 
complete line of pliers which may be 
sold right from the boards. No charge 
is made for the boards when mer- 
chandise is purchased, boards re- 
maining company proverty. Small 
412” pliers available in 5 different 
patterns are merchandised on 3-color 
display board and are also available 
in a velvet lined fitted case. Adver- 
tised as Channellocks “Little Champ” 
pliers. A counter promotion kit has 
been designed to contain 9 of the 
Heavy Duty Slip Joint pliers—four 
6”; three 8”; and two, 10” patterns. 
Each plier is individually cartoned 
and all 9 pliers are packaged in a 
blue and white on silver foil carton 
For more information— 
Circle No, E16 on coupon, pg, 80 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven 5, Conn., 
makes available to dealers a two-col- 
or window streamer promoting its 
line of guns, advertising mats, enve- 
lope stuffers, a sales manual, a color- 

(Continued on page 92) 





VACATION 


Line of Coolers 


_i_ it looks different... 
it is different... _ 

and what a wonderful 
difference it is!! 


TRAVEL COOLER (above) 17"x9'/s"x11'/2" (Green or Brown) 


Ail HAROWARE 


Capmium 


DATS BAKED 


Your Nearby Source 


wo 
Leather hike Examel 
RESISTANT 


Boaderised COATING 


/ 
TOUGH ZINC COATED STEEL 


TWO POPULAR SIZES 


CAMP COOLER (below) 22'/e"x13%"x132" (Red) 
FEATURES 


YOU WANT! 


THICK euseER 
SEAL 


STRONG ®ECESSEO 
MANOLES 


RECESSED CRAIN 
YOu CANNOT LOSE 


REMOVABLE ALUMINUM 
PARTITION With 
RAISED BASE 


BIRMINGHAM STOVE & RANGE C0. Birminchom 2, Alabame 





For more information use Handy Return Card, Page 80 
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On, Dealer Letter 


Pome =6C FREE! Metal 
wall dispenser 

adds MORE vet ‘ 

sorts for Remington 
“Rocket” 22’s 





Protects stock...Spurs sales...Saves space 








Hang this NEW ammunition dispenser safely behind your 

counter on the wall—on a shelf partition—or on a store column. 
There, right at eye level, this bright red and green metal display 
reminds your customers to stock up on new Remington 
“Rocket” 22’s—hottest 22 shorts available! 20 packs of extra-fast 
“Rocket” 22’s slip into this attractive unit at the top. . . 
dispense easily at the bottom. “Rocket” 22’s sell fast . . . so keep 
this new merchandiser filled for quick turnover. Ask your 
wholesaler for the Remington #R-560 Upright Wall Dispenser 
with a colorful display card, plus a window streamer and complete 
instructions. 


Colorful display with 4 popular 
22 rifles—at no extra cost! 





Now you can order popular Remington 22 rifles that 
come shipped in a colorful floor display. Just slip off the 
protective cover, stand it up and watch it sell! 

The four fast-moving Remington 22's include two Model 
514 bolt-action single-shot rifles, one Model 512 bolt- 
action repeater and one Model 550 autoloader. 

You can spot the brightly colored display in heaviest 
store traffic—a unique locking device protects the guns. 
Ask your wholescaler for the Remington 22 rifle assortment 

nd display #420 that costs nothing extra 
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-EXCE 


the biggest package of 
power mower promotion 


> Gay .' 
ote] Sy. 
PROFIT 


Included right 
with your Dem- 
onstrator model 


FREE. 


beautiful hard selling 


POINT - OF -SALE KIT 
DEMONSTRATION 
PACKAGE! 


On-The-Handle Automatic 
SALES DEMONSTRATOR CARD 


On-The-Mower Mystic Tape 
FEATURE MARKERS 


Full Line Folders « Window 
Streamers ¢« Window Banrers 
See-thru Banners « Life Ad 
Wall Poster « Feature 

String Tags ¢ Hang- 

ing Display—Mobile 

* Radio Spots « TV 

Spots « Newspaper 

Ad Mats 


the Biggest Wationa/ 
Advertising Phograin 


to 
put 
more. 


A two page full color 
Spread at the helghiiof 
your selling season. 


PLUS more ads in— 

SATURDAY EVENING POST 

SUNSET e BETTER HOMES AND GARDENS 
FARM JOURNAL e PROGRESSIVE FARMER 


America’s Finest Line of REELS 


Fingertip clutch and vari-speed throttle 
“Floating handle” minimizes vibration 
Positive action trouble-free clutch 
Grey, iron wheels, bronze bearings 
Long-life rugged steel side plates 

All with Briggs & Stratton 

4-cycle engines 


MODEL 718-R 
18” width; 1.75 H.P. 


MODEL 721-R 
21” width; 1.75 H.P. 


MODEL 724-R 
24” width; 2.25 H.P. 


Lol Ul) am —j] (Cm ole)" f-) am palo) f—) i 





Bie. 
writen SZ | 


EXCELLO’S '57 retailer profit program brings you the latest facts on power 
mower market sales potential ...on what today’s power mower consumer 
is looking for. Excello is the line for both “first” power mower and “replace- 
ment’ customers. The line that means no return or service problems,stays 
sold because of its finer construction, trouble-free performance—The line 
that raises your power mower profit margins! 


Quality for Quality, Feature for Feature the most underpriced mower on the market! 


“JET-SPRAY CHUTE” TAKES LABOR OUT OF LAWN CARE ¢ STURDY NON-RUST 
CAST ALUMINUM HOUSING ¢ VACUUM ACTION “SAPPHIRE” STEEL BLADE 
ADJUSTABLE HANDLE RAISES FOR STORAGE ¢ SIMPLE SINGLE BOLT HEIGHT 
ADJUSTMENT ¢ FINGERTIP CLUTCH AND VARI-SPEED CONTROL © TRIMS WITHIN 
Ya INCH AT FRONT AND SIDE ¢ QUICK ACTION AUTOMATIC REWIND STARTER 
DUAL FRONT WHEEL DIAMOND CHAIN DRIVE ¢ NATION WIDE SERVICE 


Compare and you'll see why 


Excello is your best buy 


Engineered Features that save time, work. 
Built-in Quality for extra years of service. 
Extra Power for easy mowing on tough jobs. 


ooeeand ROTARIES 


MODEL FC-S7 
18” width; 1.75 H.P. 
MODEL 178-R 
18” width; 1.75 H.P. 
MODEL 271-R 
21” width; 2.25 H.P. 
MODEL 70CO-R 
21” width; 2.75 HP. 
Self Propelled 


NEW 24” ROTARY RIDING MODEL : iy Sales Exclusive 


MODEL 711—3' H.P. 4-cycle Clinton Engine. Fingertip FI . 4 
throttle. Forward ,reverse and neutral clutch. Automatic the RST gasoline engine 
clutch pedal release stop. Runs with blade disengaged. ae 


Crew ber for towing. Ovidetes every ether ridert rotary power mower in America 
Write today for more information and name of your nearest jobber. 


HEINEKE & COMPANY ~ since 1902 + Springhold i listed by UNDERWRITERS’ LABORATORIES, INC. 


voy eo)olo) aie i alii me) mv a 3 





ful counter card, gun rack, and Guide 
Book to Rifle Marksmanship. In ad- 
dition, the company offers dealers 
free electrotypes as well as radio 
and TV commercials. For more in- 
formation— 

Circle No. E17 on coupon, pg. 80 


Bolens Products Division, Port 
Washington, Wisconsin, currently of- 
fers for dealer promotional use ma- 
terial for a colorful window display, 
a mobile display showing company’s 
complete line of outdoor power equip- 
ment, a three - color identification 
banner with hangers illustrating the 
four lines of power equipment and 
explanatory literature on all prod- 
ucts. For more information— 

Circle No. E18 on coupon, pg. 80 


Jackson Manufacturing Co., Harris- 
burg, Pa., has available a 3-fold cir- 
cular in color, which can be used as 
counter circulars or mailing stuffers 


boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising and assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 
Circle No. E20 on coupon, pg. 80 


Zebco Co., 1131 East Easton St., 
Tulsa 1, Okla., offers to dealers a 
number of folders containing descrip- 
tive material on its reels, together 
with a Goodstix window display. 
Catalog sheets are available featuring 
the five models of reels manufactured 
by the company. For more informa- 
tion— 

Circle No, E21 on coupon, pg. 80 


on its complete lawn and garden 


equipment line. These stuffers are 
available upon request. For more in- 


formation— 


Kaiser 


Aluminum & Chemical 
Sales, Inc, Building Products Dept., 


919 N. Michigan Ave., Chicago 11, 


Circle No, E19 on coupon, pg. 80 Ill., has available a pocket-size calcu- 
lator to speed and simplify aluminum 


Plymouth Cordage Co., 


Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful point- 


roofing calculations. 
version Calculator” 
cardboard and operates like a slide 


The new “Con- 
is made of heavy 


of-sale displays, and several rope dis- rule. One side of the calculator lists 
pam- computations for corrugated and five 


pensers. 


Literature includes 
phlets on use of rope on farms, on 


V-crimp roofing 


in 26-inch 


widths and in lengths ranging from 
six to 12 feet. The other side contains 
similar data for 48-inch wide corru- 
gated sheet. For more information— 
Circle No. E22 on coupon, pg. 80 


Buch Manufacturing Co., Elizabeth- 
town, Pa., has available for dealers a 
display kit free*of charge. The kit 
contains a counter card, 9” x 18” 
printed in two colors; three gummed 
window and door stickers, featuring 
home barrows, spreaders and lawn 
carts: and a giant streamer, 12” x 28” 
printed in two colors. All merchan- 
dising material is printed in Bermuda 
Green and black which matches the 
color of the Buch line of lawn care 
equipment. For more information— 

Circle No. E23 on coupon, pg. 80 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz 
No. 00, $.90 per doz.; 2 doz. No. 0 
$1.20 per doz.; 2 doz. No. 1, $1.20 per 
doz.: 2 doz. No. 2, $1.20 per doz.; 1 
doz. No. 3, $1.50 per doz.—list price 
is $16.00. For more information— 

Circle No. E24 on coupon, pg. 80 


Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis., 
(Continued on page 95) 





The complete line 
with features 


Tackle and Spin boxes chalks 
up impressive sales records for 
dealers because UMCO con- 
tinues to give fishermen more 
of the exclusive Bonus-quality 
features they want in tackle box 
construction: Aluminum or 
Royalite cases with embossed 
leather grain finish... Lur-gard 
Tray liners . . . extra reel and 
spool clips . . . separate reel 
compartments .. . rugged alu- 
minum hardware and fittings 

- . guaranteed workmanship. 

UMCO for 1957 offers 24 
models for fresh or salt water 
fishing . . . for spinning or bait- 
casting— America’s most com- 
plete, fastest selling tackle box 
line. Plan now to order an as- 
sortment of UMCO models best 
suited to your customers needs. 


FACKLE AND 
SPIN BOXES 


MODEL P9 POCKET BOX—A completely 
new aluminum pocket tackle box with ex- 
elusive UMCO design features—2 sets of 
lure compartments— | 2 in all—for flys, spin 
lures, plugs, etc. Each set is independently 
covered and complete with lock. Case has 
special rounded, tapered ends allowing for 
easy insertion and removal from pocket. 
Retail— $2.49 


MODEL 204 TACKLE BOX—A new jumbo 
aluminum tackle box—designed especially 
for the angler with lots of gear. 3 cantilever 
trays with Lur-Gord tray liners and 29 large 
lure compartments. Deep, wide storage orea 
for tackle—large compartment for reels, ex- 
tra reel clip inside cover—Retail—$14.95 
MODEL 2048 TACKLE BOX—Like the new 
Model 204, except with Royalite case, and 
copper anodized aluminum exterior hard- 
ware. The ideo! tackle box for salt woter 
fishermen— Retail— $17.95 


your jobber, or write today for complete information. 


1717-4th Avenue So. 


UMCO ‘corporation anueareum moet 
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Each year the UMCO line of 








THE 


See Your Jobber or Write fo 


CHAS. O. LARSON 
STERLING * 


QUALITY LINE 
of 
BRIGHT WIRE 
GOODS 


Larson Bright Wire Goods 
are packaged in extra 
heavy tan kraft boxes. 
Yellow labels with half 
tone illustrations are used 
giving complete informa- 
tion, 


All Larson products are 
100% sorted and inspected. 


Larson’s Bright Wire 
Goods fit the need of 
every consumer. 


@ oF 
ILLINOIS 
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MULTIPLY your fastener profits with Southern's new, handsome 


~ HOME-SHOP SCREW DEPARTMENT 


Exclusive with Southern... 
Now available for Christmas - Gift season! 
—A\l year ‘round profit for you! 





TWO compact, 10-box fastener assortments by 
Southern, each in a handsome carry-home carton! 
Over 1400 bright plated pieces in each pack, 
Southern’s HOME-SHOP SCREW DEPARTMENTS 
No. 1 and No. 2 bring you an entirely new profit 
opportunity because your profits are MULTIPLIED 
to “folding-money” size. At the same time, get rid 
of time-consuming, expensive “nuisance sales” in 
dribbles of four, six, or eight screws. 


HOME-SHOP SCREW DEPARTMENTS are easy 
to sell, too! Saves the user innumerable trips and 
parking problems. Cuts his fastener costs up to 
50% of same screws bought in small quantities. 
And the HOME-SHOP SCREW DEPARTMENTS by 
Southern are priced with YOU in mind — pre- 
priced at $9.75 and $8.75 retail!! 


BE READY FOR THE DEMAND CREATED 
BY SOUTHERN’S NATIONAL ADVERTISING LIST OF “DEPARTMENT” ASSORTMENTS 
OF THE HOME-SHOP SCREW DEPART- salitadih name shidecaiais naiaen 


MENTS NO. 1 and NO. 2! ORDER NOW! wan ee. Be DEPT. NO. 2 
720 Wood Screws 1440 Slotted Steel 

432 Sheet Metal Serews Weed ‘Geneuet : 

: = : 200 Steve Bolt th Nut 

Write or phone your Southern Screw representative, ALL BRIGHT PLATED - ALL BRIGHT PLATED 


—or fill in and air mail handy coupon for RUSH 1552 PIECES WOOD SCREWS—Fiat Head 
WOOD SCREWS—Flat Head Sines 1%” Ne. 


‘ ae 
HANDLING! 1 Gross 1%” No. 4 == My 
1 Gross No. 5S wT ng 

1 Gross %” No. 6 yo } 
‘ 


Gross i” No. 8 L Gross 1%” No. 


aan es SB 2S Be Be SSS a Grom 816” Ne. S 
SHEET METAL SCREWS WOOD SCREW S—Reund Head 


—Pan Head 1 Gross %” Ne. 4 
l Gress 3%” Ne. 4 h Gress a4” Ne. 6 
1 Gross i” Ne. 6 1 Gress 1” Ne. 8 
1 Gress %” No. 8 aati dies 

STOVE BOLTS—Round Head CaSWS—Ovel Head 
100 1%” Ne. 3/16 1 Gross %” Ne. & 


100 1” No. 3/16 2 Gross 1” No. 8 


$9.75 $8.75 


RETAIL RETAIL 
" a 


Southern Screw Company 
Home-Shop Screw Dept.. Box 1360 -SH 


Statesville, North Carolina 


[) Please send me further information on HOME-SHOP 
SCREW DEPTS. 








-) Please have representative call, 





Name 


Retail 
Wholesale 





Company 
Address 


a . Zone 68 eee SCREW COMPANY 


Retailers: please give mame of your Wholesale Dis- STATESVILLE - NORTH CAROLINA 


tributor 





WAREHOUSES: NEW YORK « CHICAGO « DALLAS « LOS ANGELES 
Ds oe es SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 


wood screws e machine screws « A&B tapping screws « dowel screws « wood & type U drive screws « roll thread carriage bolts « stove bolts « hanger bolts 
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BOKER tools are as finely made as the famous BOKER 
TREE 4 BRAND Cutlery .. . from special analysis, 
chrome vanadium steel—every tool load-tested, diamond- 
tested for hardness, and accurately machined. Your cus- 
tomers will go for them! 


2275C ? 

12a" sizes 

Heavy duty Combination Pattern Snips will 
cut curves as well as straight lines, Other 
patterns and sizes also available. 


y 


meso? — 18° sine 
Patented Groove- 
Grip, 5 position 
adjustable Plier- 
Wrench — cannot 
slip. Forged ribs 
and grooves. 


at 


wees? 6° and )~ tiees 
A popular Long-Nose Plier with keen side 
cutters. For electrical, radio and telephone 
work. The all around home tool, 


& 


#5612—6 
fe" s 

Heavy duty side cutting Plier widely used 
by linesmen and electricians and for 
maintenance repair. 


zee 


Pe = 5179 *-~ « 
~~ ? size 

Diagonal cutting Plier used by 
telephone, radio and electrical 
workers, ‘‘Do-it-Yourselves” and 
for general maintenance repair. 





-6w — 4 
Ps 10 12” sizes A 
Chrome plated finish, s. 
cial alloy steel thin 
~~ Wrench, Exceptionally 

Of — 10” size a strong. 
Compound action Aviation Type 


metal Snips. Bl cuts left; B2 cuts 
right; 83 universal straight cut. 


The Saturday Eve 


4POST 


Recognized Value 


For more information use Handy Return Card, Page 80 











FOR 114 YEARS 


they’ve brought in the oil 


with NEW BEDFORD 
ROPE 


Sperm oil then, petroleum 
now ... but always with New 
Beprorp Rope. For dependa- 
bility, long life and plus-value 
features, there’s none better. 


SALES TESTED — best seller. 
PRE-MEASURED — easy handling. 
IN CARTONS — simplified selling. 

. and it can easily be identified and kept 
neat and clean in storage. 


Hardware retailers find NEW BEDFORD rope 
has the merchandising and quality that 
mean more sales. 


NEW BEDFORD 


CORDAGE COMPANY 
NEW BEDFORD, MASSACHUSETTS 


Serving the Maritime Industry Since 





1842 
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offers a number of dealer helps to 
cover its Mow-Master and Mowa- 
matic power mowers. Display ma- 
terial includes a Jumbo size Product 
Identification Tag to hang on the 
mower handle. A Window Display 
Banner, 2-color, 17” x 30”, features 
Mow-Master rotary mowers, and is 
designed for display window or wall 
use. Ad mats featuring Mow-Master 
rotary mowers and Mowamatic reel 
type power mowers and also Grind- 
A-Leaf pulverator attachment for 
Mow-Master rotary mowers, are 
available in one-, two- and three- 
column sizes. For more information— 
Circle No, E25 on coupon, pg. 80 


Adjustable Clamp Co., 437 N. Ash- 
land Ave., Chicago 22, Ill., offers free 
electros and mats to interested deal- 
ers for its “Jorgensen” and “Pony” 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, Handscrews, Press 
Screws, etc.). Also a wide variety of 
pages and stuffers for counter use, 
for “homecrafters,” school shop 
teachers, welders, woodworkers, etc., 
are available. For more information— 

Circle No. E26 on coupon, pg. 80 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a four-color folder stuffer, a 
window streamer and a dealer’s re- 
turn order post card for additional 
material. Four-color, self-adhering, 
clear acetate, 10” x 24” window post- 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 

Circle No, E27 on coupon, pg. 80 

a 


Moe Light Division of Thomas In- 
dustries, Inc., Fort Atkinson, Wis., has 
available for dealers a number of 
ceiling, wall and counter merchan- 
dising display deals, including a re- 


cessed box display unit. The lighting Picture of a man about to 


fixtures are displayed on peg board. 
On these deals all fixtures are in- >> 
dividually packaged and are shipped make five dollars , 
directly to the dealer, master packed 
and equipped with mounting and wir- “Well, four ninety-eight to beexact. He’s a hardware dealer 
ing kits, plus complete display unit showing a power drill owner the new Versamatic . . . the 
re Becgerme cr pon Bede: my =. only reversible attachment on the market. It’s almost 
on all fixtures and display units. Ad- 
ditional aids include free advertising much more 
mats, product shots of fixtures, a bolts, on or off. Reduces speed 7-to-1 for more efficient 
variety of full color catalogs, bro- drilling in masonry, metals, etc. Increases power 7 times 
chures, envelope stuffers, and promo- to make light tools do heavy work. Yes . . . Versamatic sells 


tional flyers. For more information— on , 
Circle No, E28 on coupon, pg. 80 ...80 stock up now. The brilliant display shown in the 
photo is free to lea ers. List price $14.95 


Nixdorff-Krein Manufacturing Co., @ Call your iobber 
916 Howard St., St. Louis 6, I., has ; ; val on 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
(Continued on page 96) 


magic the way Versamatic sells. It’s because it does so 
Drives screws, removes screws. Runs nuts, 
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floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Circle No. E29 on coupon, pg. 80 


W. L. Jackson Manufacturing Co., 
Inc., 1216-1226 E. 40th St., Chatta- 
nooga, Tenn., offers to dealers four 
envelope stuffers featuring gas and 
electric water heaters and electric 
floor furnaces. A fifth is soon to be 
added, featuring glass-lined water 
heaters. Advertising mats are also 
available. For more information— 

Circle No. E30 on coupon, pg. 80 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet. 
The leaflets can be supplied imprinted 
with the dealer’s name, address and 
telephone number for use as en- 
velope stuffers. For more informa- 
tion— 

Circle No. E31 on coupon, pg. 80 


Southern Screw Co., Statesville, N. 
C., offers without charge to dealers 
a Dealer Chart, giving complete in- 
formation on wood screws and stove 
bolts. The chart is of heavy card- 
board, punched for hanging and cov- 
ers information on wood screws as 
follows: list price per gross for slotted 
steel and brass; net price per gross 
figured on the basis of various dis- 


counts: how to determine size, length 
and head style; pilot and shank clear- 
ance hole recommendations chart; 
and shipping weights. Stove bolt in- 
formation included is as follows: list 
price per gross; net price per gross 
figured on the basis of various dis- 
counts: and shipping weights. For 
more information— 
Circle No, E32 on coupon, pg. 80 


Utica-Duxbak Corp., Utica 4, N. 
Y., has available for dealers a com- 
plete mat service covering the com- 
pany’s line of sportsmen’s clothing. 
Offered also is colorful corrugated 
display material for window back- 
grounds or for use on TV programs. 
Other sales aids include window 
streamers, counter cards, and litera- 
ture for mailing. For more informa- 
tion— 

Circle No. E33 on coupon, pg. 80 


The Weber Lifelike Fly Co., Stev- 
ens Point, Wis., offers a new three- 
tier revolving rack which is said to 
occupy less than one square foot of 
counter space and is 33% inches high. 
Over 200 standard Weber assortments 
of lures and other tackle items on 
wide or narrow panels will fit this 
unit. In addition to the three-tier 
unit, individual units are also avail- 
able. A free Revolving Rack is of- 
fered for spools of “Tynex” spinning 
line and a number of display boards, 


boxes and racks are available. For 
more information— 
Circle No, E34 on coupon, pg. 80 


Libbey - Owens - Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio, has 
available for dealers a catalog show- 
ing a complete range of sales aids. 
These include envelope stuffers and 
self-mailers, ad mats and radio 
commercials, product literature, win- 
dow streamers and counter cards. For 
more information— 

Circle No, E35 on coupon, pg. 80 


Revere Copper and Brass, Inc., Box 
111, Rome, N. Y., has a wide assort- 
ment of dealer sales aids available for 
use in promoting Revere Ware 
utensils. These include a large Revere 
Ware trade mark plaque, envelope 
stuffers, advertising mat service and 
cooperative newspaper advertising 
program. They also have a new elec- 
tric flasher display unit available at 
a modest cost. For more informa- 
tion— 

Circle No. E36 on coupon, pg. 80 


Chattanooga Royal Co., Chatta- 
nooga, Tenn., announces that it is 
backing its 1956 Royal Chef line of 
braziers and patio grills with an ag- 
gressive merchandising campaign. A 
new, larger outdoor cook book, which 

(Continued on page 98) 





For PLENTY OF WATER EVERYWHERE install a 


TWIN 


CHAMPION 


It has TWO Impellers 


TRADEMARK 





GIVES FULL CAPACITY 
AT 40 LBS. PRESSURE 


America’s No. 1 all-purpose water system. Has tremendous re- 
serve power due to twin-impeller construction. Loafs along while 
pumping full capacity at 40 Ibs. pressure. Convertible for deep 
or shallow wells. Goes down to 150 feet, Four volutes, instead of 
usual one, give maximum efficiency. Exclusive Quick-Connect 
flange saves up to $10 on each installation. Horizontal or ver- 
tical tanks up to 52-gallon size. Price comparable to that of most 
deluxe single-impeller pumps. Unusual profit possibilities. See 
your wholesaler or write for complete Rapidayton catalog. 


The Tait Manufacturing Co., Dept. 304, Dayton |, Ohio 
PUMPS @ WATER SYSTEMS @ CELLAR DRAINERS @ WATER SOFTENERS 
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More profit on 


HOUSEWARES 


_ with these 
») high-quality 
fast-selling 


BRUSHES 


Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 3314%, but 
a full 374%%—for you. 


colorful merchandise ... 
appealingly displayed 


Kellogg @ Brusshet 


famous name . . . famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, 
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IRE 
minum 
n Cloth, 
ames and 
ponent Parts 


ONWIRE 


ull Frame 
minum Screen 


<A 

_ 
ing 

to 


The Famous 


BURNS //VZ W/RE TENSION SCREENS 


One of the hottest products that ever left a dealer's 
shelf. Every Burns Screen is packaged individually 
— it's easy to display, easy to install, easy to store, 
and, above all, easy fo sell. 














249 Spring Street, S. | 
Atlanta, Georgia 
¢ WIRE PRODUCTS : 


- & & ff Ae. Phone 
. * AFFILIATED WITH DODGE WINDOW CORPORATION 
JAckson 5-4514 

















WY) 4721 
BRITE new wea 

, for the 

Hardware Dealer! 








1. Complete selection of 
BRITE Plated bolts and 
nuts in the 75 fastest- 
selling types and sizes. 


. All bolts BRITE Plated. 
. Nuts on. 


4. In BRITE new cartons con- 
taining small quantities 
(10 to 50 pieces), 


. These products are in 
stock hence there’s no 
penalty for plating small 
quantities. 


onal TF 


| 14” deep 
SIZE OF 23” wide 
TRAY: 9” high 


s s ‘ 
SIZE OF 24” deep 486 asso" 


24” wide 


STAND: 54” high NRHA APPROVED DISPLAY 


ASSORTMENT NO. 1245 S$ 


@ CARRIAGE BOLTS @ CAP SCREWS 
@® MACHINE BOLTS ® STOVE BOLTS 
4280 pieces in all 
Retail Value in, = 6. oe Weliges oe 
Dealer Cost with stand . . . . . . $134.64 
Profit (first turnover) . . . . . . . «$50.36 
Profit (each additional turnover) . . . .$84.31 














1971 West 85th Street - Cleveland 2, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM + CHICAGO 





is sold for 25 cents, will be supplied 
free as a giveaway for dealers in 
building store traffic. Radio and TV 
spots, a colorful consumer folder, 
newspaper mats, cuts of individual 
grills and point-of-purchase material 
will be available. All of these aids 
are being offered dealers free of 
charge or at cost. For more informa- 
tion— 
Circle No, E37 on coupon, pg. 80 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Circle No, E38 on coupon, pg. 80 


The Enterprise Manufacturing Co., 
Akron 9, Ohio, makers of Pflueger 
fishing tackle, has available for deal- 
ers a window display kit which con- 
sists of a central illustration plus dis- 
play cards on major items. Other sales 
aids include: Trade Catalog #92 is- 
sued February 1956, consumer cata- 
log #192 issued in March 1956; deal- 
er mats on most reels; proofs of line 
and half-tone cuts on most products; 
and a counter display rack for bait 
cards which measures 10 inches high 
by 10 inches in diameter. For more 
information— 

Circle No. E39 on coupon, pg. 80 


Lebanon Chemical Corp., Lebanon, 
Pa., offers a number of free merchan- 
dising aids for its line of fertilizers, 
weed killers, insecticides and fungi- 
cides. A metal store sign “Authorized 
Dealer” is 15” x 12”, silk screened in 
black and Day-Glo red or white 
baked enamel finish. Leaflets and 
stuffers are in two and three colors 
and offer wide variety. A 1-minute 
or 20-second radio announcement on 
any product plus newspaper mats and 
window streamers are also offered. A 
Dealer Aid Folder, 17” x 22”, fold- 
ing to approximately 8%” x 5%”, 
two colors, two sides, describes all 
merchandising aids for the dealer’s 
convenience and is available without 
cost. Lebanon also will pay 50 per- 
cent of newspaper and radio adver- 
tising expenses upon presentation of 
invoice and proof of insertion and 
use. For more information— 

Circle No, E40 on coupon, pg. 80 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 inches 
of space. A clear cover highlights the 
high speed drills which are held in 
supporting holes and serve as a drill 
gauge. The size and price are marked 
and quantities are varied according to 
demand. The cabinet has a storage 
rack for extra stocks. An information 
chart is also available. 

The Hanson Self-Seller Display 
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4800 Actionrod Spinning Rod, 66”, 7’—Has Actionrod’s built- 

in level-lock reel seat and handle combination. Two-piece 
tubular glass rod with black and white spiral-wound trim on 
natural glass cloth finish. Shaped specie cork grip. $25.00 


1967 ActionrodSpin Cast Rod, 6’—Popular priced, two-piece 
tubular glass spin-casting rod designed for the new type spin- 
ning reels used on offset-type casting handles. Light tip action 
for casting the lightest spinning lures. Cherry red glass cloth 
finish—screw type reel lock. Specie cork grip. $15.95 


1900 ActionrodSpinning Rod, 6’6”, 7’, 7’6"—A two-piece tubu- 
lar glass rod with adjustable reel seat in cherry red and gold. 
Brilliant cherry red glass cloth finish with yellow and black 
wrap, chrome-plated ferrule. Shaped specie cork grip with 
<< 


protector butt cap. $15.95 1900 Series 
—— 
1600 Actionrod Fiy Rod, 7’6”, 8’, 86”, 9.—One of Actionrod's sedi PI ‘ 


outstanding values for 1956. A two-piece tubular glass rod 
with striking gold and black wrappings on cherry red cloth 
finish. Chrome-plated ferrule, cherry red and gold anodized 
aluminum reel seat. Tip top. $15.95 


5200 Actionrod “Extendo" Still Fishing Pole—Available in 
five models in lengths of 10’, 12’, 16’, 20’ and 24’. All telescope 5200 Series 
to 55” (except 45” for 10’). All have tip top and rubber butt 

cap. From $8.95 to $21.95 


8600 Actionbow Working Recurve Semi-Center Shot Bow, 
5’—Clear glass, in right-hand or left-hand model. Custom 
hand-carved nock, molded handle, top grain cowhide grip. 
Premium Dacron string. Draw weights 25 Ibs. up. $34.50 


8200 Actionbow Straight Reflex Bow, 5’—Clear glass, in 
right-hand or left-hand model. Molded handle, split cow- 
hide grip. Dacron string. Draw weights 25 to 50 Ibs. $14.95 


8500 Actionbow Archery Set—includes Model 8000 (4’6”) 
Actionbow, string, four tubular glass arrows, red leather 














quiver, arm guard, shooting tab, 17” target face. 20-35 Ibs. 








Self display individual shipping carton. $16.95 


Actionglas Arrows—Tubular glass construction, new bal- 

ance, precision and beauty. All popular lengths up to 29”, 

: for bows up to 55 Ibs. Target, field —$23.50 doz., hunt- 

Actionglas ing—$27.00 doz. 
Arrows 





Cabinet for taps and dies contains 
initial assortment of taps, dies, screw 
extractors, die stocks and _ tap 
wrenches, including all popular sizes, 
and is graduated according to normal 
customer demands. The cabinet re- 
quires counter space 18 inches x 13 
inches and has space in the back for 
extra stock. For more information— 
Circle No, E41 on coupon, pg. 80 


The Shakespeare Co., Kalamazoo, 
Mich., has prepared a new 4-page 
unit of news mats for 1956 for the use 
of tackle dealers in their local news- 
papers. The service features a com- 
plete selection of condensed four- to 
five-inch one-column width ads 
which are miniature versions of the 
national ads. A part of the mat serv- 
ice is a folded broadside devoted to il- 
lustrating the prepared mats, empha- 
sizing dealer promotion and includes 
a selection of 30- and 60-second 
radio spots on various items of 
Shakespeare tackle. For more infor- 
mation— 

Circle No. E42 on coupon, pg. 80 


Camillus Cutlery Co., Camillus, N. 
Y., offers the following sales aids in 
connection with promotions of the 
Camillus and Camco pocket knife 
lines: In the Camillus line, a special 
display unit featuring 20 knives in a 
special promotion (SP-56) is available 
free of charge when ordering the unit. 


Also available free of charge are 
window streamers in three colors, 
pennants in three colors, free news- 
paper mats, catalog sheets and special 
promotion tips. 

For the Camco line, a new 1956 dis- 
play case 56-12U is offered at no ex- 
tra cost when ordering a half dozen 
each of the 12 top selling numbers. 
The case is a wooden cabinet with 
glass front for display of 12 knives. 
Storage space which can be locked is 
at the rear. Also available free of 
charge are window streamers and 
pennants on the Camco line. For more 
information— 

Circle No. E43 on coupon, pg. 80 


Geyer Manufacturing Co., Rock 
Falls, Ill., offers its dealers a selection 
of ad mats covering the most popular 
items in the Geyer Farm and Garden 
Tool line. An illustrated brochure for 
easy ordering is available on request. 
For more information— 

Circle No, E44 on coupon, pg. 80 


Lombard, 6 Main St., Ashland, 
Mass., in launching a chain saw sales 
promotion, is providing dealers with 
special promotional material featur- 
ing an “archeress” and the slogan 
“Lombard Hits the Bullseye.” The 
complete Lombard line of chain saws 
is displayed in specially printed 
broadsides. Bright banners have been 


designed to set off displays in either 
the dealer’s window or at a booth at 
a state, county or local fair. A new 
Dealer Newsmat series and envelope 
stuffers for dealer use are also avi ‘l- 
able. For more information— 

Circle No. E45 on coupon, pg. 80 


Crescent Tool Co., Jamestown, N 
Y., has available for dealers severa! 
floor and counter display stands. 
There are two counter display stands, 
one of which will accommodate any 
four and the other any six of the 16 
different 12” x 24” tool panels now 
available. One of the floor stands will 
accommodate six and the other 12 
of the same panels. A similar floor 
stand is available which will handle 
any six of nine 24” x 24” display 
panels. Both the counter and floor 
displays revolve freely on ball bear- 
ings to make it convenient for shop- 
pers to rotate the displays. It is also 
possible to mount any of these dis- 
plays on the wall or to stand them on 
special easels which will accommo- 
date either single panels or two of 
them back to back. The boards also 
may be hung on peg boards. For more 
information— 

Circle No. E46 on coupon, pg. 80 


Reo Division, Motor Wheel Corp., 
Lansing 3, Mich., supplies its dealers 
with 4-color envelope stuffers, wall 
posters and ad mats at factory cost. 














DOOR HARDWARE 


ONE-BORE 
PUSH-PULL LATCH 


Gvoranteed quality. Fost appli- 
cation. Easy latching spring strike. 


4 ldeu Storm and Screen 


DOOR CLOSERS 





NO. 80 DOOR CLOSER AND CHAIN PROTECTOR 


with chain hold up spring. Self lubricated ond guaranteed for 10 yeors. 


wu’ ADJUSTABLE 


DOOR SPRING 


Quick, simple, positive adjustment. Just turn end in 


or ovt. 
IDEAL HINGES 


Plated or Stainless Steel or 
Solid Brass. Available with 
Bronze Oilite Bearings. 

write for description, 


price ond delivery on these 
and other hardware items. 


seporate base. 





For more information use Handy Return Card, Page 80 


ome 
and brand New 
FLEX-IT DOOR STOP 


Prevents injury or damage — will not mor door. 
Rubber tipped spring-stee!l stop screws into 


+ IDEAL BRASS WORKS, INC. 


250 EAST Sth STREET « ST. PAUL 1, MINN, 


sells 
better 


because it $ 
made better! 

















en 


CAULKING COMPOUND 


CALBAR is the nation’s leading caulk... 
because it’s made from costlier materials, skil- 
fully blended to give top-notch performance 
every time. When you sell them CALBAR... 
you sell them for life! Available in full range 
of colors, cartridges or bulk. 


CALBAR PAINT & VARNISH CO. 


2612-26 N. Martha Street, Philadelphia 25, Pa. 


Over 35 years as the Notion’s leading Caulk line 
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Here’s the greatest advance in 
power mower design in years... 


wy w-MASTER 


STARTING! 


Prest-O-Matic starting puts you way out in front of com- 
petition. A Mow-Master exclusive, Presto-O-Matic brings 
you the first really different sales advantage in years, yet 
you can actually sell for less than many hand-started 
mowers! 


aes tip Start, stop, choke and idle controls are right on 

the handle, and a simple step on the Prest-O-Matic 
foot pedal provides touch-‘n’-go starting. There's 
no rope to pull by hand no stooping, no bend- 
ing, no straining all the hard work of starting 
is gone. Imagine the convenience and safety ap- 
peal to families where women, teen-agers and older 
folks mow the lawn! 


oe ™ 


And that’s not all — Mow-Master offers you much, much 
more .. . a quick-turnover line of seven rotaries and two 
reels from 18 to 21-in. cutting widths . . . heavy national 
advertising . . . powerful local promotions and complete 
point-of-sale and direct mail material . . . and most im- 
portant of all popular prices to sell the mass market at 
a full markup for you. 


The smart dealers are switching to Mow-Master 
.. . America’s fastest selling power mower 
.. act now, get details today! 


TOV) JZ CARIN SAWS 
ine 


ai 








OPPORTUNITY! Write today for complete PROPULSION ENGINE CORPORATION 
details on profitable line of Fleetwood chain 307 Marion Avenue, South Milwaukee, Wisconsin 
saws ... another quality-built product of Pro- Subsidiary of Food Machinery and Chemical Corporation 
pulsion Engine Corporation. 
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Christen Wrapped, 


FOR EXTRA SALES! 


XHW223, Banner 50 foot White 
Clad “steel tape. Individually 
banded and boxed with colorful 
counter card. 


eg 


TIE IN WITH NATIONAL 
ADVERTISING TO OVER 
40 MILLION HOMES 


A 2-column, 4-inch news- 
paper mat is included in 
each Christmas carton of 
tape rules. 





. ‘oe -*# 
A WELCOME . 
——_ 


‘KIN 
10° SUPER WHITE CLAD ~ E] 
MeTuRAL y ' ; 


ya 


FOR EVERY MAN 
50 FT. GANNER 
¥ ERIN wnat CAD 


STEEL TAPE 


4 Ps ope 


— oe 








THE LUFKIN RC 
133-138 Lafcayette 


For more information use Handy Return Card, Page 80 


COMPANY ©@¢ Sagig 
New York City 


XW9210, Mezurall and XW9310, 
Super Mezurall, 10 foot White Clad 
tape rules, individually gift banded 
for Christmas. Extra bands avail- 
able for your present stock, Order 
now, specifying stock number and 


quantity. 


TAPE RULES 
TAPES 


Christmas-packaged tape 
rules and tapes make ideal 
gift suggestions. Display 
them on your housewores, 
gift or wrapping counters as 
well as in the tool depart- 
ment. They're truly attractive 
attention-getters that spark 
sales. 


Cnidev 


For Extra Profits Spécify 
Christmas Wrap Awhen 
Ordering . . . 


NO INCREASE PRICE! 


, Michigan 


Barrie, Ontario 








Indoor sales and service signs, de- 
signed to stamp the store’s name and 
its Reo dealership upon the mind of 
the public may be obtained for $9.90 
each, For more information— 

Circle No, E47 on coupon, pg. 80 


Langley Corp., 310 Euclid Ave., San 
Diego 14, Calif., offers its dealers 
seven newspaper ad mats of Langley 
spinning reels and Fisherman’s De- 
Liars. Mat proofs are reproduced in a 
4-page folder and are available at no 
charge in 1- and 2-column widths, 
ranging from five to 10 inches deep. 
For more information— 

Circle No, E48 on coupon, pg. 80 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. D-13 contains 
free metal wall display and 13 bit as- 
sortment of Irwin 62T Bits, one of 
each side 4/16” through 16/16”. No. 
8830 contains free metal counter or 
wall display and assortment of 30 
Irwin Speedbor “88” Wood Bits for 
electric drills. No. 430 contains free 
metal wall display and assortment of 
30 amber plastic handle screw drivers 
in most popular sizes. All displays are 
colorful and fit in a minimum of 
space. A booklet on the selection, use 
and care of bits, and a variety of 
envelope stuffers are also available. 
For more information— 

Circle No. E49 on coupon, pg. 80 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, IIl., offers its deal- 
ers two scale promoter display 
stands. Display #D-103 is a wooden 
stand free to any dealer who has 
Hanson scales, will hold seven sets, 
and is 18” wide by 14” deep. A new 
bath scale sampler of six scales, No. 
3580, includes without charge a 
merchandiser which can be used on 
the counter, floor or in windows. It 
is finished with soft rose background 
and jade green trim. For more infor- 
mation— 

Circle No, E50 on coupon, pg. 80 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie- 
in merchandise. All merchandisers 
are in bright colors and polyethylene 
bags are used to package many of the 
products. For more information— 

Circle No. E51 on coupon, pg. 80 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers an as- 
sortment of window display ma- 
terials including ship cutouts, sam- 
ples of manila and sisal fibres, fold- 


SOUTHERN HARDWARE for OCTOBER, 1956 





ers and pamphlets, and a red and 
blue dealer sign. Colorful sales pro- 
motional booklets are available on 
various company products. Currently 
offered also are two dispenser racks 
sold through wholesalers. The Colum- 
bian Rope Merchandiser requires 
only 22” by 12” of floor space and 
holds seven sizes of rope which can 
be cut to desired lengths. Another 
dispenser, the Colpack Rope Rack, 
holds four cartons of rope. Addition- 
ally, the company offers various 
counter display cartons and carded 
products, individually packaged such 
as starter ropes, jute, twine, mason’s 
line and Christmas twine. For more 
information— 
Circle No, E52 on coupon, pg. 80 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter 
displays, and special store displays in 
numerous sizes, colors, and ma- 
terials. These include a 6-tier wire 
rack display for asbestos siding, rigid 
model boards, etc.; a two-piece metal 
entrance doorway sign; metal, flat 
wall sign; metal truck sign; a Day- 
Glo banner; and a color selector 
chart. Also included are a number 
of colorful counter displays on vari- 
ous products. For more information— 

Circle No, E53 on coupon, pg. 80 


The Moto-Mower Co. of Richmond, 
Ind., offers to its dealers a new sales 
promotion book entitled “I’m Your 
Moto-Mower Sales and Advertising 
Guide.” Through cartoon treatment 
this includes tips and suggestions on 
salesmanship, conducting demonstra- 
tions, and setting up window displays. 
It also describes the newspaper mats, 
TV film and radio commercials which 
are available without charge to the 
dealer. Additional dealer aids include 
colorful consumer folders, window 
streamers, catalog sheets, a national 
coupon inquiry service and a yellow 
page telephone directory trade mark 
heading. A tabloid newspaper for 
store and mail distribution “Lawn 
Secrets” is available at $10 per 
thousand. Lawn care portfolios which 
include one tabloid, one set of catalog 
sheets, one consumer folder, one re- 
tail price list in a string-tied carton 
are offered at $10 per hundred. For 
more information— 

Circle No. E54 on coupon, pg. 80 


Shopmaster, Inc., 1214 So. Third 
St., Minneapolis 15, Minn., offers its 
dealers the DK-55 Merchandiser 
which the company describes as a 
complete power tool department set 
up in a 3’ x 5’ floor area. Six of the 
fastest moving tools and 17 basic ac- 
cessories for each tool are included. 
All tools are properly merchandised 
and displayed on a floor model steel 
stand with a peg board back for the 
display of accessories. The unit is 
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Chuistmas Packaged 


FOR EXTRA SALES! 














XW9210, 10 foot Mezurall White 
Clad tape rule. Six in display cor- 
ton. Your cost $6.00 per carton. 


The W9210—10 foot White 
Clad Mezurall, the W9310 
— 10 foot White Clad Super 
Mezurall, and the HW223— 
50 foot White Clad Banner 
steel tape are all furnished 
— for a limited time — with 
an attractive gift band, and 
are packed in Christmas dis- 
play cartons. 
These display cartons 
adiate the Christmas spirit 
a cheery message. Litho- 
ed in three colors, red, 


XW9310, 10 foot Super Mezuroll 
White Clod tape rule. Four in 
display corton. Your cost $6.40 per 


carton, 


TAPE RULES 


Clad steel tape. One in di 
carton. Your cost $3.33 eac 


For Extra Profits 
Christmas Wra 


nw, Michigan 


Barrie, Ontario 


For more information use Handy Return Card, Page 80 





finished in chartreuse and red and 
has an SM insignia fastened to the 
‘on of the display. Although designed 
primarily for power tools, its stand- 
ard step up design allows merchan- 
dising of other items during off sea- 
son months. For more information— 
Circle No. E55 on coupon, pg. 80 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on 18” 
and 20” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available. In 
its advertising program, a two-column 
six-inch mat will be run free in any 
dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Demonstrators 
and Scotsman models). In metropoli- 
tan areas the dealers will be listed, 
free, on a big dealer listing ad. Un- 
der the co-op ad plan, after the first 
ad is run free, the company will then 
cooperate on a 50-50 basis with deal- 
ers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tion— 

Circle No. E56 on coupon, pg. 80 


True Temper Corp., 1623 Euclid 
Ave., Cleveland 15, Ohio, has devel- 
oped for its “Tool-Up-Time” program 
kits to aid dealers in their garden 
tool promotion. Various four-color 
store posters and banners, newspa- 
per ad mats, catalogs, and radio and 
TV scripts are offered without 
charge to the dealer. A dealer mailing 
folder also is available. For more in- 
formation— 

Circle No. E57 on coupon, pg. 80 


Cleveland Mills Co., Lawndale, N. 
C., offers a printed corrugated floor 
display rack for merchandising the 
complete line of Mike Twine and 
cordage. Approximately 4’ high, this 
stand has five shelves with dividers, 
making 10 display compartments. 
White on the outside with blue bins, 
the stand is printed in red and blue. 
For more information— 

Circle No. E58 on coupon, pg. 80 


The Edwin H. Fitler Co., Phila- 
delphia 24, Pa., offers several sales 
aids for dealer use in merchandising 
Fitler products. (1) A cardboard 
counter display containing 100 ft. con- 
nected coils of manila or sisal rope 
in sizes %4”, 5/16”, 36”, and %”. (2 A 
lightweight wire rope rack for Fitler 
Octagonal Boxed Rope that requires 
only 20” x 30” of floor space to dis- 
play and dispense four sizes of rope. 
A small charge is made for this rope 
rack when ordered with 140 Ibs. or 


more of rope. (3) A rope merchandiser 
that handles seven sizes of rope— 
displays, measures and cuts rope to 
desired length. A small charge is 
made for this merchandiser, shipped 
freight prepaid. (4) An attractive box 
containing Fitler Polyethylene Water 
Ski Tow Rope or Fitler Manila Water 
Ski Tow Rope. There are six boxes 
to a master shipping carton. 

To all dealers handling Fitler 
Brand Manila Rope, Fitler will 
furnish a blue and yellow laminated 
metal sign for counter or wall use 
For more information— 

Circle No, E59 on coupon, pg. 80 


Keuffel & Esser Co., Adams and 
Third Sts., Hoboken, N. J., offers a 
counter display containing the HF 
Assortment of Wyteface steel tapes. 
The display is compact and colorful 
and measures 17 inches wide by 74% 
inches high. The assortment consists 
of eight tape rules in various lengths 
and one 50-foot tape. For more in- 
formation— 

Circle No. E60 on coupon, pg. 80 


American Biltrite Rubber Co., 22 
Willow St., Chelsea 50, Mass., pro- 
vides dealers with a group of ad- 
vertising mats for Biltrite Garden 
Hose and Sprinklers. The Biltrite 10- 
star Hose is packed with a special 
corrugated display carrier. Also avail- 

(Continued on page 107) 





THE KEY TO 
GREATER PROFITS 


ee” GEYER 


~ 


The Line With Greater 
CUSTOMER ACCEPTANCE 
The complete line of Geyer Farm 
and Garden Tools signals quality 
and efficiency to your customers. 
That means fast, easy saleability 
and greater profits for you. The 
new improved display stand will 
sell itself out time after time. If 
you aren't cashing in on the 
Geyer line now, you should in- 
vestigate its possibilities. 


Write today tor compiere 


catalog of tools and details of mer- 
chandising and advertising aids. 


GEYE 


ROCK FALLS 


For more information use Handy Return Card, Page 80 


Hand 


MANUFACTURING CO 


ILLINOIS 











aroling 


TOP QUALITY 


Cork Fishing Floats 
All Fresh Water Fishing 


Precision made from select cork 


* 


Ask your Sporting Goods Jobber for this fast 
selling line of floats 
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1. Your own direct mail program— 
PERSONALIZED! Series of mailers show vou 
and your store on the cover! Each will go to 
your selected customers, will include a timely 
newsletter of special interest to farmers. We 
pay postage, handle all printing and mailing. 


Provressivé farmer 
*T varm Journal 
en 


2. National and local advertising! 
Appearing in big consumer and farm maga 
zines like Farm Journal, The Progressive 
Farmer, Successful Farming. Plus—ads in 
local newspapers, local radio commercials. 





























3. Farm Building Plans! Eleven plans show 
your customers how easy it is to build with 
Kaiser Aluminum Roofing. Most feature low 
cost, pole type mstruction ach consists of 
a complete set of working plans 


me 
. a ™ m 4. FREE Display Rack — Display your farm 
) di > s im thi tur wire-fra < 
Put this Kaiser Aluminum Roofing promotion __ »3!2%52% '2.2.e0rty, wire frame rece 
Stiff divider cards keep your plans in order 
permit faster customer selection. Also free 


to work for you! SS anagioe at ol on eal wae Gas 


Tonay, farmers all over the country are “raising the roof” with 
Kaiser Aluminum Roofing—resulting in hefty profits for dealers. To get more information on how you can 
One big reason, of course, is the fact that Kaiser Aluminum mato Rateer Muntaum Gasting tie mest 
. . profitable building material you ever 
Farm Roofing is better roofing—light, strong, easy-to-handle, rot- hondied— MAIL THIS COUPON TO- 
proof and forever rust-free, never needing paint. That’s why it’s DAY! 
easy ta sell! 
— : = , a KAISER ALUMINUM & CHEMICAL SALES, INC 
And to make it even easier, we're backing up dealers with one CONSUMER SERVICE DIVISION, ROOM 71081 
of the hardest-hitting advertising and promotion programs ever 1924 BROADWAY, OAKLAND 12, CALIFORNIA 
put behind a building product. Take a look —and tie in! 


Please send information on Kaiser Aluminur Roofing and 
Siding, and include details on the adve rtising progran 


Kaiser Aluminum | = 


the quality roofing for better farm buildings 
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The Top Quality Steel in a 
CAMILLUS Pocket Knife can — 


7 TL4e%4) * . : 4 : . 
Meee aire ie Meats 
* \ > : , ; ‘Core 


— without damage 
to the blade! 


It's not recommended practice, 
but in capable hands a Camillus 
pocket knife like the “Whittler” 
(style 2472 above) can shave the 
threads from a 2-inch carriage 
bolt — without damaging its high- 
carbon, custom-made steel blade. 


Such demonstrable quality features of famous 
Camillus knives have been cutting a choice share of 
the pocket knife business for dealers since 1876. This 
quality product is backed by an aggressive program 
of advertising and free dealer sales aids (displays, 
banners, streamers, newspaper mats, folders and 
catalogs) that really makes Camillus sell... and sell 
at a full 40% profit for you! 


FREE—Attractive Display 
Case = 56-24 


Nationally Advertised in 
*Farm Journal ¢Field & Stream 
*Popular Mechanics 
For information 


write Dept. $.H. 10-52 


AMILLUS 


CUTLERY COMPANY 
Camillus, N. Y, 


America’s ‘Mos! Wanted” Knife—A Product 
of Fine American Craftsmanship Since 1876 


For more information use Handy Return Card, Page 80 





We never had it so good 
as kids today... with 
these D&M sports sets! 


Lg 


When this dealer was a boy 
shopping the hardware stores for 
Draper-Maynard Sports 
Equipment, how his eyes would 
have popped at the sight of sets 
like these. What a break for 
today’s kids—high quality, 
professional calibre D&M 
equipment packed in 
combination! And what a 
break for dealers—higher units 
of sale, wider range of prices, 
handsomer profits! 

D&M Sports Sets will be 
at the top of many Christmas lists 
—you can count on that. 
So, you can count on bigger 
pre-Christmas profits if you’re 
stocked and ready! Ask your 
wholesaler or write direct for 
D&M catalogs and prompt service! 


Se 
Krak 


E 
Draper - Maynard 
Sports Equipment 
Cincinnati 32, Ohio 
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able is a special three-piece display, 
specially easeled to stand alone or 
mount on a three-section pole which 
is also supplied, to serve on counters, 
in windows or mass display within 
the store. For more infofmation— 
Circle No. E61 on coupon, pg. 80 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plas- 
tic construction at no extra cost for 
the TD-48 Hold-E-Zee screwdriver as- 
sortment. This Tenite display holds a 
stock of 48—17 types and sizes—one 
to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information— 

Circle No, E62 on coupon, pg. 80 


Scott-Atwater Manufacturing Co., 
Inc., 2901 East Hennepin Ave., Minne- 
apolis 13, Minn., in its “Advertising 
and Promotion Handbook for 1956” 
covers all of the sales promotion ma- 
terial available to Scott-Atwater 
dealers in 1956. This material includes 
free mats and ad builders; giant win- 
dow streamers which feature the 
1956 line; handout stuffers; line fold- 
er; color postcards; dealer decal; im- 
printed match books; service uni- 
forms; and copy for radio com- 
mercials. An indoor sign, in three 
colors, plastic, 50” x 14”, and illumi- 
nated by two fluorescent tubes, and 
an outdoor sign 72” x 36” illuminated 
by four fluorescent tubes are among 
the signs available. For more infor- 
mation— 

Circle No. E63 on coupon, pg. 80 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
self trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
sets, which may be obtained in mod- 
erate quantities without charge upon 
request. Counter models for three 
styles of Saw Horse Brackets and one 
style of Folding Leg Brackets are 
available without charge under cer- 
tain conditions through wholesalers. 
For more information— 

Circle No. E64 on coupon, pg. 80 


The Patterson-Sargent Co., 1325 E. 
28th St., Cleveland 14, Ohio, publishes 
a complete catalog of suggested deal- 
er sales aids. These include radio 
commercials, window and outdoor 
signs, transfers for windows, fixture 
plans, suggestions for direct mail, 
give-aways, and window displays, 
and suggested copy for newspaper 
ads. For more information— 

Circle No. E65 on coupon, pg, 80 





For information on 
CATALOGS & BULLETINS 
see page 60 
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COMPACT “SILENT © 


SALESMAN” 


FREE with every 
dozen. Sturdy Shipping 
Carton is a 3-color Dis 
play that attracts traf 
fic and sales from three 
sides ... yet occupies 
floor area only 9”x18”". 
Easy to set up. 


Hu Ye 


ap: 


« 
= 


Men 


SALES 
... SOAK UP 


PROFITS! 


WITH THE SELF-SELLER 
THAT MADE HARDWARE 
WEEK HISTORY! 


DUPONT SPONGE YARN 


Highly absorbent. Holds 
more water. Cleans 
floors faster. Applies 
liquid waxes. Resists 
souring. Won't lint or 
tangle. Stays fresh and 
clean after rinsing. Dries 
floors faster. Longer- 
lasting than natural yarn. 


NATIONALLY 
ADVERTISED 


Ox nel aauen ty wee 


ferore oe Sete 


For more information use Handy Return Card, Page 80 














INU 


Corner Clamp 


An improved model of the Norton 
Corner Clamp is announced by 
tocco Products, Inc., 2916- 4th Ave. 
So., Minneapolis, Minn. The clamp 
is built of cast construction. The 
single locking side jaws take up any 


* » Coons 


variation of error that may be made 
in construction, the manufacturers 
state. The clamp will take up to three 
inch stock. 

Packaged in a colorful display car- 
ton, the Norton Corner Clamp retails 
for $2.95 against the original price 
of $3.95. For more information— 

Circle No, 303 on coupon, pg. 80 


Push-Pull Tapper 


The Push-Pull Tapper is introduced 
by the Supreme Products Corp., 2222 
S. Calumet Ave., Chicago 16, IIl., as 
an instant-reversing speed reduction 
unit made expressly for tapping. 

The tapper attaches to any portable 
drill. The speed reduction of 7:1 in 
the driving direction gives the oper- 
ator more than adequate power to 
tap in all materials, the manufactur- 
ers state. Instant-reversing means 
that the direction of the tap can be 
reversed without stopping the drill 
motor. 


108 





The housing of the unit is held in 
the fingertips, and any unusual strain 
is felt instantly, the manufacturers 
point out. The tap stops when the 
fingers are released, and runs in re- 
verse when the rear housing of the 
tool is held. This “feel” is said to ac- 
count for the virtual elimination of 
tap breakage. 

The Push-Pull Tapper handles all 
taps up to 5/16-inch, and the five 
necessary collets are included with 
the unit. For more information— 

Circle No. 304 on coupon, pg. 80 


Casting Line 


A black casting line is introduced 
by Cortland Line Co., Inc., Cortland, 
N. Y., as the Heart-O-Gold. Based 
on a new principle of waterproofing, 
the line is said to re-waterproof itself 
constantly so that it never loses its 


For more information on these new products 
use the return free post card on page 80 


vitality. The line is shown in a setting 
of white, black and gold, For more 
information— 

Circle No. 305 on coupon, pg. 80 


Christmas Specials 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, is offering four specially- 
priced and specially gift-packaged 
Christmas specials on wood-boring 
tools. 

The 886M(x) Speedbor “88” gift set 
(shown) is a 6-bit set which comes in 
a red plastic case with transparent 
lid and includes %%, 4%, 5%, 3%4, %, and 
l-inch sizes. The gift box is in color 
and has a cut-out lid. Dealer cost is 
$2.94 each and the set retails at $4.50 
to give a 53% markup on every sale. 

The other three Christmas specials 
also consist of catalog-listed tools in 


gift packages and each is priced to 
give dealers a 53% mark-up. 

The Irwin BBM(x) Borchest set of 
six wood auger bits comes in a hard- 
wood box with brass hinges and 
fastener. Retail price is $8.60 and the 
set includes the %4” to i” sizes. Also 
featured is the No. 2(x) Lockhead Bit 
with its 7%” to 3” boring range of 35 
standard holes. This is priced to deal- 
ers to retail at $3.16. A 400-M2 set of 
four Irwin screw drivers completes 
the specially-priced and specially gift 
packaged line-up of Irwin Christmas 
specials. The set includes Thin Blade, 
Machinist and Phillips types. A retail 
price of $2.19 is given. For more in- 
formation— 

Circle No. 306 on coupon, pg. 80 
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NEVER BEFORE... 


a vacuum bottle like this! 


it’s the beautiful, new 


UNIVERSAL 
bur-Ead 


VACUUM BOTTLE 
with 8 Revolutionary Features! 





EXCLUSIVE 


H are th t revolutionary new vacuu oo : te —- 
ere are the most re ionary new vacuum a: 4 ‘ cCoLors 


bottles in the 50 year history of the industry. 
Styled in colorful pastel shades, the new 
Universal “Pour-Easy” Vacuum Bottle 

will virtually sell on sight. The 

practical bottom opening for easy 

replacing of glass filler is just one 

of the 8 big new features that 

will place UNIVERSAL first in 

vacuum bottles that really move. $ 


Red-Orange and Grey with 
Blue-Green cup. Yellow and 
Grey with Violet-Blue cup. 


DRIPLESS PLASTIC 
POURING SPOUT 

... easy to clean 
... Stays clean 





from 
Pours like a pitcher... 
never drips a drop! 


tod 


No. 3380 Quart 

No. 3381 Quert 

No. 3384 Qvort 
with 4 nested cups 


No. 2680 Pint 
No. 2681 Pint 


4090 Workman's Loach Kit 
4091 Aluminum Lunch Kit 


EASY-ON SHUR-GRIP CASE KLEEN-SEAL BOTTOM FILLER LOADING 


EASY-OFF CUP 


Newly designed, 
shock resistant plas- 
tie cup seals tight, 
or comes off just as 
easily with a “twist 


Hands won" slip on 
this exclusive “Shur- 
Grip” corrugated 
ease. Play up this 
feature that really 
sells them! 


STOPPER 
The new flexible 


stopper makes pos 
itive seal. Stays 
“sweet,” easy to 
clean. Has tab for 
easy removal. 


Bottom opens for 
quick and easy re 
placement of glass 
filler. New shock 
absorber mounting 
cuts down breakage. 


of the wrist.” 

















get this FREE 


colorful display 


A real shopper stop- 
per! Holds feur pint 
bottles, two quarts, 
workman's lunch kit. 
See your Universal 
Distributor. 


ws SW ry veer 


Hard-hitting, large- 
space ads in Look, 
Oct. 2 (out Sept. 18), 
Life, Oct. 15 Cout Oct. 
11) and the Post, 
Nov. 17 (out Nev. 
13), are pre-selling 
millions on exclusive 
“Pour-Easy” features. 
Look for these big ads 
in the “Big 3!" 








LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


For more information use Handy Return Card, Page 80 
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1957 Rotary Mowers 


Worcester Lawn Mower Co., Di- 
vision of Savage Arms Corp., Chico- 
pee Falls, Mass., is offering a com- 
plete new line of rotary power mow- 
ers for the 1957 season. The Rotor 
Master, Model 310T, is shown. 

The mowers are lower than last 
year’s models. A special feature is the 
modified and improved side ejection 
chute that is said to eliminate clump 
ing or matting, and the adjustable 
deflector that controls the discharge 
of the clippings. The deck is steel. 

Wheels are all-steel, with recessed 
hubs to permit close side-trimming, 
and are staggered to prevent scalping. 
Tires are wide-treaded, On the self- 
propelled model the rear tires are 
larger to provide even more positive 
traction. 

The tubular steel handle snaps on 
without tools. It is adjustable to the 
height of the user, and stands up- 
right when not in use. It has a toe- 
tip control safety latch to prevent 
the mower from rolling back to- 
wards the operator when working on 
inclines. Fingertip clutch and throttle 
controls are located on the handle. On 
the electric model, a fingertip start 
and stop switch is placed on the 
handle, along with a clip that holds 
the wire off the ground away from 
the mower. 

No special tools are 
change the cutting-heights. 


needed to 
Blades 


are “Sta-Temp”-hardened to keep a 
keen cutting edge longer. Each gas- 
oline-powered mower has a leaf 
mulcher included at no additional 
cost. 

In addition to the new rotary mod 
els, the Worcester 18” and 21” reel- 
type mowers have been re-styled and 
improved, Some of the features found 
on these mowers include: fingertip 
clutch and throttle controls; “Sta- 
Temp” blades riveted to the cutter 
heads for the extra strength; grass 
guards; and free-floating, height-ad- 
justable handle which stands upright 
when not in use. Chain and sprockets 





Now—every Ideal 5-Way 
Plastic Fishing Float 

tells its own sales story... 
right in your display bin! 


New collar explains each of the 5 uses 


1. Easy on.. 
spring -hook attachment 


Perfect for Live Bait 
Slip Casting, Trolling 
eteane. or Spinning 


© are ree 
Gurl em ~ PLnen Lim 
ome te wreiee ween 


Exclusive Features 


Easy on... Easy off with 
hole through the center 
—fishes upright! 


Pull-Button action 
All brass center tube 


For more information use Handy Return Card, Page 80 


. Easy off with 3. Changes immediately 
to stationary 


. Choice of White Top 


5. er Red Top 


Available 
in most used sizes 
at popular retail prices. 

1OI—1” 20¢ ea. 
101—1%" . 25¢ ea. 
101— 1%" 30¢ ea. 
101—1%" _.. 35¢ ea. 
Packed 1 Dozen in Handsome, 

Folding Display Box 





on the 21” model are fully enclosed 

Worcester reel and rotary mowers 
are powered by 4-cycle Briggs & 
Stratton, Clinton or Lauson engines. 
The electric rotary is driven by a 
1/3 hp, 3450 rpm motor, UL listed. 
Most models offer a choice of rope or 
retrievable starter. 

Worcester also produces a full line 
of hand mowers in new colors, and 
lawn sweepers. For more informa- 
tlon— 

Circle No. 307 on coupon, pg. 80 


Coral Casting Line 


A casting line of a coral shade said 
to be invisible to fish is introduced by 
the Sunset Line & Twine Co., 
Florence, Ala., and is called the 
Coral King. 


According to the manufacturer, the 
Coral King is made to the diameter 
and smoothness of monofilament but 
has the limpness, toughness, and 
wearing qualities of braided lines. 
The line carries a 5-year guarantee. 
For more information- 

Circle No, 308 on coupon, pg. 80 


Model V-80 Engine 


An engine especially adapted to 
the riding-type of power lawn mow- 
ers is announced by Power Products 
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Corp., Grafton, Wis. Identified as 
model V-80, the engine delivers ap- 
proximately four horsepower and 
weighs 19 pounds. 

It has a recoil starter and controls 
for starting, running, idling or stop- 


ping that can be mounted on the 
steering wheel column or some other 
convenient place on the mower. It PREVENTS Yi 
has a separate gas tank that can be 


mounted at the rear of the mower 
as in automobiles and its small size 
permits it to be mounted low on the 
chassis where it is out of the oper- 
ator’s way. 

The new engine is available in a 
vertical-shaft model for rotary lawn 
mowers and in a horizontal shaft 
model suitable for garden tractors, 
golf carts and other applications. Rid- 
ing mowers equipped with the new 
engine have sufficient power to pull 
a lawn roller, spreader or similar 
tools, the manufacturer states. For 
more information— 

Circle No, 309 on coupon, pg. 80 


1 


MARI AAAAAAI 
MARI AAAABAI { 














Christmas Rule Offer 


The Lufkin Rule Co., Saginaw, 
Mich., is offering two numbers of 
tape rules and one number of long Hard to believe, but true! For all the siding on 
steel tapes with a Christmas wrap this home, stain-resistant Maze Stormguard nails 
and packed in three-color display car- would have cost only about $1.00 more than 
tons. The Christmas wrap consists ordinary tumbler process galvanized nails. A 
of a colored band or sleeve in a trifling amount to insure lasting nail satisfaction 
Christmas motif, that features a print- Rightfully upset, the owner of this new hom« 
ed gift card. will want to know why his expensive house is 
marred by ugly nail streaks. He will call his cor 


Ji 


tractor and dealer for an explanation to find 
that his troubles are caused by their careless 


selection of nails. The result is t damage 


to the siding, but also to the reputations of the 
contractor and supplier. 

Ordinary nails, which can start an endless « 
of costly repair and maintenance problems, are as 
old-fashioned as the Model T rd. Maze Storm- 


guards are the modern, rust-resista fas 


— 


hain 


= 


J 





— 


— a” a” a a me 4 





ener 


el 


pT cations 


hl 


LAAARARABAS 


RUST RESISTANT na zr coat nail, FHA re 
quires hot pped § mgu j r hot dipped 
twice in molten zim 





<= 


require no counter -sinking 
DRIVE WELI HOLD Ti 
drives well wit! t us et 
wastage spe al threa 
ECONOMICAIL Maze 


non-ferrous nails 


LAAALA SARA | } 


galvanized nails 


PACKAGED T 
ob, Stormguards are 


5-lb an Ib cartons 


One display carton contains six Ask for them by name — Maze Stormguards in 
10-foot White Clad Mezurall tape the distinctive striped cartons. 
rules (shown); the second contains 
four 10-foot White Clad Super Me- 
zurall tape rules; and the third con- 














WRITE FOR FREE HANDBOOK 


tains one each 50-foot Banner White y 
Clad steel tapes. Also included in the Tells you how and where to use - 

. these mew rust-resistant fasteners. 

regular White Clad Mezurall carton . Request free mall samples, tes, in 


is a newspaper mat to enable the desired types and sizes. 


dealer to include these items in his 

Christmas newspaper advertising. ’ " ilso a complete line of other Vase nails for: 
The Christmas wrapped merchan- : . flooring. underlayment, plywood, gypsum wall- 

dise is offered at no increase in price, a board, metal roofing, pallets, ete. 

and can be converted to regular stock : } 

after Christmas. For more informa- w. H. MAZE COMPANY 


tion— 
Circle No, 310 on coupon, pg. 80 PERU 8, ILLINOIS 
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THE 
GREATEST NAME 


IN GAME and BIRD CALLS 


Throughout the nation, famous, 


nationally advertised OLT'S Calls 


ére the popular choice of novice and expert alike. More hunters 
than ever will be asking you for these world famous black hard 
rubber game and bird calls. Stock, sell and profit with OLT'S 


NEW 9-30 PERFECT QUAIL CALL 


Designed to meet the growing de- 
mand for a quail call, the new 
Q-30 is the perféct answer. Ex- 
tremely lifelike, this reediess hard 
rubber call can't warp or lose 
pitch. 


9-30 Perfect Quail Call—$3.00 


MPLET 


ititia an aee| 


A-50 Canadian Honker Call . . . $5.00 


=i 


D-2 Regular Duck Call . 


= 


J-15 Duck Coll . . . $1.50 


$-8 Perfect Squirrel Call. . . 


R-25 Perfect Deer Call. . . 
N-27 Perfect Coon Call... 
E-| Regular Crow Call... 
V-16 Crow Call . 

A-5 Perfect Goose Cal! ... 
C-3 Perfect Mallard Cal! ... 
P-17 Regular Squirrel Call . . 


L-22 Regular Goose Call . . . $2.50 


T-20 Fox-Coyote Call . . . $2.50 
W-12 Pintail Widgeon Call . $2.50 
K-11 Big Water Duck Call.. 

B-4 Adj. Game Bird Cal! 

F-46 Two-Tone Turkey Call . . 

M-9 Perfect Crow Call... 

G-7 Regular Hawk Call... 


Popular Olt Calling 


Instruction Records 


For Duck, Goose, Fox-Coyote, Crow and 


eet 


Squirrel 


‘Recordings Record. 


Calling at $2.00 to $2.50 per 


ALSO OLT'S DUCK DECOY ANCHOR CORD 


* Cotton braided for strength 


* Tar treated for longer life 


* 84-foot loop retails for $.95 
The new OLT sales-makers are pammens twelve loops to each colorful 


display carton. Stock Up Today on 


opular Olt's Calls! 


Nationally Distributed Through Jobbers! 


PHILIP S. OLT Co. 


Dept. S-10 
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BC 


| REELS 


| mdi Spinning Reel 


MODEL 33 Designed especially 


$19.50 


with 150 yards 
of 6-ib. test 
monofilament 
line installed.* 


Caught with a ZEBCO! 


Harry A. Norris, Jr., of Bay City, 
Texas, recently set ao new world 
record with this 70-ib. cobic 
caught on o 10-Ib. test line with o 
Model 11 ZEBCO Casting Reel off 
the mouth of the Colorado River 
in the Gulf of Mexico. 


» for American fishermen, the fast- 


selling ZEBCO Spinning Reel is 
truly revolutionary. No longer does 
your customer need an “educated” 
finger to control the cast. 
Instead, he merely depresses 
the simple thumb control, then re- 
leases it as the rod tip moves 
forward, and the lure (as light as 
he cares to use) is on its way in 
the easiest cast he ever made. 
A turn of the crank picks up the 
line to start a liquid-smooth re- 
trieve. Big one on the hook? A 
turn on the handy drag button 
tightens the line to slow the fish 
and keep him fighting all the way! 
Remind your customer that the 
Model 33 fits straight-handle 
spinning rods or the more comfort- 
able handle of the off-set type. 
To send your reel sales 
climbing, display and demon- 
strate the reel which takes the 
headaches out of spinning! 


/ ZEBCO Casting Reel 


MODEL 11 The improved version of 


with 85 yds. 
of 10-Ib. test 


monofilament 
line in- 
stalled.* 


super 


= 


$17.50 

with 100 yds. 
of 8-ib. test 
monofilament 


line in- 
stalled.* = 


iy 


9 


the original standard ZEBCO, the 

reel which made backlash a thing 

of the past. 

@ Stainless steel covers 

@ Interchangeable spool 

@ Handy ZEBCO thumb control 

@ Improved spinner head for 
lighter lures 


ZEBCO Casting Reel 


ODEL 22 A performance-proved 


favorite which in just two years 
has become one of America's most 
popular casting reels! 

@ improved adjustable drag 

@ Liquid-smooth retrieve 

@ Stainless steel covers 

@ Handy ZEBCO thumb contro! 


*Extra spool without line $.75; with 4, 6, 8, o* 
10-lb. test monofilament line installed $2.00 


Demonstrate a ZEBCO, and you've made a sale! 


WATCH FOR ZEBCO ADVERTISING IN ALL | 
THESE LEADING OUTDOOR MAGAZINES! ey 


, ZEBCO COMPANY [> em 


Tulsa, Oklahoma 
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TTT Kerdeut.in 


ASPHALT BUILDING 


& LOK-AB 
ASPHALT SHINGLES 


Wind-safe! Hidden tabs lock shingles 
flat. Popular square tab design gives 
modern “straight line” beauty. This fast 
seller comes in a variety of decorator 
colors. 


SUBURBAN 


ASPHALT SHINGLES 


Heavy-duty asphalt shingles . . . built- 
in shadow line for three-dimensional 
look . . . a de luxe strip shingle that fea 
tures modern texturing in a variety of 
beautiful colors. 





PRODUCTS 


TITE-ON 


ASPHALT SHINGLES 


[he original interlocking shingle! 
Has withstood hurricane winds up to 
120 mph! (Single and Double cov- 
erage.) Available in wide variety of 
colors — tops in performance and 


sales appeal 


THICK-BUTT 


ASPHALT SHINGLES 


Economical, durable, fire resistant .. . 
three-in-one square tab, strip shingles 
with rugged reinforced butts . . . wide 
range of attractive colors . . . another 


Ruberoid best seller. 


LEADERS IN ASBESTOS BUILDING PRODUCTS, TOO! 


For added profit, consider Ruberoid’s top-selling asbestos building line. 


Particularly ... 


STONEWALL BOARD 


Ideal building board for home, farm, in- 
dustry . . . Permanent, weatherproof, 
fireproof, rotproof . . . Never needs paint! 





ASPHALT AND 
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COLOR GRAINED 
AUTOCLAVED SIDING 


Wide range of beautiful colors .. . deep tones, 
popular pastels . . . Protected by exclusive 
Duroc® finish that seals color beauty in... 
seals dirt out . . . Autoclaved to eliminate 
shrinkage. 





ASBESTOS 


BUILDI 


RUBEROID 
FIBERGLAS* INSULATION 


Famed as the most efficient building in- 
sulation known. Available in roll blan- 
kets, easily handled batts and pouring 
wool. 


The RUBEROID Co. 


N G MATERIALS 


For more information use Handy Return Card, Page 80 113 





Tapatco 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red al 


‘eeot tepe at * «@ ove 


TRACTOR §$ CUSHIONS 





For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 


Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 








FOR EASY PROFIT, 
DISPLAY AND SELL... 


SCHERER EERE HEHE Eee 


AND COMPLETE LINE OF 
TURNBUCKLES PRODUCTS 





BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another” 
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Cellar Drainer 


An all-new deluxe brass upright 
cellar drainer, with exclusive double- 
pole switch, will be added to the 
Rapidayton line of the Tait Manu- 
facturing Co., 200 Detrick St., Day- 
ton 1, Ohio, Frank Hickey, Jr., gen- 
eral sales manager, announces. 

Rapidayton currently manufactures 
“standard” upright brass, aluminum, 
and galvanized models and the port- 
able Nautilus submersible model in- 
troduced a year ago. 





The new switch is a Rapidayton- 
designed and manufactured feature. 
It is a sturdy, heavy-duty switch with 
double poles, which act as two 
switches operating independently, 
side by side. All Rapidayton drainers 
will be equipped with this switch in 
the future, 

The new deluxe drainer also will 
have a corrosion-proof brass rod, 
float and impeller. The rod has ad- 
justable stops which can be set at 
any desired position. The rod also is 
anchored securely, top and bottom. 

And, like other Rapidayton drain- 
ers, it will be fitted with a perforated 
brass strainer around the base of the 
column, which can be lifted up and 
cleaned when it becomes temporarily 
clogged. For more information— 

Circle No, 311 on coupon, pg. 80 


Plier and Wrenches 


The Crescent Tool Co., Jamestown, 
N. Y., amnounces the Crestogrip, a 
utility plier designed with a double- 
strong box joint to assure a power- 


ful grip without sideways twist or 
strain. It will grip flat, square, hex 
or round objects just like a pipe 
wrench, the manufacturers state, 
Other design features are extreme 


JOHN SUNSHINE 


MITEE 
PIPE 


JOINT 
COMPOUND 


For water, gas, air, steam, etc. Comes in 
| Ib. cans (12 in a carton), 5 Ib. cans 
{6 in a carton), or in tubes individually 
boxed and packaged in attractive self- 


service display. 


In Tubes or Cans 


John Sunshine Chemical Co., Inc. 
600-606 West Lake St. 
Chicago 6, Illinois 








ANOTHER FAST SELLER FROM BEVIN 
THE NEW Te B Fil 
© For the Rumpus Room 
© For the Den 
© For the Kitchen 
© For the Living Area 
© For the Sick Room 
© For the Porch 
3-inch Solid Brass Bell Lustrous Satin 
Antique Black Stand Finish. Clear, 
(Also availabie in Pleasing Tone 


Turquoise, Rose and Display Packaged 
Yellow) Ash Tray Base 





A PROVEN BEST SELLER FROM BEVIN 
THE 


PATIO 
GARDEN 
» BELL 


® Barbecue Beli © Come & Get it 


© Farm & Ranch Bell 
Bell © Chow Down 


6 © Call the Bell 
Children Bell © Camp Bell 


* 6-inch Solid Bross * Beautifully Polished 
* Pony Shoe Bracket * Display Pockeged 





EVIN BROS. 
MANUFACTURING COMPANY 


Eost Hampton, Conn 


Soles Representatives 
JOHN H. GRAHAM & CO. Inc. 105 Duane 51, New York 6, N.Y 
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Sell more 


FITLER ROPE 


With This Handy 


DISPLAY RACK 


The new Fitler rope container and handy display rack 
were designed to create impulse sales. Neat in appear- 
ance, they keep rope clean and are proven space 
savers . . . to use, simply break paper seal and with- 
draw rope through center hole. 


For a quick turnover; stock and display the Fitler 
Line . . . it sells itself. 

The Blue & Yellow label identifies Fitler Brand Pure 
Manila Rope and the Red & White identifies Fitler 
Brand Sisal Rope. 


THE EDWIN H. FITLER CO. 


Est. 1804 
New Orleans 17, La. Philadeiphia 24, Pa. 
SOLD BY DEALERS EVERYWHERE 





BUILT TO RIDE 


Movs, 7, , 


BY MUSGRAVE 








Tops in 
their field 


the only complete line 


of riding lawnmowers 


Seven years ago, MOW Cycle, built for riding 
from the ground up, introduced a new idea in lawn 
care. Now, apparently all America — including 
mister, missus and the kids — wants to ride while 
cutting the grass. And today still, MOW Cycle 
tops the field in leadership, value and sales, with 
a complete line of models to meet the needs of 
everyone from the modest home owner to the pro- 
fessional landscaper. 





MOW CYCLE 
‘24’ 


MOW CYCLE 
*CADET’ 


Price 
List $219.50 
Price 
$289.50 Model ‘24’ for complete 
lawn care without walking 
many useful attachments 
‘CADET”’ economy model for 


MOW CYCLE 
*PRO-6' 





mowing only. ‘PRO-6' with 
big motor for professional use List 


MOW cYCLE All models cut 24 swath ES Price 
ESTATE any. MOW Cycle. increases f—== $495.00 
TRAILER 


total cut to 58 


Lis 
Price $350.00 
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Musgrave Incorporated, Dept. F, Springfield, Ohio 
Please send trade information on the MOW CYCLE 
line. 


Name 4 : 
Address init 
City__. . Zone_ State 

COMPLETE LAWN CARE WITHOUT WALKING, 


hf e& .& -& Oh 
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Fishing Reel 


The “Master Mariner,” introduced 
by Penn Fishing Ree] Co., 3028 West 
Hunting Park Ave., Philadelphia 32, 
Pa., is a narrow spool reel for gen- 
including deep sea and 


perfect target for 
PROFITS... 
SANDVIK 
BOW SAWS 


“~ GLI 


eral use, 


N) 
= trolling 
4 tf, Features described include an ex- 
é ' tra strong auto brake lining drag 
- which is equal to the drag on the 


Penn Senator 6/0; a one-piece cast 
metal spool; six point support reel 
stand; harness lugs; choice of gear 
ratios; 3% to 1 on the high model, 
and 2-1/3 to 1 on the low gear mod- 
el; improved stronger gear bridge; 
— a two hole handle on the high gear 
model for change of leverage; a choice 
of convertible star drag, plus all the 
other Penn features. 


Linoleum Paste Patching Plaster 


World’s 
Largest 
Seller! 


Plaster of Paris 
Crack Filler 
Spackling Compound 
Wood Putty 

Daisy Brush Cleaner 


Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 





. and many other Products of Merit 


SOLD THROUGH LEADING 
WHOLESALERS EVERYWHERE 


CONSUMERS GLUE COMPANY 


1515 Hadley St. 
St. Louis 6, Mo. 














thinness — %-inch at thickest point, 
and a flush joint rivet which does not 
project. It adjusts in four positions 
up to 1%-inch capacity. No, P-210 
Utility Plier (shown) is finished in 
rust-resistant zinc plate. Overall 
length is 9% inches; usual retail price 
is $3.00. 

The company also is offering a di- 
versified line of solid wrenches in 
Engineers’ double-head, open-end; 
combination open-end and 12 point 
box; and 45° double offset, 12 point 
box patterns. 

A new line of socket wrenches 
bearing the trade name Crescent are 
offered in various set combinations 
including “4”, 3%”, 42” and 34” square 
drives; 6, 8 and 12 point sockets, both 
standard and deep types, in a wide 
selection of sizes at moderate prices. 

For more information— 

Circle No. 312 on coupon, pg. 80 


The “Master Mariner” will han- 
dle all types of lines including wire, 
lead core, mono, linen and nylon 
Its capacity is based on 400 yards 
#9 Line. 

It is available in four models: No. 
349 (shown) with gear ratio 2-1/3 to 
1; No, 349C, the same but with con- 
vertible star drag; No. 349H, with 
gear ratio 3% to 1; No. 349HC, the 
same but with convertible star drag. 
Standard model price is $28; with 
convertible star drag the price is $29 
For more information— 

Circle No. 313 on coupon, pg. 80 


Gun Care Manual 


“Good Gun Maintenance” is the 
title of a pocket-size manual recently 
published by Marble Arms Corp., 
Gladstone, Mich. It is written basical- 
ly to sell the average hunter on the 


Sandvill aruns me: 


Saw & Tool Divisior 


1702 Nevins Road, Fair Lawn, N. J 








importance of using good mainte- 
nance materials and equipment. 

The booklet covers such subjects 
as when and how to clean rifles, 
shotguns, and hand guns; making 
simple repairs; rust removal and 
stock care. It also sells the services of 
gunsmiths. Well-illustrated, it fea- 
tures step-by-step instructions. The 
manual is available to dealers in 
counter display cartons and will re- 
tail for 10 cents each. For more in- 
formation— 

Circle No. 314 on coupon, pg. 80 


Middleweight Tire 


UnitTep STATES Rubber Co., 549 East 
Georgia St., Indianapolis, Ind., is in- 
troducing a new Middleweight bicycle 
tire for those who prefer easy han- 
dling but who need heavy duty 
strength and wear. Highest tensile 











For more information use Handy Return Card, Page 80 


W THE WOOD SHOVEL & TOOL CO., PIQUA, OHIO! 
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The Speriman 6 Ceice >.) SUPERIOR 
QUALITY 
... Quality Products for Active Sales! and LOW PRICE 


“Best .. . yet competitive Le FP Mean More VISE Sales! 


with the rest!’ 


The B & C line of homecraftman's vises sel! easier 
because they are high quality; made to retail at 


SPORTSMEN DELIGHTER #34 a low price . . . enjoy an outstanding performance 


SPORT SEAT record for over 30 years. 


CHOOSE —". "Pine for Here are 3 Models That Mean Profits! 


ALUMINUM Folding Choirs 4 m 
Swivel & Sport Seats 
_ VISE 


Green baked enamel, the 


DELIGHTER #63 SWIVEL SEAT DELIGHTER #31! 
SPORT SEAT 


jaws accurately machined. 
No. 149 Jaws open to 134" 
No. 150 Jaws open to 2!/," 


Write for complete catalog sheets: if YOU went 


— 
UNIVERSAL CONVERTING CORP.* Sales Action 
411 Sawyer Street, New Bedford, Mass choose DELIGHTER ! 








SWIVEL 
VISE 


Equipped with binding screw 
for numerous swivel posi- 
tions. Base finished in black 
japan and body in red baked 
enamel. 


No. 153 Jaws open to 2!/," 


WOODWORKER'S 
VISE 


with the FAMOUS Ruggedly built for hard e 
use. Will not slip or 4 
RUBBER POPPET loosen. The guides are Al 
cold rolled steel. It's fin- SS a ‘ 
. 
re ° ; 


ished in green baked en- 


Silicone treated amel. 
Rubber Poppet can’t No. 176 Jaws open to 
leak or stick. Sensi- 4\/," 
tive in operation. 
+ or pom 2 ee Each vise is packed in an individual set-up box, for easy 
plied with Monel : . 
Metal Poppet. 200 storage, shelving and selling. 
lbs. pressure. One- SEE YOUR JOBBER OR WRITE 
piece brass shell. 
Seven sizes. Write for 
Bulletin 204. | 





THE BRINK « COTTON mec co 


43 Poland Street + Bridgeport 5, Conn. 
Order from your jobber 


Manufacturers of Clamps—Vises—Hand Tools for 


STRATAFLO PRODUCTS, INC, Production, Maintenance, Service Since 1925. 


FORT WAYNE 1, INDIANA 
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strength automobile tire fabric has 
been applied in U. S. Royal’s special 
“center lap” construction. An extra 
layer of cold rubber is used in the 
tread. More rubber in the tread area 
also makes possible the extra deep 
power diamond tread design. The 
manufacturer states that hundreds of 
deep-cut, sharp angled edges bite into 
virtually any riding surface, assur- 
ing control and traction at all times 
The tire is available in black side- 
wall only. For more information 
Circle No. 315 on coupon, pg. 80 


Velva-Trim Mower 


The Johnston Lawn Mower Corp., 
Brookhaven, Miss., has added an 18- 
inch trimming type mower to its ex- 
panded 1957 line. Called the Velva 
Trim, the mower features a special 


——— "sith 
. 


high speed reel; rear drive wheels 
which travel behind the cutting reel 
to eliminate ridges; and new air- 
plane type handle controls 
Additional features include a front 
mounted, lightweight plastic grass 
catcher; a 1.75 hp, 4-cycle engine with 
recoil starter, and new “Lo-Tone” 
muffler. Two-tone automotive colors 
Matador Red and Shoreline Beige 
are used. For more information 
Circle No. 316 on coupon, pg. 80 


Closet Tank Seals 


To introduce the Korky Closet 
Tank Seals, the Lavelle Rubber Co., 
424 North Wood St., Chicago 22, IIL, 
is shipping free Korkys to over 25,- 
000 dealers. Korky stops noisy toilets 
and water waste, according to the 
manufacturer, by eliminating guide 
arms and lift wires. An unconditional 
guarantee on each Korky is provided 
by the company. For more informa 


Sell the Genuine 
BILL UPPERMAN’S 
BUCKTAILS 


FRESH or SALTWATER 


SPINNING 
TROLLING > 7 owe 


JLiUb von 

es Mf JOBBER 
! 

on UPPERMAN 








40¢ to 90¢ 7 Yl 
ieond for catalog ATLANTIC CITY, a, 








tlon— 
Circle No. 317 on coupon, pg. 80 


WANTED: SALESMAN 
The Robeson ( 
opening for a qu 
now conta ig 


sippi and Louisiar 


Window Materials Sales Manag 





Warp Bros., 1100 N. Cicero Ave., 
Chicago 51, Ill., announces a full line 
of competitive window materials in atl | heal 
addition to its “top quality” line. The dee enesin aan 
low priced items added are Viny]l- Trade. Large Né 
Pane, a clear vinyl! plastic film; four interesting line of 
mesh Dur-O-Pane, and 14 mesh Dur- Write giving fu 
O-Pane (both wire based window ma- travel, lines n 
terials). For more information— Seuthera Hard 

Circle No. 318 on coupon, pg. 80 M.S. Atlante 8. Ge 

















30 YEARS OF 
CUSTOMER SATISFACTION 
AND DEALER PROFIT 


ADAMS 


Exclusive water-proofing and uni- 
form thickness prevents leakage 
and waste. Your customers will 
come back for more. Special atten- 
tion given odd size cup orders. 
Advertised throughout the South and Southwest. 
Also, it will pay you to handle 

KAYO, TIP-TOP and ADAMS 


Steel hand tools, cold chisels, punches, etc. 


Cc. F. ADAMS, Inc. 


ACCO AMERICAN CHAINS 


for Farms, Homes, Industry 
and Transportation 


products 





for Steady Profits all year 'round— 


Buy AMERICAN 


Display AMERICAN (=== 
in his Salecdanban Stand 


co Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 


PUMP 
omni 


ERS 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport 2, Connecticut 


420 South toke St. 


Fort Worth, Texas 
York, Pennsylvania + 








MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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POWER - RUGGEDNESS - STAMINA 
FEATURES ~~ PENN 


NEVER BEFORE fa No. 349 


NARROW f”. MASTER MARINER 


It will bring in the prize fish 
like a master mariner brings 
in his ship and cargo. 


Will handle wire, lead core, 
mono, linen and nylon. 


4 MODELS TO FIT YOUR LOCAL NEEDS 
No. 349 No. 349C No. 349H No. 349HC 


Gear ratio 213 to 1 Same as 349 Gear ratio 3% to 1 Same as 349H 

Cast metal spool Plus Cast metal spool Plus 
Auto brake lining drag Convertible Two hole handle for Convertible 
Standard half handle Star Drag choice of leverage Star Drag 


$28.00 $29.00 $28.00 $29.00 
PENN FISHING REELS - PHILA. 32, PA. “Citatoc 9 














eS ee 


= BUICHER'S : 


. a 

TULL: oo ~< 
WRIGHTWELD HARDWARE CLOTH is a x 
major advance. Hard drawn wire in place of 
the customary annealed wire gives added 
strength, rigidity and uniformity otf meshes. 
By the Wright weaving process the flat wire 
selvages are tightly welded to each filler wire, 
resulting in even, accurate width. Heavily 


galvanized after weaving. 


E. L. Hornibrook Co Lawrence J. Baldwin & Son 
Box 176, Avondale Estates, Ga 306 Carondelet Bidg 
New Orleans !2, La. 


6. F. WRIGHT STEEL & WIRE CO. 
Cash in on How ? Ask your ¢ He'll tell you 
WORCESTER ¢ MASS. L Ge WE THE BUTCHER POLISH CO. MALDEN, MASS. a Em 
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IT’S EXTRA-DURABLE!—in sales as wel! as 


shine. People keep coming back for more—and have 


+f 


ever since Butcher made America’s fir loor wax 
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DNESS - STAMINA 
FEATURES ~~ PENN 


NEVER BEFORE PRS No. 349 


NARROW \- », MASTER MARINER 


It will bring in the prize fish 
like a master mariner brings 
in his ship and cargo. 


Will handle wire, lead core, 
mono, linen and nylon. 


4 MODELS TO FIT YOUR LOCAL NE 
No. 349 No. 349C No. 349H No. 349HC 


Gear ratio 2/3 to 1 Same as 349 Gear ratio 3% to 1 Same as 349H 

Cast metal spool Plus Cast metal spool Plus 
Auto brake lining drag Convertible Two hole handle for Convertible 
Standard haif handle Star Drag choice of leverage Star Drag 


$28.00 $29.00 $28.00 $29.00 
PENN FISHING REELS - PHILA. 32, PA. ““tataioc io 














pe SO SE. 


FLAT WIRE SELVAGE 
WRIGHTWELD HARDWARE CLOTH is a 
major advance. Hard drawn wire in place of 
the customary annealed wire gives added 
strength, rigidity and uniformity of meshes. 
By the Wright weaving process the flat wire 
selvages are tightly welded to each filler wire, 


resulting in even, accurate width. Heavily 


galvanized after weaving. 


E. L. Hornibrook Co Lawrence J. Baldwin & Son 
Box 176, Avondale Estates, Ga. 306 Carondelet Bldg 
New Orleans !2, La. 


G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER ¢ MASS. 


IT’S EXTRA-DURABLE! —in sales as well as 
shine. People keep coming back for more—and have 
ever since Butcher made America’s first floor wax. 
Cash in on it! How? Ask your jobber. He'll tell you! 


Ge GE THE BUTCHER POLISH CO. MALDEN, MASS. al El 





ee ee ee ee ee ee ee 
haces es ee ee ee 
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TOUGH 
AS A PIG’S NOSE 







IT PAYS TO SELL THE LINE WITH READY TRADE ACCEPTANCE ~ 
that builds Sales today and Profits tomorrow. 


HEAT TREATED 





THE PLOW COMPANY 


TEMPERED Specialists in Tillage Tools Since 1840 . 
CLEVELAND 27, OHIO (956 










bie: ty wh shape, Sete CRA 


There’s a big market and a good profit in selling 
the new Dempster Prime-o-jet! Compare its ex- 
clusive features with any other pump of its 
note the self-priming advan- 
the 


type or price... 
tage...many models to choose from... 
high capacity and full 25 ft. suction lift. Here’s 
a water system that opens the door to many 
sales where price has been a factor... yet of 
such high quality that you can sell it with con- 
fidence. Remember—Prime-o-jet, like all Demp- 


ster water systems, is backed by Dempster! 


At Your Service... 77 years of 
water system experience 


DEMPSTE 


rren SUPPLY EQUIPMENT | 


IDEMPSTER 





Prime-cjet 


the SELF-PRIMING, 


low-cost Shallow Well 


WATER SYSTEM 


Only Dempster Prime-o-jet 
offers all these features 

in a low-priced water system: 
Pe cle alailiale) 

e Maximum Lift 


@ High Capacity 


ren lelilelalciinves dalek cami alelie la 


e Renewable Rotary Seal 


e Corrosion-Proof 


e Insert Typ Venturt 


e One Moving Part 


e Heavy Bross wearing 


“ 


a a § 
ie 


DEMPSTER MILL MFG. CO. 
Factory and Home Office: Beatrice, Nebraska 


Branches and Warehouses: Omaha, Nebr.; Kansas City, Mo.: 
Des Moines, Ic.; Sioux Falls, $. D.; Denver, Colo.; Okiahome 
City, Okla.; Amarillo, Tex.; Son Antonio, Tex, 


Write for illustrated Prime-c-jet folder 
and details on the valuable Dempster 
Dealer Franchise. 
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Hp FACTS AND TRENDS 


pan heat staal Sel lbebatatatae 


> Farm Income 


Farmers’ receipts from marketings in the first 7 months totaled 14.3 
billion dollars, slightly above the 1955 period. A 3% price decline was offset 
by an increase in the volume of marketings. Receipts from livestock and 
products amounted to 8.9 billiondollars while crops accounted for 5.4 billions. 


> Cotton Crop 


The nation's cotton crop was forecast on August 1 at 13,552,000 bales. 
This compares with the 10-year average of 13,098,000 bales and is 
8% less than last year's production of 14,721,000. 


>» Commodity Highlights 


Crop conditions in August indicated a record soybean output of 443 million 
bushels in 1956, nearly a fifth above last year. . . . Cottonseed 
production is estimated at 7 percent less than in 1955. .. . supplies of 
rice for 1956-57 are again at record levels. . . . peanut acreage to be 
picked and threshed is estimated at 1,509,000, down about 11% from last 
year. . . . a tobacco crop of 1,998 million pounds is indicated, 9% under 

the 1955 crop. . . . wheat production is expected to equal last year's. 


> Equipment Prices 


Prices of farm machinery and equipment likely will head up in the months 
ahead. Already International Harvester and Oliver have announced in- 
creases and Minneapolis-Moline has indicated that prices of some pro- 
ducts in its line probably will be adjusted. 


> Fewer Farm Workers 


Farm employment declined sharply in July with 8,680,000 persons being 
employed. Compared with a year earlier, there were 7% fewer hired 
workers. The number of family workers was down about 5%. 


> Farm Prices 


For the month ended August 15 prices received by farmers averaged 3% 
lower than a month earlier. During the same period, and for the first time 
in 13 months, prices paid for production goods averaged higher than in 
the month earlier. 


>» Merger 


Merger in early September of J. I. Case and American Tractor Corp. gives 
Case an entry into the construction and roadbuilding fields with a line 
of crawler tractors and earthmoving equipment. Merged companies will 


operate as J. I. Case Co. 
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Here's one 
formula for 


Sellin 


| yarn over-the-counter, re- 
peat, over-the-counter, tractor 
sales have been made by Huffaker 
Bros., Bald Knob, Arkansas, since 
this company began employing a 
simple sales gimmick. Here’s what 
has turned the trick. 

When a farmer’s tractor breaks 
down during a rush season and he 
brings it in for repairs, or comes in 
with the truck that hauls it to the 
Huffaker shop, Roy Huffaker in- 
vites the farmer to “lend a hand”’ 
in making the rush repairs. 

Usually it develops that the re- 
pairs will take hours, or, perhaps, 
days. Then Huffaker comes up with 
the second part of his sales gim- 
mick. The scene might develop 
something like this. 

“You ought to be at work in that 
strawberry (or cotton) field. Don’t 
you want to drive a new tractor 
home and use it while we're fixing 
yours?” 

“A brand-new 
farmer asks eagerly. 

“That one—the 420 over there.” 


tractor?” the 


124 


The farmer goes over to the new 
tractor, and Huffaker follows, to 
make a quick, on-the-floor demon- 
stration. It is shining and clean. 

“Get in the seat and wheel it 
out,” he invites. 

The farmer mounts the tractor, 
starts it cautiously. “See you to- 
morrow,” he grins. 

“No hurry,” the dealer 
“Keep it a couple of days. Give it 
a good workout.” 

That farmer is a good credit risk. 
Huffaker is not afraid to let him 
take the new machine home. And 
the farmer knows how to use a 
tractor. This afternoon or tomor- 
row a salesman will visit the farm 
to be sure that the prospect knows 
how to use the new tractor, but he 
will not try to make the sale. That 
customer is going to sell himself. 

Two or three days later, the cus- 
tomer returns to the store to see 
how his old tractor is coming on in 
the shop. It is ready to go. It has 
been repaired and cleaned, but it 
still is just an old tractor, with 


says. 


Company's plan of action is to 
get customer to tryout new trac- 
tor while his own unit is being 
repaired. Here, Mechanic O. A. 
Ramey tells farmer that repairs 
to his tractor will take several 
hours. Owner Roy Huffaker, be- 
low left, shows farmer the new 
tractor he can use until his old 
one is repaired. Farmers fre- 
quently sell themselves on the 
new machine 


Pleased farmer mounts tractor 

and drives it to his own farm. 

This service frequently results in 
@ sale for Huffaker Bros. 
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le. International 300 Urtility—39.5 draw- 
bar hp. This populor-sized tractor, shown with 
lifting fork and loader, is a favorite of mate- 
\eeeer** rials dealers, contractors and manufacturers. 
fe cojee _ , 
OCs... Pros = 


cat weet eas THe s toe ee 
. > 2 


give IH Dealers Sales Opportunity Unlimited 


Job-proved, many-purpose International tractors—from 10 to 60 hp 
class—make practically every contractor, material dealer, motel, 
factory, and municipality an IH prospect. More than 75 items of 
McCormick and special-duty equipment give IH dealers a sales 
leader for every season! 

This big, new market is waiting for every IH dealer—right in his 
own backyard! It’s a way to build sales volume and reduce over- 
head. It’s another reason why today’s IH dealer franchise is more 
valuable than ever before! 


International 600 tractor—60 hp International W 400 tractor— 47.4 
class—teams with this big-capacity dbhp—with backhoe and loader that 
scraper to cut dirt-moving costs. earn extra profit for contractors. 


+ 
ow lige 
~ 


NOW, 5 INTERNATIONAL UTILITY TRACTORS... 
a power size for every prospect... 


International Cub’ Lo-Boy”—10.08 
dbhp—and 3-gang reel mower keeps 
acres of grass close-clipped at lowest cost. 


International 100 tractor—18.99 
dbhp—and side-mounted mower that 
maintain highways for less cost per mile. 


International Harvester produces the world’s most complete 
line of light, medium, and heavy-duty industrial tractors! 


INTERNATIONAL HARVESTER 


Internotional Harvester products pay for themselves in vse—McCormick Farm Equipment and Farmoll Tractors... Motor Trucks . 
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Utility Tractors and Power Units—General Office, Chicago 1, Illinois 





before you buy 
poultry netting see 


this 
wire 
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KEYLINE 


this stretch test 
telis the story! 


It’s easy to see why Keyline Poultry Netting is 
gaining new users so fast. Customers can see the 
horizontal wires that make the big difference 
between Keyline and ordinary poultry netting. 
And heavily galvanized Keyline costs no more. 
New Keyline is being merchandised and 
advertised in the same strong way as the 
famous Red Brand fence family. Be sure you poe ae 


have a supply on hand, It turns over fast! nauitry tating: Cae haw 8 teins Shes 
See it bag, sag, ond bulge 


7 


by the makers of 
KEYLINE sh RED BRAND 


KEYSTONE STEEL &4 WIRE COMPANY 


Peoria 7, Illinois 
° tretch oa } ‘K Ta) 
RED BRAND FENCE « RED BRAND BARBED WIRE + RED T Now, stretch a sample of Keyline 
STEEL POSTS + BALE TIE + NAILS + KEYLINE POULTRY the new netting reinforced with horizontal wires 
NETTING + ORNAMENTAL FENCE + NON-CLIMBABLE 
t st fiat, sr th an t ht 
FENCE + GATES + KEYMESH + KEYBEAD + KEYCORNER It stays flat, smooth and straig 
KEYWELD + KEYWALL 


another sales leader by RED BRAND 
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Satisfied with the performance of the new tractor, the customer returns 
to Huffaker's air-conditioned office and arranges to trade in his old 
tractor. Below: company is a meeting place for farmers 


plenty of good life left in it, but 
not to be compared with that new 
420 the farmer has been using for 
several days 

“What sort of trade-in deal can 
you offer?” he asks. 

Huffaker has been expecting 
that question. He already has the 
answer worked out, but there is 
still a little more to do before the 
sale is consummated. 

“Let’s go into the office,” he 
suggests. 

That office is the coolest place in 
town on a hot summer’s day. It is 
pleasantly air-conditioned and 
quiet. The farmer enjoys sitting 
there while the dealer explains the 
trade. And soon another over-the- 
counter tractor sale is made. 

“Farmers like to feel that they 
do the selling to themselves,” Roy 
Huffaker pointed out. “We never 
high-pressure a prospect into buy- 
ing. In this area, we have two 
main crops—strawberries in the 
spring, cotton in the fall. That 
means we have two rush seasons 


128 


for tractor work. And _ there’s 
never a big season without several 
of our customers getting into a jam 
because their equipment breaks 
down. In spite of our efforts to 
persuade them to let us service 
their machinery in off-season, they 
often wait until it breaks down 
before calling for help. That’s 
where our offer to let the farmer 
use a new tractor for urgent work 
brings results. 

“The manufacturer helps. We 
place an hour-meter on the tractor. 
If the farmer doesn’t buy it—and 
the deal does fall through some- 
times—we’re given credit to help 
pay for depreciation on the tractor. 

“Many of our prospects who try 
out the new tractor really can’t 
buy it immediately. In strawberry 
season they'll say that they’ll buy 
in the fall, when they sell their 
cotton. And in the fall, they some- 
times say they'll buy in the spring, 
after strawberries are harvested.” 

When a tractor does return to 
the shop after a field trial it is 


thoroughly steam-cleaned. Huff- 
aker never turns a dirty tractor 
over to a farmer, even though it is 
practically new and in first-class 
condition. He wants it to look new. 

Huffaker does much of his ma- 
chinery selling in the fall and 
winter. In this area farmers have 
a $600,000 annual income from 
strawberries, and they use the one- 
row tractor for cultivation. By the 
time the crop needs its first culti- 
vation, Huffaker has many a 
tractor sale worked up practically 
to completion. And often the sale 
is not actually made until the 
farmer’s old tractor breaks down 
and he rides the new one back. 

Huffaker sells over a wide terri- 
tory that justifies advertising in 
the state newspapers and using 
radio spot announcements that 
reach prospects nearly 100 miles 
away. Most of his classified adver- 
tisements in the newspaper are 
blind advertisements for used ma- 
chinery. When he receives an 
answer, he usually telephones or 
writes the prospect, inviting him 
to come to Bald Knob to see the 
used equipment. The advertising 
acts as an excellent traffic-builder 
that pulls customers from a wide 
area. 

Huffaker also uses his classified 
advertising space and his air time 
to advertise specific, on-the-farm 
demonstrations and his credit and 
finance plan. 

All this tends to make the 
prospect sell himself on machinery 
bought from Huffaker. He comes 
in voluntarily, and sometimes he 
drives away a new tractor to give 
himself his own field demonstra- 
tion. 

The Huffaker repair shop is a 
modern, friendly place, where 
farmers like to gather. It is a com- 
mon sight to see a farmer with an 
oil rag in his hand, helping to 
work on his own machine, or aid- 
ing the mechanic in other work. 

When the salesman calls on the 
farmer who is using a borrowed 
new machine, he does not always 
help to sell the new tractor, but it 
is not uncommon for him to sell 
dusters and sprayers. The hay 
baler and the combine also are 
gaining fast in sales in this area. 

“Goodwill is the equipment 
dealer’s best salesman,” Huffaker 
concluded. “We feel that our lend- 
a-new-tractor deal is about the 
best goodwill builder we've ever 
used. With the fine help that the 
manufacturer is giving us, and 
with the use of a little caution in 
dealing with the right customers, 
we’re making the plan pay.” 
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VOTE + but 


DONT 
VOTE 
IN THE 
DARK 


“Study the issues and the candidates— 
and then decide where you stand 


cal news and editorial page. 

Talk things out with your neighbors over the 
back fence and at the filling station on the cor- 
ner. Take part in the discussion group at your 
church, club, lodge, or school. 

Think about the issues and the candidates— 
and then make up your own mind. Remember, 


You wouldn’t buy a new car without at least 
driving it around the block. 

You wouldn’t buy a new house without 
checking up on the neighborhood, the schools, 
and any back taxes. 

So vote—but don’t vote in the dark in this 
exciting election year. 


Listen to what candidates are saying on TV 
and radio. 
Read your newspapers—especially the politi- 


nobody is in that voting booth but you and your 
conscience. Step behind that curtain with pride 
on election day. Then vote as a free American. 


r-------- WOTER’S CHECKLIST--------- 


3. Mark up a sample bal- 


lot in advance. (They are 


1. Be sure you're regis- 
tered. 


. blished in the papers. 
2. Study the issues and published in the papers.) 


candidates. Go to rallies. 
Ask questions. Read the 
papers. Listen to speeches. 


You can’t vote if you're not regis- 
tered. You lock yourself out of the 
polls, unless you‘re a registered 
voter. And you and only you can 
get your name in the Registration 
Book. When they call the roll on 
election day, will you be there? Do 


4. Join your neighbors at 
the polls on Election Day 
November 6th. 


you know anyone who won't? 





STL eee 
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John Deere Haga me 
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The Newest Tractor Family as 
“Really Going to Town” 




















( he proof mounts and the news travels! John 

Deere’s new tractor line has put peak earning 

4+. power on the farms of North America — with 

higher-than-ever standards for work output and ease 
of handling. 

Every day, more farmers, everywhere, are seeing 
these new tractors, driving them, and agreeing — 
with confidence and enthusiasm: “John Deere leads 
the way for 1957. It’s the tractor for me!” 

That's logical. No detail was overlooked in design- 
ing and engineering these pace-setters of modern 
farm production power. All-new engines—far more 
powerful, yet dependable and economical as always. 
Efficient hydraulic systems—more widely adaptable, 
with more muscle-saving capacity than ever before. 
Comfortable seats, handy controls, easy steering. 


for 1957 with 6 Power Sizes + 30 Basic Models 


Everything brought together for greater earning 
power and unmatched ease of operation—plus mod- 
ern appearance and traditional John Deere quality. 

On Main Street, at line fences, after church- 
wherever farmers meet, the news is spreading fast 
“America’s newest tractor family is really going 
to town!” 


JOHN DEERE 


MOLINE, ILL. 


JOuN DEERE 


“Wherever Crops Grow, heres a Growing 


Demand for John Deere Equipment.” 





Company's large display 
lot adjoining the building 
provides ample area for 
extensive inventory. Farm- 
er can view a full range of 
equipment here. Company 
has found it advantageous 
to display new and used 
equipment together 


Outside Display -- 


OR THE FARNSWORTH Tractor 

Co., Searcy, Arkansas, the out- 
side display lot is more than just 
a storage place for new and used 
equipment. In fact, the large grav- 
eled area on one side and in front 
of the store serves as virtually an 
outside sales floor since practically 
all equipment is sold there. 

“T’ve never sold a tractor inside 
the building,’ said Roy Farns- 
worth, “I learned, long ago, that 
the farmer wants to walk around 
the tractor, examine it in the sun- 
shine, with the earth underfoot and 
the sky overhead. A good, roomy 


is their chief sales aid 


display lot like ours is the natural 
display point for equipment that 
will be used in the open. Now, 
some dealers are fussy about their 
display floors. 'm more particular 
about my display lot.” 

Perhaps this dealer’s  back- 
ground is partly responsible for his 
having one of the largest and best- 
filled display lots in the area. He is 
a former Texas cattleman. He likes 


Mrs. Farnsworth receives cus- 
tomer's payment, invites him to 
have cup of coffee from coffee 
maker near her desk. “They pick 
‘em here," says Roy Farnsworth, 
left, “and then they see that very 
model on the display lot." Cur- 
rently, 60% of tractors sold are 
used ones. Parts and service are 
guaranteed 45 days 
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the “wide-open spaces.” And he 
believes that every other farmer or 
stockman agrees with him. His 
over-the-counter tractor sales seem 
to justify his faith in his attractive 
display lot. 

Used tractors are not shown in 
a separate area of the lot. They are 
displayed along with the new 
equipment. Farnsworth insists that 
a properly reconditioned tractor is 
worthy of the best display—that 
pushing them to one side detracts 
from their sales value. 

“And if you can’t deal success- 
fully these days in used equip- 
ment, you’d better get out of the 
equipment business,” he empha- 
sizes. “About 60% of the tractors 
bought today are used ones. I'm 
not talking about my own opera- 
tion alone. Most dealers say that 
this is right. 

“At this time (early summer) 
there are more reconditioned trac- 
tors on my lot than new ones. And 
they don’t detract from the ap- 
pearance of the display. Every 
unit—reconditioned, cleaned and 
painted—stands on its own merit, 
ready for the farmer to examine, 
try, and buy with satisfaction.” 

Used tractors are profitable, he 
insists. He has built a reputation 
for selling dependable, guaranteed 
equipment. The 45-day warranty 
on parts and service is genuine. 
And a guarantee of this period, he 
believes, is sufficient for all pur- 
poses. When a farmer buys a used 
tractor, he expects it to carry 
through successfully in the making 
of his crop. After the crop has 
been made, he is willing for the 
tractor to go to the dealer’s shop to 
be put in shape for the next year. 

Two mechanics, delegated to 
field work, keep customers’ trac- 
tors in good working order 
throughout the season. They don’t 
wait to be called to the customer’s 
farm. When passing, they often 
stop and ask him if everything is 
going well. Sometimes they make 
a quick adjustment on the spot 
that forestalls future trouble. 

A 24-hour parts and service re- 
pair man also is available for 
emergency work. 

Farnsworth does not use pres- 
sure salesmanship to sell tractors. 
He feels that when a farmer is 
really in the market for one, he 
will look around. No amount of 


Roy Farnsworth, top picture, closes a sale on firm's graveled display 
lot. More than a storage area, the display lot is the scene of most 
sales of both new and used equipment. Area to the front of the build- 
ing, below, is reserved for customer parking. Display lot is at left 


good, pre-sale work actually 
makes the farmer buy. He prefers 
to visit the various dealers and see 
what they have on hand. 

“That’s where my display lot 
scores again,’ Farnsworth said. “I 
try to have the largest variety of 
models possible. Farmers like that 
They like to see the display lot 
filled, and to feel that they have a 
selection.” 

On his inside display floor, he 
feels that one of the most valuable 
displays is the big poster showing 
all the models. He has mounted 
this on the office counter, so that 
prospects can examine each model 
comparatively. The big spread 
helps him to sell both used and 
new tractors. “And I sell just 
about every model shown.” 

Just above the pictured tractor 
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display is a sign reminding the 
prospect about the income pur- 
chase plan. Farnsworth uses this 
frequently in his advertising. Few 
farmers pay cash for even a used 
tractor. Most of them are in- 
terested in the three-crop annual 
payment plan 

Farnsworth is proud of the fact 
that he has never repossessed a 
tractor. “I'd rather work out the 
balance owed on another basis 
than repossess. A tractor taken in 
to stand on the lot again is no good 
to me or to the farmer. And 98% 
of my customers intend to pay 
promptly.” 

Radio advertising. in the form 
of spot announcements on five- 
minute news programs, often 
quote a special price on a single 

(Continued on page 145) 


133 





Proper Storage and Motor Adjustments 


Can Reduce Farmer's Tractor Fuel Cost 


AT A TIME when farmers are 
particularly interested in any help 
in cutting expenses farm equip- 
ment dealers can pass along some 
information for reducing tractor 
fuel costs. 

Savings of 10 percent or more in 
fuel bills can be made by most 
farm tractor operators if they give 
attention to proper fuel storage and 
fuel system adjustments, accord- 
ing to W. L. Ulich, agricultural en- 
gineer, Texas A & M College ex- 
tension service. 

Evaporation during the hot sum- 
mer months takes a toll of fuel in 
storage. Partially filled tanks ex- 
posed to the sun may lose three to 
four percent of their contents with- 
in a month. Shaded tanks lose one 
percent or less. Over a period of 
three months unshaded tanks may 
lose up to 15 percent but those in 
the shade only 6 percent. 


Painting storage tanks with 


aluminum or white paint will aid 
in cutting evaporation losses, says 


the engineer, because the light col- 


ors reflect the sunlight. Too, he 
adds, a small storage tank filled 


every two weeks will cut the stor- 


age period and the losses from 
evaporation which climb with long 


storage. 
The farm tractor which is serv- 
iced regularly and kept in top op- 


erating condition is also the most 
economical to operate from the 


standpoint of fuel consumption, 
says Ulich. He recommends a daily 


check of the air cleaner, all hose 


and fuel line connections and car- 
buretor. Most of this checking can 
be done at a glance but in case a 
difference is noted in the amount 
of fuel consumed, then, he says, it’s 
time to make a more detailed in- 
spection for locating the particular 
trouble. 

It must be remembered, points 


out Ulich, that approximately 40 
percent of the operating costs of a 
farm tractor goes for fuel. If this 
bill can be cut by 10 percent or 
more, the difference will help cut 
the cost of producing a crop and 
take a little slack out of the price- 
cost squeeze. 


. 


Ford Establishes New 
Regional Sales Office 


ESTABLISHMENT in Memphis, 
Tenn., of a new regional sales of- 
fice of the Tractor and Implement 
Division, Ford Motor Co., of Bir- 
mingham, Mich., and the appoint- 
ment of Lloyd G. Roberts, as man- 
ager, is announced by E. H. Woods, 
general sales manager. 

The new office will coordinate 
the sale and service of Ford trac- 
tors and farm and_ industrial 
equipment through four independ- 
ent distributors and 339 dealers 
who serve the region. 

Roberts was formerly a 
representative with the South 
Central regional office of the 
Tractor and Implement Division at 
Kansas City, Mo. 


sales 





keep fall sales going with Gehl 


50% greater gtinding copacity... 8 step-saving attachments 


mills 
Gehl 
makes home-grinding practical and 
and Gehl’s six step- 


Let Gehl Grind-All hammer 


boost your fall sales volume! 


profitable .. . 
saving attachments help you sell more 
mills, boost the size of the sale. 


Farmers and dealers like Gehl’s effi- 
cient design and their rugged, all-steel 
construction. They depend on the 
Gehl reputation behind the guaran- 
teed Grind-All. Sales-making features 


GEHL BROS. MFG. CO. 
Dept. HK-672, WEST BEND, WIS. 


Please send complete details on Gehl Grind-All for 


boosting fall profits.__Have your salesmen coll,_ 


Nome 
Address 


City — 
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like: 50% greater 

grinding capacity 

with Gehl’s efficient 

PTO and exclusive 

grinding action; 42 long-life, reversible 
grinding hammers—make Gehl sales 
easy sales. 

Put the famous Gehl name to work 
building fall profits! Sell the rugged 
high-capacity Gehl Grind-All hammer 
mills—and attachments! 


%& Wheeled Transport 


. % Crusher Head for ear corn 


i eyor 
er Feed Convey 
| 7 Avg 


Conce" 


erate Hoppe’ 


GEHL BROS. MANUFACTURING CO. 


WEST BEND, WISCONSIN 
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the Versatile Pumps that Convert from Shallow 
to Deep Well Simply by Moving the Jet! 


For customers who have a falling water leyel problem, 
F & W gives you the most complete and flexible line of all 
multi-purpose pumps. It offers both standard and econ- 
omy models . . . package units or with standard 42-gal. 
tank . . . regular or high pressures . . . single Or two-stages. 
It’s easy to change this pump from shallow to deep well 
by taking the ejector off the pump and mo¥ing it down 
into the well. And, by substituting a high pregsure ejector, 
you can get higher discharge pressures, or use it on even 
deeper wells. All pumps are individually tested and certi- 
fied for rated capacities and pressures. 


Maximum Sales . . . Minimum Inventory 
With these highly flexible, multi-purpose pumps, you get 
maximum sales with minimum investmeat. Just a few 
models meet so many different needs. ThiS means faster 
turnover and higher profit. Not only that, they’re na- 
tionally advertised, fast-moving, dependable, and trouble- 
free. Profits are not eaten up by service @alls. So send 
today for our new Catalog Folder No. 507, or ask your 
F & W distributor for full information on these outstand- 
ing Multi-Purpose Centrifugal Jets, as well.as the rest of 
the F & W quality line. 


FLINT & WALLING MANUFACTURING CO., INC. 
1019 Ocak Street, Kendallville, Indiana 


F & W Multi-Purpose 

Y%, %, 1 HP. Motors. Single- 

stoge pressures to 60 Ibs. and 

330-810 GPH. @ 15 f. & 

20 P.S.1.; 2-stage to 100 Ibs. and 380-680 
G.PH. @ 15 ft. & 20 P.SJ. Available as 
pockoge unit with 12 or 30 gal. tank, or 
conventional unit with 42 gal. tank. 


F & W Economy 

Multi-Purpose 

The economical, multi-purpose 

jet equal in copacity to ony 
comparable type, yet priced 

to meet volume competition Y% H.P., 480 
G.P.H.& Ye HP., 750 GHP. @ 15 ft. Avail 
able as pockage system with either 6, 12 
or 30 goal. capacity tanks 


F.W means Flowing Witt by Flint & Walling 
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At the Georgia Agricultural Experiment Station near Griffin, Georgia delegates to the conference viewed pre- 
harvest mechanization practices. Above, ground being disced after cover crop has been plowed under 


Mechanization conference spotlights 


Cotton Production Needs 


OTTON’S FUTURE, and the role of 

lower production costs and 
improved quality in keeping it 
competitive was studied intensive- 
ly during the tenth annual Belt- 
wide Cotton Mechanization Con- 
ference held August 22-23 in At- 
lanta, Georgia. 

The meeting, which attracted 
upwards of 600 persons, was spon- 
sored by the National Cotton 
Council in cooperation with the 
University of Georgia, Farm 
Equipment Institute, Cotton Belt 
land grant colleges, the Depart- 
ment of Agriculture, and other 
groups. 

The opening session of the con- 
ference highlighted major prob- 
lems facing the cotton industry, 
the importance of mechanization, 
and greater efficiency in cotton’s 
competitive fight, and modern pro- 
duction techniques. Featured 
speakers included: William Rhea 
Blake, executive vice-president of 
the National Cotton Council who 
spoke on “How Big Is Cotton’s 
Future;” E. Lee Langsford, agricul- 
tural economist, USDA, who dis- 
cussed “Mechanization in Cotton’s 
Future;” Dr. George H. King 
director, Experiment Stations, 
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University of Georgia College of 
Agriculture, who spoke on “The 
Southeast Moves Ahead;” and Dr. 
William L. Giles, superintendent, 
Delta Branch Experiment Station, 
whose_ subject was “Fitting 
Mechanization into a Cotton Pro 
duction Package.” 


Blake Speaks 


In his talk, Mr. Blake said that 
“if we can simply hold foreign pro- 
duction (of rayon and cotton) to its 
present level the two-million-a- 
year upward trend in foreign con- 
sumption should mean a huge in- 
crease in U. S. exports. Over a 
three year period this could easily 
raise our level of exports by six 
million bales.” 

Stressing the importance of 
mechanization lowering cotton’s 
production costs, Mr. Langsford in- 
dicated in his address that sub- 
stantial progress can be expected 
in the near future in supplement- 
ing hand methods of weed control 
with mechanical and chemical 
techniques. He said these tech- 
niques would replace as much as 50 
percent of the labor now associated 
with weed control, and that they 
were potentially applicable to 


Plowing up cover crop with disc 
plow. Southeast has particular 
need for small harvesting unit 


probably 85% of the crop. He also 
predicted in the near future fairly 
complete mechanization of about 
50% of the crop as compared with 
25% now. 

Spotlighting the advances in the 
Southeast in the past decade, Dr. 
King in his address, predicted that 
average cash farm income in the 
Southeast will increase from its 
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100-bushe!l Mode! 200, P.T'.O. or ground-drive, has low sides for fast, easy loading 


Just wile the deiremian ordered! 


130-bushel Mode! 330, P.T.O. with 2 or 4 wheels . . . converts to forage box or bunk feeder 


Just what the cattleman ordered! 


1TH New Holland’s new family of spreaders, automatic bunk feeder or self-unloading wagon. 
you can match up as many as ten specific varia- Never again let a prospect get away because you 
tions to pin-point any prospect’s needs. Starting off don’t have exactly the spreader he wants. In case 
with two basic capacities—100-bu. and 130-bu. you're not already a New Holland dealer, but you'd 
New Holland’s lineup has just the right combination like to know more about us, please write: New 
for steep fields, soft fields . . . pen-packed, liquid Holland Machine Co., New Holland, Pa. A sub- 
or poultry manure ... and silage or green feeding. sidiary of Sperry Rand Corp. 
The 100-bushel model comes in either ground 
drive or power-takeoff with wheel and tire sizes to ~/ 
best suit ground and spreading conditions. The 130- . a =} NEW HOLLAND 
bushel P.T.O. spreader, available in 2- and 4-wheel ~\ ===") 


design, is three machines in one—converts to an First in Grass and Farming" 
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Sweep cultivator in action 


present level of $2,900 to $7,500 
within 15 years. He credited past 
progress and future progress to 
greater efficiency per unit of pro- 
duction. 

In his talk, Dr. Giles said that 
“in order to reap fully the benefits 
which mechanization offers cotton, 
we must be aware that all seg- 
ments of production are inter- 
related.” He cited the following 
practices showing how they are re- 
lated to over-all production ef- 
ficiency: land leveling, deep till- 
age, correct bedding, weed control, 
and irrigation. 

During the second business ses- 
sion on August 23 the conferees 
heard panel discussions pinpoint- 
ing cotton mechanization research 
needs and problems in improving 
and preserving fiber quality. 
Speakers included: R. R. Poynor, 
general supervisor, Farm Practice 
Research, International Harvester 
Co.; Dr. J. Winston Neely, director 
of Plant Breeding, Coker’s Pedi- 
greed Seed Co., Hartsville, S. C.; 
John R. Carreker, superintendent, 
Southern Piedmont Conservation 
Experiment Station, Watkinsville, 
Ga.; Fred A. Kummer, head, De- 
partment of Agricultural Engineer- 
ing, API; and A. W. Snell, head, 
Department of Agricultural Engi- 
neering, Clemson College. 


Small Harvester Needed 


In his talk on harvesting equip- 
ment, Mr. Kummer stated that a 
mechanical cotton picker in the 
$2,500 price range would have a 
potential market of approximately 
70,000 units in the southeastern 
United States alone. 
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“The prevailing belief,” he said, 
“jis that we cannot mechanize the 
small cotton farmer with an aver- 
age of 25 acres of cotton. To be 
realistic, we could not expect a 
$2,000 machine to do the work of a 
$5,000 one. Yet, we could try to de- 
velop a machine that could pick 
quality cotton, although it may re- 
quire more than one man to op- 
erate and considerably more time 
to pick a bale.” 

His belief is that, with a spread 


of 1-2 man hours per bale for 
present machine-picking and 50 
man hours per bale for hand pick- 
ing, labor requirements still could 
be reduced drastically with a ma- 
chine that requires only two or 
three times more labor per bale 
than present machines, or that re- 
quires more than one or two pick- 
ings to gather the crop. 

“Although we are presently op- 
erating 20 percent fewer but 
larger farms with 30 percent fewer 
workers, the Southeast still has a 
long way to go in mechanical cot- 
ton harvesting.” 

Pointing out that only 2 percent 
of the cotton in the Southeast was 
harvested by machines in 1955, 
Mr. Kummer saia that the problem 
is “we have not been able to reach 
the majority of our cotton farmers 
with the harvesting equipment as 
it is now available and priced, and 
the quality of machine-harvested 
cotton has in most cases not been 
equal to that obtained by hand 
picking.” 

The conference included a visit 
to the Georgia Agricultural Experi- 
ment Station near Griffin where 
the group viewed a demonstration 
of pre-harvest cotton mechaniza- 
tion practices. 

The conference concluded on 
August 24 with an all-day work- 
shop meeting of research and de- 
sign engineers from industry, the 
USDA, and land grant colleges. 


“Lugging Louie" at Work 


The strange looking contraption above is a machine that the average farm- 
er never will see, but it is at work nevertheless in the farmer's behalf. 
“Lugging Louie" is the affectionate name given to this towing dynamometer 
by engineers at Ford Tractor and Implement Division headquarters in Bir- 
mingham, Mich. In addition to exerting or measuring pull on the tractor's 
drawber it can determine how changes in tire tread design improve the 
tractor's traction. Also it can measure fuel economy of the tractor under 
all load conditions, determine the ability of the tractor engine to get rid of 
heat, and records the efficiency of the tractor's transmission. “Louie™ is 
built around the chassis, differential and transmission of a Fordson Major 
Diesel tractor 
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Shown above is an experimental model of an air-conditioned tractor, pro- 
duced by J. F. Schaffhausen, operational director of Cockshutt Farm E- 
quipment, Inc., Bellevue, Ohio at his Bucks County, Pa. experimental farm 


Cool Tractors Are in the Works 
for the Nation's Hot Farmers 


Goop NEWS for the nation’s 
farmers was revealed in Pennsyl- 
vania recently when an air-condi- 
tioned tractor was unveiled at the 
experimental farm of an imple- 
ment company executive. 

Tentatively named “The Weath- 
er King,” the tractor is described 
as “the first step over the thresh- 
old into a whole new era of farm- 
ing.” It was designed and built by 
J. F. Schaffhausen, operational di- 
rector of Cockshutt Farm Equip- 
ment, Inc., to “reduce the fatigue, 
increase the income and prolong 
the lives of farmers forced to work 
in extreme temperatures.” 

In addition to air-conditioning, 
the bright new yellow and red 
tractor’s cab features “vista-vi- 
sion,” hot air heat for winter use, 
and a built-in, push button radio. 
Its practical value is said to have 
been established through numer- 
ous tests at Schaffhausen’s Open 
Gate Experimental Farms, in 
Bucks County, Pa. 

Commenting on the new tractor, 
Schaffhausen said that year-round 
weather conditioning will soon be 
almost commonplace on all major 
farm implements. “The days when 
a farmer had to work from sun- 
up to sun-down in scorching heat 
and freezing cold will then become 
only a bad memory,” he said. “At 
Open Gate Farms we've proved 
that weather - conditioning for 


tractors is practical, and I am con- 
vinced that farm machines without 
this feature will soon become as 
old-fashioned as automobiles with- 
out automatic transmission.” 
From a cost standpoint, Schaff- 
hausen explained that the ““Weath- 
er King” would run little more 
than the price of a good high fi- 
delity sound system, or a console 
color television set. ““And when the 
cost is spread over the years the 
equipment will be used, the aver- 
age farmer will be able to increase 
his efficiency, productivity and, 
most important, his life-span, for 
only a few dollars per week.” 


Experimental Model 


During the new tractor’s intro- 
duction, it was emphasized that the 
present model is not a production 
model, but an experimental one, 
built for use at Open Gate Farms. 
“When the market demand for 
such a tractor is evident, a produc- 
tion model will be planned,” 
Schaffhausen said. 

“However, after studying tests 
conducted to determine the air- 
conditioned tractor’s practical use, 
and estimating the money saved as 
a result of increased operator-effi- 
ciency and reduced lost-time, I’m 
convinced that the demand will 
not be long delayed,” he said. 
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Ford Announces New 
Two-Way Plow 


SAFETY, convenience and econ- 
omy for farmers who work hill- 
sides or irrigated lands are fea- 
tured in an all hydraulically con- 
trolled two-furrow, two-way plow 
announced by the Tractor and Im- 
plement Division of Ford Motor 
Co., Birmingham, Mich. 


Varied Uses 


The new Ford plow is said to 
turn all furrows in the same di- 
rection regardless of the direction 
of tractor travel. This eliminates 
dead furrows or back furrows and 
makes the two-way plow ideally 
suited for use on irrigated lands, 
and on hillsides where furrows 
should be turned uphill to pre- 
vent erosion. It is also useful in 
maintaining terraces and for con- 
tour and strip farming. 

“Safety of operation, especially 
for hillside plowing, is an import- 
ant feature of this new plow,” 
said E. H. Woods, general sales 
manager. “The two-way plow al- 
lows the farmer to keep the up- 
hill wheels of the tractor in the 
furrow, thus decreasing the angle 
of the tractor and improving its 
stability. 


“By rotating the plow at the 
end of a furrow and returning im- 
mediately in the other direction in 
the adjacent furrow, the farmer 
also saves time and unproductive 
movement of the tractor,” Mr 
Woods said. 

The new Ford two-furrow, two- 
way plow is available with 12, 14 
or 16-inch bottoms using replace- 
able “Razor Blade” shares. The 
main frame is welded high carbon 
steel for greater strength and the 
plow beams are heat treated for 
added ruggedness 
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Remember when Jack Dempsey 
held the championship of the 
world . . . pitting 187 pounds of 
muscle against bulky heavy- 
weights scaling up to 245 pounds? 

That’s the way it is with trac- 
tors today. It’s muscle that 
counts ... not just size or weight. 


The dynamic 4-plow, 4-row 
WD.-45 is all muscle — no fat! 
Useless, fuel-wasting, soil-com- 
pacting, tire-wearing, hard-steer- 
ing “dead” weight has been en- 
gineered out . . . two thousand 
pounds of it! A ton of costly, 
power-consuming “fat” the buy- 
er doesn’t need and won’t have 
to pay for! 

The tough, muscular WD-45, 
like a trained athlete, carries 
no excess weight, yet is endowed 
with all the attributes of a win- 
ner . . . power, strength, agility, 
endurance. It does work pre- 
viously possible only with much 
heavier tractors . . . does it better, 
easier, faster . . . costs less to buy, 
less to operate . . . has longer 
tractor life expectancy and a high 
trade-in value. 


Easy to buy, the precision- 
built WD-45 is a profitable in- 
vestment for the farmer ...a 
sales leader and business builder 
for the dealer. The same is true 
of every unit in the broad Allis- 
Chalmers farm equipment line. 


ALLIS-CHALMERS, FARM EQUIPMENT DIVISION 
MILWAUKEE 1, WISCONSIN 


ALLIS-CHALMERS > 


Engineering in Action 





John Deere's New Line of Tractors 
Includes 6 Power Sizes, 30 Models 


INCREASED POWER for greater 
daily work output, and more ver- 
satile hydraulic systems for great- 
er ease of operation are among the 
major advancements offered in the 
new John Deere Tractor family 
now on display at dealers through- 
out the United States. The new 
John Deere line includes six power 
sizes and thirty basic models, all 
of modern appearance with new 
two-tone color styling in green and 
yellow. 


"320" Series 


The 320 Series consists of two 
new, low-cost models that offer 
modern 1-2 plow power for small- 
er-acreage farms or for utility 
work. The “320” Standard Tractor 
is ideal for one-row planting and 
cultivating. The low-built “320” 
Utility Tractor is suited for field, 
orchard, grove, and vineyard work. 
Regular equipment on both models 
includes Single Touch-o-matic 
hydraulic system, Standard 3- 
Point Hitch with Load-and-Depth 
Control, and full wheel-tread ad- 
justments, front and rear. 

Introduced last year, the “420” 
series wheel-type tractors with 2-3 
plow power now offer additional 
features said to make them even 
more versatile. A new, optional 5- 
speed transmission provides a 6% 
mile-per-hour speed that is ideal 
for rotary hoeing, mowing, raking, 
and similar work. A new, contin- 
uous-running power take-off is a- 
vailable with the 5-speed trans- 
mission. Power - adjusted rear 
wheels and Dual Touch-o-matic 
hydraulic system are available on 


a wider range of models than ever 
before. Besides the eight wheel- 
type tractors, the “420” Series also 
includes two Crawler models. 


New Series 


The 520, 620, and 720 Series 
are entirely new. Their engines re- 
tain the basic 2-cylinder design, 
but deliver much greater power. 
In factory tests on gasoline, the 3- 
plow “520” developed about 36 
belt h.p.; the 4-plow “620” devel- 
oped about 48 belt h.p.; 
5-plow “720” developed about 58 
belt h.p. These tractors provide a 
wide choice of models and front- 
end assemblies, for all types of 
farming. Either LP-Gas or gaso- 
line engines are available for the 
“520,” “620.” and “720” Series, and 
a Diesel engine is available for the 
“720” Series. 

Outstanding among the new fea- 
tures of these tractors is Custom 
Powr-Trol, an advanced hydraulic 
system that can be tailored to meet 
the needs of any farm operator 
It offers a choice of one, two or 
three circuits, each controlled by 
a separate lever. One circuit oper- 
ates the position-responsive rock- 
shaft for instantaneous precision 
control of 3-point-hitch mounted 
or integral tools. To this may be 
added one or two remote cylin- 
ders, to control drawn tools, or to 
provide such advantages as de- 
layed lift and selective control of 
front-mounted units. Double-act- 
ing cylinders provide down pres- 
sure so implements will penetrate 
hard-caked soils. Units may be 
added to the basic system as re- 
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Shown here are the six power 
sizes in the new John Deere trac- 
tor line. The 1-2 plow "320" 
series Tractors are available 
in standard and utility mod- 
els. The “420" Series fea- 
tures six 2-3 plow wheel- 
type tractors and two 3-4 plow 
Crawlers. The "520" Series are 
General-Purpose Tractors, avail- 
able with gasoline or LP-Gas 
engine. The 4-plow "620" and 5- 
plow "720" Series Tractors are 
built in General-Purpose, Stand- 
ard, and Hi-Crop models. Heavy- 
weight of the new line is the 5-6 
plow "820" Diesel tractor 


quired, with a minimum of ex- 
pense and delay. 

A new Independent Power Take- 
Off delivers full engine horse- 
power independent of the trans- 
mission clutch and hydraulic sys- 
tem. The new Float-Ride Seat ab- 
sorbs shocks and provides new rid- 
ing comfort 

Power Steering, first introduced 
by John Deere on row-crop trac- 
tors in the summer of 1954, now 
has been improved. Advanced 
Power Steering is available on all 
tractors of the “520,” “620,” and 
“720” Series, as well as the “820” 
Diesel 

The 820 Diesel, a 5-6 plow trac- 
tor for big farms, has ample pow- 
er to handle big-capacity equip- 
ment at maximum speeds. It is the 
successor to the “80” Diesel, with 
the same engine that set a top 
fuel-economy record in official 
tests at Lincoln, Nebraska. The 
starting engine has been quieted 
with a new exhaust, fenders havs 
been widened, brake capacity in- 
creased, and other improvements 
have been made 


° 


Deming Opens Warehouse 
at Tyler, Texas 


THE DemiInc Co., Salem, Ohio 
manufacturer of commercial and 
industrial pumps, has opened a 
new warehouse at 727 Division 
Street, Tyler, Texas. It will be 
managed by Ben Turbeville, vet- 
eran Deming salesman, He will be 
assisted by Howard Scott Mc- 
Pheeters 

The warehouse will stock the 
complete line of Deming water 
systems, industrial pumps and 
spare parts. It is the third ware- 
house opened by the firm during 
Others are lo- 


Florida, and 


the past two years 
cated at Jacksonville. 
Memphi 


, Tennessee 





J. I. Case Board Approves Merger 
with American Tractor Corp. 


THE BOARDS of directors of the J. 
I. Case Co. of Racine, Wis., and the 
American Tractor Corp. of Chu- 
rubusco (Ft. Wayne), Ind., on 
September 6 approved plans for a 
merger that would give Case a 
broad entry into the construction 
and roadbuilding fields with a line 
of crawler tractors and earthmov- 
ing equipment. 

The proposed merger will be 
submitted to stockholders of both 
companies as soon as the legal re- 
quirements have been met and the 
detailed merger agreement com- 
pleted. 


Rapid Growth 


American Tractor Corp. has had 
a rapid growth in the construction 
equipment industry and is one of 
the six full-line producers of 
crawler tractors and equipment in 
this country. It started manufac- 
turing in 1950, and in the past two 
years has increased its volume 
more than 400 percent. 

The 114-year-old J. I. Case Co., 
one of the country’s major manu- 
facturers of rubber-tired tractors 
and farm machinery, plans to de- 
vote a substantial portion of its 
seven million square feet of plant 
facilities to the roadbuilding and 
construction field. The proposed 
merger would give Case a diversi- 
fied line of rubber-tired and 
crawler type tractors and equip- 
ment extending from the agricul- 
tural field to construction, ma- 
terials handling and roadbuilding. 

In a joint statement John T. 
Brown, president of Case, and 
Marc B. Rojtman, president of 
American Tractor, announced: 

“We consider the merger of J. I. 
Case and American Tractor a high- 
ly beneficial step for both com- 
panies. In one sweeping move, it 
will quickly establish J. I. Case as 
one of the most diversified agricul- 
tural, industrial and roadbuilding 
equipment manufacturers in the 
world. 

“It will also provide needed com- 
ponents, manufacturing facilities 
and wider distribution for Amer- 
ican Tractor products in both the 
domestic and export markets. 

“Furthermore, it will provide 
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the J. I. Case and American Trac- 
tor dealer organizations with a 
combined line of rubber-tired and 
crawler tractors and equipment 
which will greatly improve their 
competitive position. 

“No major changes in personnel] 
are contemplated except that Marc 
B. Rojtman will occupy the newly 
created position of executive vice- 
president and general manager. 
The management of J. I. Case will 
be further strengthened by the in- 
tegration of the American Tractor 
managerial group into the Case or- 
ganization. Production will con- 
tinue at the J. I. Case plants and 
the recently expanded Churubusco, 
Ind., plant of American Tractor.” 





The merged companies will op- 
erate as the J. I. Case Co. 


+ 


New Mailing Piece 
For Myers Dealers 


A NEW DIRECT mail piece for 
Myers water system dealers 
throughout the United States has 
been introduced by The F. E. 
Myers & Bro. Co., Ashland, Ohio. 

Entitled ‘““Myers Pump Carnival” 
the two-color direct-mail advertis- 
ing piece features Myers complete 
line of water systems, with front- 
page emphasis on the new “HK” 
Ejecto water system recently put 
on the market. 

Other water systems described 
in the paper include the Myers 
“HN” Ejecto, the new Myers 
plunger-type shallow well pump, 
the Myers submersible pump and 
the Myers deep-well working 
head. 

Space is provided on the front 
page for dealer copy. 


Ford Sales Meeting 


Deer Lake Hills Farm, the educational farm of Ford Motor Co.'s Tractor 
& Implement Division was the scene in July of a national sales meeting, 
attended by several hundred representatives of Ford's 32 domestic dis- 
tributorships and sales districts. Highlighting the event was a parade fea- 
turing more than 100 tractors each mounting or pulling a different piece 
of agricultural or industrial equipment. In top picture H. C. Heerman, 
president, Southeast Ford Tractor Co., Decatur, Ga., and Wendell E. Butler, 
Tractor & implement Division look over a piece of equipment. In bottom 
photo, J. M. Waggoner, Ford tractor plant manager proves to Texans 
Harvey Bell, center, and Harold Calhoun of Stewart Co. Dallas, Texas, 
that he can operate as well as manufacture tractors 
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Too many 
quarterbacks 
Spoiling 

pump sales? 


%* Bill Daughtrey. of Noland Co 
Inc., Lynchburg, Va., and Bruce 
Paddock, Goulds Representative 
team up to help Goulds Dealers 
in the Virginia area 


THE GOULDS TEAM* HAS YOUR ANSWER 


If too many sources of supply are spoiling the sales (and 
profit) picture in your pump department— it's time to call 


for the Goulds Team! 


Your Goulds Distributor and Goulds Representative can 
show you facts facts that will prove you can se// more 
pumps and make more money in the pump business by 
concentrating on the complete Goulds line the line with 
a pump to serve every well best. The Goulds team will show 
you advantages all along the line help you tackle your 
market with workable sales plans.) Help you guard your 


profits by maintaining balanced inventories 


Call the Goulds Distributor in your trading center or write 


us today for down-to-earth details 


GOULDS PUMPS, INC Dept Si.\0sSENECA FALLS NY 





A Ccrplete Line of 
Pumps for every Farm 
and Home Need 


/ You get MORE with HOULDS PUPS 
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New Holland Announces 
Newest Forage Blower 


NEWEST OF its forage blowers 
this year is the Model 21 hopper 
feed blower, New Holland Ma- 
chine Co., New Holland, Pa., an- 
nounces. The blower is designed 
for farmers with forage wagons 
having cross-conveyor unloaders. 
Wagons are pulled into position 
over the 18 x 32 inch hopper for 
immediate and fast unloading. 


Capacity is said to be up to 40 
tons an hour. Standard equipment 
includes retractable steel wheels, 
30 feet of eight-inch pipe, tilt sec- 
tion and deflector. Optional equip- 
ment includes two speed power 
take-off attachment and 15-inch 
drop center rims for mounting 
standard rubber tires, 


° 


Lombard Introduces Four 
New Chain Saw Models 


DESCRIBED as Chain Lightning 
“Saws for the Speed Age,” the four 
new models 44, 46, Advanced DD, 
and the 4D introduced by Lom- 
bard, 6 Main St., Ashland, Mass.., 
all offer new cutting speed, and 
cover a range of prices with a 
variety of features. 


The increased cutting-ability 


comes from new, higher engine 
power plus faster chain speeds 
made possible by Lombard’s new 
Spee-Dee gears. Each of the new 
models has these advantages. 

The model 44, a budget price 
saw, has a float-type carburetor, 
but will cut in almost any posi- 
tion except straight up or down 

The 46 (shown) boasts a pistol 
grip, and cuts at all angles in any 
position without special adjust- 
ment. 

The Advanced DD direct drive 
saw comes with either float or 
diaphragm carburetor. Its new 
automatic oiling system is said to 
be adjustable to every set of wood- 


cutting conditions including type 
of work, speed of cutting, and 
temperature. It is positive in ac- 
tion and simple to regulate to the 
work being performed, according 
to the manufacturers. For those 
special bursts of high speed cutting 
or other unusual conditions, an 
auxiliary hand operated oiling fea- 
ture has been added also, to cover 
every possible condition. Its extra- 
high chain speed makes it out- 
standing in small or soft timber, 
the manufacturers state. 

Model 4D, which cuts in any po- 
sition, has the spade-grip handle 
which is said to be successful in 
all types of farm wood cutting jobs 


New Spreaders and Forage Boxes 
Introduced by New Holland Machine Co. 


AN ENTIRE NEW line of spreaders 
and forage boxes manufactured by 
New Holland Machine Co. was be- 
ing shown to the public at fairs be- 
ginning in July. 

Working with two basic capaci- 
ties—100 and 130 bushels—New 
Holland engineers have come up 
with six new models for spreading 
and hauling forage. 

Most versatile in the line are the 
130-bushel machines which can be 
converted into self-unloading for- 
age boxes and bunk feeders. The 
Model 330 is a power take-off 
model with two wheels while the 
Model 335 has the same features 
but is provided without undercar- 
riage. It can be mounted on a New 


nl 
ar i) 
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Holland 5T wagon or on a truck. 

Both models can be converted 
to forage boxes by adding high 
sides and mixing hoods. They can 
also be used as bunk feeders by 
adding a cross conveyor on the 
rear. 

A new patented control on the 
machines replaces the lever to ad- 
just apron and beater speed. A 
rope attached to the tractor seat is 
simply pulled by the operator to 
shift speeds. 

The other two of the six ma- 
chines are 100-bushel spreaders 
Newest of these is the power take 
off Model 220. The ground-drive 
Model 200 was announced last 
month by New Holland 


Looking clockwise from the spreader in left background, here is New 

Holland's new family of spreaders and forage boxes: (1) Model 335 130- 

bushel spreader mounted on a New Holland 5-T wagon; (2) Model 330 self- 

unloading forage box; (3) Model 330 as 130-bushel spreader; (4) Model 335 

(shown without sides) as forage box with cross conveyor; (5) Model 200 

100-bushel ground-drive spreader; and (6) Model 200 100-bushel power 
take-off spreader 
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Outside Display Is 
Chief Sales Aid 


(Continued from page 133) 


used tractor. Farnsworth says that 
this seems to have more immediate 
effect in bringing prospects to the 
lot than any other advertising plan. 

Prospects also like the insurance 
coverage they get when they buy 
on the finance plan. Farnsworth 
stresses this frequently on his 
radio programs 

Because used tractors sell so 
fast on the display lot, Farnsworth 
feels free to offer good trades. He 
has won a reputation for this, and 
regards this reputation as one of 
his most valuable assets in op- 
erating successfully. 

The well-filled display lot, with 
the variety it offers, eliminates 
some field demonstrations. Many 
farmers buy from the lot, and do 
not ask for a demonstration. But 
Farnsworth does demonstrate in 
the field. He feels that a good field 
demonstration of both used and 
new equipment is effective sales- 
manship. 

He likes to work with 4-H clubs 
of the area, and always supplies 
machinery for their demonstra- 


tions. He takes in all the county ot grass and weeds, which inter- 
fairs with his displays feres with the combine at harvest 
But, best of all, he likes to at time If the grass can be cut back 
tract the prospect to his display to the top level of the soybean 
lot. After the farmer has exam- then a suitable harvesting opera- 
ined the tractors and then comes tion can be performed 
into the building for a look at the 
manufacturer’s display chart or to 
talk about the finance plan, he i 
taken to the coffee bar for a cup of 
freshly brewed coffee, served by 
M Farnsworth 
Farnsworth is one of the younger 
dealers in the area, and has a 
reputation of being one of the most 
aggressive. His plan for the im 
mediate future is to improve his 
repair department. “I want to a 
quire some of the latest equip 
ment. A good display lot needs the 
best possible shop to back it up.” 


e 


Servis Announces High 1e Servis “Stilts 
Clearance Attachment tach > v1 


Shredde! 
TO MEET a special need in the little difficulty, and 
Mississippi Delta Region, a special a 56 inch above the 
high clearance stilt attachment ha re 
been developed by the Servis E 
quipment Co., of Dallas, Texa 
Where soy bean 


there is usually 





Sab Blur 


the name that means 


PTO CROP DUSTER 
2, 4, 5 and 6 Rows 


TRACTOR MOUNTED 
SPRAYER 


REAR TOOL BAR 
TRAILER TYPE Anhydrous Ammonia 
Anhydrous Ammonia Applicator 
Applicator {Also Tractor Mounted) 


TRACTOR MOUNTED 
HEAVY DUTY TRAILER TYPE Side Dresser 
Ammonia Applicator 1, 2, and 4 Rows 


JOHN BLU 


COMPANY, INC. 


LIQUID FERTILIZER SPREADER HUNTSVILLE. ALA. 
(Solutions, Aqua and Mixes) Dependable Farm Equipment Since 1886 
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Culley Succeeds Spicer 
in M-H-F Transfer 

KENNETH S. 
Harris-Ferguson 
has been transferred to the com 
pany’s Australian organization 
Formerly the 


Massey- 
executive, 


Spicer, 


sales 


Massey-Harris 
branch manager, Oklahoma City, 
he is joining the staff of L. T 
Ritchie, vice-president and man- 
aging director of H. V. McKay 
Massey-Harris Proprietary Limited 
in Sunshine, Victoria, which is 
located near Melbourne. 


Spicer Culley 


Spicer entered the company’s 
service in 1936 and has spent the 
majority of his time since in the 
company’s sales organization. He 
was appointed assistant sales man- 
ager, Western Division, in 1949 
and in 1951 he became assistant to 
the president, Massey-Harris-Fer 
guson, Inc. 

Moving up from his post as as 
sistant branch manager, J. P. 
Culley succeeds Spicer as branch 
manager, Oklahoma City. Culley 
began his company career in 1948 
as a district manager and he was 
credit manager, Kansas City 
Branch, from 1949 to 1953. 


. 


Meadows Introduces 
New Hammer Mills 


THREE NEW electronically bal- 
anced farm Hammer Mills have 
been announced by Meadows Mill 
Co., North W'lkesboro, N. C. 

The mills range from 5 to 65 
Belt Drive Horse Power, 9 to 15 
inch screen size, up-to-18” bale 
mouth size, for grinding all grains, 
hays, roughage — from 400 to over 
5,000 pounds per hour — with a 
model for poultry and dairy farms, 
and custom and 24 hour grinders 
These Meadows “Value Right,” Se- 
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Shown in conference at the joint meeting of farm equipment manufacturers 
and retailers are, left to right, Art Kroos, Kohler Co.; R. R. Toepel, Brillion 
Iron Works, FEMA 2nd vice-president; W. A. Matheson, Sr., Portable 
Elevator Mfg. Co., FEMA president; H. B. Halter, FEMA managing director; 
Chairman L. J. Goes, NRFEA Ist vice-president; R. M. Thomann, representing 
NRFEA; Lorin Badskey, LML Mfg. Co., FEMA past-president; Earl Martin, 
Helix Corp., FEMA past-president; Fred Kearney, Progress Mfg. Co., FEMA 
director; and H. E. Breen, NRFEA president 


Joint Committee Meeting 
of NRFEA and FEMA Held 


COMMITTEES of the National Re- 
tail Farm Equipment Association 
and the Farm Equipment Manu- 
facturers Association held their 
eighth semiannual joint meet- 
ing August 23 in the conference 
room of the Brillion Iron Works, 
Brillion, Wis. 

A consolidated report of the 17 
regional Industry Coordinating 
Committee meetings held through- 
out the United States during June 
and July were studied and recom- 
mendations from those meetings 
considered. 

At each of the 17 regional meet- 


mills their Gold 
Medal line. 

Meadows special] improvements 
include: minimum power; quick 
access door for easy adjusting, 
cleaning, replacing; 30 second 
screen changing, without disman- 
tling or disturbing the feed level; 
smooth-running rotors; stronger, 
larger fans; heavier welded steel 
construction; improved collectors 
and quick change bagger, 14 screen 


ries 5 replace 


ings were two retailer members 
from NRFEA, two from the Farm 
Equipment Wholesalers Associa- 
tion, two from the Farm Equip- 
ment Manufacturers Association, 
and a state dealer association sec- 
retary. 

As a result of the recommenda- 
tions from the regional meetings, 
the conference at Brillion voted to 
set up a national Public Relations 
Committee for the industry and 
voted action on other proposals. 

Lyman J. Goes, NRFEA Ist vice- 
president, was chairman of the 
joint meeting. Elected chairman 
for the coming year was Lorin 
Badskey, FEMA immediate past- 
president. 


mesh sizes are available. Two 
screens are standard equipment 
The “Mighty Marvel” No. 5 ham- 
mer mill is for grain and roughage 
grinding on poultry and _ small 
dairy farms; “Trojan” No. 25 mod- 
el is for the large dairyman, while 
“Master Grinder” No. 35 (Model 
No. 35F shown here) has largest 
capacity for custom or 24 hour 
heavy duty grinding — 2,000 to 
5,000 pounds per hour. 

A descriptive brochure is avail- 
able from the company. 


+ 


Prices Increased 
by Harvester Co. 


INTERNATIONAL Harvester Com- 
pany has announced a price in- 
crease of 5 percent on its list and 
retail prices of farm equipment, 
effective September 15, 1956. 
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M-M Announces 
New Grain Harvestor 


A NEW pull-type grain, seed, and 
bean Harvestor with 12-foot cut- 
ting swath has been released to 
Minneapolis-Moline dealers in all] 
sections of the country, H. S. Red- 
dig, senior vice-president of the 
Minneapolis, Minn., company, an 
nounces, 

Many new engineering advances 
have been incorporated in the de 
sign of the new G-144 Harvestor, 
while outstanding features of the 
previous G-4 Harvestor have been 
retained in the new model. 

The completely new 4-cylinde1 
MM 206-J4 engine is used to pow- 
er the threshing mechanism of the 
new pull-type Harvestor 

A large, 17-gallon fuel tank, lo- 
cated at ground level, is to allow 
quick, easy refueling without any 
climbing. An electric fuel pump 
supplies steady fuel pressure to 
the engine, and a muffler and 
weather cap assure quiet operation 
and weather protection. A new in- 
strument panel is designed to pro- 
vide easy engine readings. 

Other features of the new G- 
144 include a rock-trap concave 
with single-lever adjustment and 
graduated scale for quick concave 
settings; heavy duty, 3114-inch 
rasp-bar cylinder with double- 
roller chain drive; 3,520 square 
inches of separating surface; ex- 
clusive MM 5-way adjustable 
cleaning shoe; and optional man- 
ual or hydraulic header control. 

The hydraulic unit can be pow- 
ered from the tractor or from the 
Harvestor engine, and can be op- 
erated from either the tractor seat 
or the Harvestor operator’s plat- 
form. 


The G-144 is available with 12- 
foot cutter-bar or with pickup at- 
tachment; with 43-bushel auger- 
unloading grain tank or sacking 
unit; and with 
sacking attachments 


> 


creenings and 


G. Hickman to Head 
Earthmaster Sales 


EARTHMASTER Manufacturing 
Co., Inc., Statesville, N. C., an- 
nounces the appointment of K. B 
Barnes as secretary-treasurer and 
general manager. George Hickman 
was appointed sales manager and 
Luther Forbes, sales 
tive. 

The company manufactures the 
Earthmaster one-plow tractor, with 
seven models and up to 56 inte- 


representa- 


grated implements, including one 
and two row cultivators and a low 
swung industrial model, converti- 
ble to farm usé 
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New Front-End Loader 
Added to IH Line 


A NEw front-end loader that can 
be mounted on wide front axl 
as well as tricycle-type Farmall 
tractors of the 300, 400, Super H 
and Super M series, is announced 
by International Harvester Co 
Chicago, Ill. The new loader, the 
34HM-33, replaces the No. 31 load 
er in the Harvester line. In addi- 
tion to being adapted for use on 
wide front axle tractors, the new 
loader is said to have greate 
strength, increased load capacity 
and to be easier to attach than the 
previous loader. It operates fron 
the tractor’s hydraulic system 

Booms are of a _ solid-welded 
tubular construction and accom- 
modate either a manure fork with 
six heat-treated alloy steel tines o1 
a nine cubic foot material bucket 
Both bucket and fork are equipped 
with a mechanical trip. The ma- 
nure fork can be equipped with 
a tine cover to convert it into a 
material-type bucket 


Lift Capacity 


Lift capacity ol the loadet 
mounted on the Farmal] 400 trac 
tor is 2,000 pounds with a break- 
away limit of 3,000 pounds. Maxi- 
mum lifting height from ground 
to bottom of the bucket is approx- 
imately 10 feet 

Mounting the new loader is said 
to be a simple operation: The trac- 
tor is driven between the boom 


] 


until the axle-mounting plate 


come against the loader clamp 
Clamp bolts are flipped into the 

slots, the stands are removed and 
between 
th 


put into place as brace 
the tractor ae 
loader side frame, the total of eight 
bolts are tightened, and the loade! 


work 


channel ana 


ready fol 





Allis-Chalmers Enters 
Manure Spreader Field 


ALLIS-CHALMERS Manufacturing 
Co., Milwaukee, Wis., enters the 
manure spreader business with a 
front-end, enclosed-delivery pow- 
er take-off operated machine that, 
according to the company, is easy 
to load, gives full shredding action, 
has controlled and regulated low 
spreading, and is particularly clean 
for the tractor driver and the ma- 
chine, Capacity of the box is 110 
bushels. 

The No. 110 spreader has all the 
shredding and spreading units in 
front where they are out of the 
way. All are fully shielded to pre- 
vent damage in loading. 

Three powerful, high-speed, 
turbine-type spreaders (slingers) 
distribute material across a con- 
stant 12-foot width regardless of 
volume, Spreading action is down 
and to the sides in full view of the 
operator. Velocity and direction of 
spread prevents material being 
carried by the wind. 

A convenient lever controls the 
volume of spread by varying the 
forward travel rate of the raddle 
drag. Rate of spread ranges from 
two to 14 loads per acre. 

Loading is said to be fast and 
easy from rear and sides even un- 
der low-hung barn cleaners or 
shed roofs because there are no 
high arches, beaters, paddles, or 
drives in the way. 

While spreading, the load moves 
forward to the front. This action 
keeps the load weight relatively 
constant ahead of the spreader’s 
two wheels and on the drawbar 
and tractor rear wheels. The dis- 
tribution of weight assures in- 
creased traction to work in prac- 
tically any field or weather con- 
ditions. 

Two fully enclosed shredde1 
beaters process all material de- 
livered by the raddle drag. The 
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upper beater has three bars and 
the lower beater has six bars. 
Thorough shredding is accomp- 
lished as the entire load must 
feed into and through the beaters 
All shredding and spreading units 
in the compact front-end section 
are assembled and tested at the 
factory and shipped complete as 
a unit. 

The raddle drag is driven by a 
precision roller chain of high ten- 
sile strength. Chain travel is vir- 
tually continuous through a dou- 
ble ratchet drive. This provides a 
steadier, more uniform drive re- 
quiring less horsepower than a 
single ratchet drive. 

The box is built of wood which 
is penta-treated against acid and 


water. Tongue-and-groove con- 
struction is used, with every board 
double-bolted to the steel frame 


+ 


Pump Manufacturers 
to Meet in Chicago 


THE 24TH ANNUAL meeting of the 
National Association of Domestic 
and Farm Pump Manufacturers 
will be held October 17-18, in the 
Sherman Hotel, Chicago. 

Included on the agenda will be 
a review of results of the 1956 
water systems merchandising, sales 
and publicity program and a pres- 
entation of plans for promoting 
National Water Systems Month in 
May, 1957. There also will be an 
address by a speaker of national 
reputation. 

New officers will be elected. 
Present officers of the association 
are as follows: F. E. Myers II, vice- 
president, The F. E. Myers & Bro. 
Co., Ashland Ohio, president; D. L. 
McDonald, president, A. Y. Mc- 
Donald Manufacturing Company, 
Dubuque, Ia., vice-president and 
chairman of the executive board 
of directors; and John P. Curtin, 
vice-president, George D. Roper 
Corporation, Rockford, Il., treas- 
urer. 

John Hosford, Chicago, is exec- 
utive secretary of the association 





CONVENTION DATES 


Alabama, Nov. 29-30, Thomas Jeffer- 
son Hotel, Birmingham, Ala. Secre- 
tary, F. A. Kummer, Box 630, Auburn, 
Ala. 


Carolinas, Jan. 20-27, Havana-Nassau 
Cruise, Secretary, A. A. Chappell, 210 
National Bank Bldg., Wilson, N. C. 


Deep South, Dec. 3-4, Jung Hotel, New 
Orleans, La., Secretary, John J. Craw- 
ford, 1407 Murray St., Room 206, 
Alexandria, La. 


Florida, Nov. 11-13, Angebilt Hotel, 
Orlando, Fla. Secretary, Allen Hut- 
chinson, Box 3066, Orlando, Fla. 


Georgia, Dec. 3-4, Biltmore Hotel, At- 
lanta. Secretary, Joe F. Pruett, 550 
Riverside Drive, Macon, Ga. 


Kentucky, Nov. 15-16, Kentucky Hotel, 
Louisville, Ky. Secretary, Frank R 
Dornheim, 978 Barret Ave., Louisville, 
Ky. 


Mar-Del-Va, Feb. 10-12, Emerson Ho- 
tel, Baltimore, Md. Secretary, Millard 


E. Eyler, Box 285, Winchester, Va 


Mid-South, Jan. 21-22, Hotel Peabody, 
Memphis, Tenn. Secretary, Thad 
Carraway, Chisca Hotel Bldg., Mem 
phis. 


Mississippi Valley, Dec. 11-12, Shera- 
ton-Jefferson Hotel, St. Louis, Mo 
Secretary, W. E. Parsons, 220 Shera 
ton-Jefferson Hotel, St. Louis, Mo. 


Oklahoma, Feb. 3-5, Skirvin Hotel and 
State Fair Grounds, Oklahoma City. 
Okla. Secretary, Aaron Gritzmaker, 
515 Midwest Bldg., Oklahoma City, 
Okla. 


Texas, Jan. 27-30, Shamrock Hilton 
Hotel, Houston, Texas. Secretary, Ray 
M. Souder, 1108 Gibraltar Life Bldg., 
Dallas, Tex. 


Tri-State, Feb. 10-12, Herring Hotel, 
Amarillo, Texas. Secretary, R. B 
Allen, Canyon, Tex. 


Virginia, Feb. 3-4, Hotel Roanoke, 
Roanoke, Va. Secretary, David Raine, 
1103 E. Main St., Richmond, Va. 
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F. A. Wirt Retires 
from J. I. Case Co. 








F. A. Wirt, widely-known 
throughout the farm equipment 
industry, retired September 15 as 
advertising manager of J. I. Case 
Co. He had been associated with 
Case for 34 years 

Under his supervision the com- 
pany’s advertising and public re- 
lations programs were broadened 
and intensified and were among 
the most effective in the industry 

An agricultural engineering BE. L. Rox 
graduate of the University of +s. | ty 
Nebraska, Mr. Wirt served in sev- —— _ 
eral teaching and sales capacities A 2 C 
prior to his association with the okt on 
Case company in 1922. Hy ome. Te 

Active for many years in the 
Farm Equipment Institute, Mr 
Wirt has been a particularly ardent 
supporter of soil and water con- 
servation. Twice he won gold 
medals and cash awards from the 
Freedom Foundation. 

Mr. Wirt has made a hobby of a 
small farm with a small herd of 
Polled Hereford cattle. Located in 
South Carolina the farm will 
home for Mr. and Mrs. Wirt. 
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FELLS TREES 
UP TO 40” 


Priced from 
$117.50 retail 


Many Attachments for 
WHIZ 26” and 20” 
self-propelled, and 18” Units. 


SHOW YOUR CUSTOMERS THE WHIZ CHAIN 
SAW AND WATCH SALES INCREASE 


New WHIZ chain saw unit is a real workhorse 
Tough Disston steel blade cuts trees up to 50” 
Safe and fast for one man to operate. Powered 
by 2 H.P., 234 HP. or 5 H.P. Briggs & Stratton 
gasoline engine, v-belt driven. Ideal for all 
purpose farm jobs, construction projects, tree 
trimming, etc. 
Other Root-built WHIZ 26”, 20” 
changeable attachments include 
Mower, Cordwood Cutoff, Rotary T 
Digger, Grinder 

If your Jobber cannot supply you—write 


and 18” inter 
Circular Saw, 
ler, Posthole 


GRINDER 


ROOT MANUFACTURING CO., INC. 


127 East Eleventh St Baxter Springs, Kansas 





SERVICE SHARES 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
ducing a mew line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
made from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strengeh and wearing 
qualities. You'll want complete details now 


CARPENTERS VILLE, LL. 
V.S.a 


FULLY GUARANTEED 


AS TO QUALITY FIT AND FINISH 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 


SOUTHERN FARM EQUIPMENT Section for OCTOBER, 1956 











ng Syster 
y Works 
Ex ns 

ar Mie. Ce 

trait-Line 

trataflo Pr 


tvle-( afte 


LARALRLLLTF 


f 


SOUTHERN FARM EQUIPMENT Section for OCTOBER, 1956 








Look at the DEMING record when you want the best set-up 
on pumps and water systems. 

@ SPECIALIZATION: For more than 75 years, the Deming 
Company has specialized exclusively in the manufacture 
of top quality pumps. 

@ DEMING PUMP SCHOOLS: Practical courses in pump 
construction and application provide the best of factory 
training for salesmen of Deming Distributors and Dealers 


@ FIELD CO-OPERATION: When aid in the solution of 


pump problems is required, Deming factory representatives 


are prepared to help salesmen handling the Deming line. 


@ COMPLETE LINE: Unlimited sales opportunities are 
provided by the complete Deming line, which includes all 


types in a full range of sizes and capacities 


@ SALES AIDS: Direct-by-mail, store and road signs, 
window displays, demonstrator outfits, newspaper mats, 
radio commercial scripts, and national advertising help to 
promote sales for Deming Distributors and Dealers. 
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' Te FULL-POWERED | 


30 aler 
model VH4 


Now in production, with deliveries scheduled for October, 
the Model VH4 offers Wisconsin Engine Authorized Dis- 
tributors and Dealers an engine of broad sales possibilities 
both in the farm and construction equipment fields as 
well as for many other service applications. 


This rugged new engine has been added to the Wisconsin 
line to fill the horsepower gap between the Model VF4 
25 hp. and the Model VG4D 36 hp. Wisconsin Engines. 
At the same time, the mounting base is dimensionally 
identical to the Models VE4 and VF4 to permit convenient re- 
placement of the latter engines if greater power is required. 


The Mode! VH4, which now makes its bow for the first time, 
is the most powerful engine of its type and size available today, 
in our estimation. It is an engine of basic High Torque design 
which gives it the important advantage of being able to deliver 
maximum usable Lugging Power that carries the load through Model VH4 with 
the hard, heavy pulls. It has been designed to give you the best SOS SERS One CE. TED SUS Se 
possible performance at all engine speeds from 1400 to 2800 ee ee eee 
rpm., even when operating under intermittent shock-loads or 
under constant load, continuous service. 


The Model VH4 is a heavy-duty engine in all respects, built 
for hard service under all operating conditions, at temperatures 
from sub-zero to 140° F. (60° C.). It is an exceptionally smooth- 
running, even-firing engine and has all the traditional heavy- 
duty features that characterize all Wisconsin Models, from 3 to 
36 hp. It can be supplied as an “open engine” with side-mount 
fuel tank, or as housed power unit and may be equipped with 
electric generator and starter (or starter only) , clutch, reduction 
or clutch-reduction assemblies . .. and is adaptable to operation 
on a variety of fuels such as gasoline, kerosene, natural gas, 
Butane, Propane or fuel oil of 35 Octane rating or better. 


Yes... sales are waiting everywhere for this new Wisconsin “Vee-4" Engine... 
the engine that will give your customers “‘the most" in terms of dependable, full- 
powered performance, long life and low-cost maintenance. Write for copy of 


Bulletin $-196 for full descriptive information and specifications. Model VH4 Open 
Engine with Clutch Assembly 


and Stub Shaft. 


Model VH4 Open Engine 
with side-mount fuel tank 
and stub shoft. 


12 


ithouts @ WISCONSIN MOTOR CORPORATION 


4s > - World's Largest Builders of Heavy-Duty Air-Cooled Engines 
*. & J y MILWAUKEE 46, WISCONSIN 
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COPPER-TONE 
TRIMMED 


“Oe ¢ 
o . > 
* Guaranieed by : 
Good Housekeeping / 
— ae . 
S e@vr err A 


THE FINEST ALUMINUM 


with a bonus profit from the added, new 


(West, 4.35) 


Sure as holiday season rolls around, you’ll be making sales and 
profits on the popular MIRRO Cooky and Pastry Press newly 
trimmed, this year, in gleaming Copper-Tone. Now there’s an 
easy-to-use Decorator Set, of genuine MIRRO quality, all in the same 
package! This combination is going to be BIG! Get it now, 


for booming holiday business ahead! 


MIRRO Cooky and Pastry Press and 
Decorator Set includes 16-pc. Cooky and 
Pastry Press, with copper-tone trim, 

12 cooky plates, 3 pastry tips, plus 
Decorator, with 6 assorted tips. 


Complete with recipes and instructions. 
\ 


to build the sale even bigger, remember to suggest 


Retail, $1.00 (West, 1.10) 
15% x12” .... Retail, $1.15 (West, 1.25) 
Retail, $1.50 (West, 1.65) 


ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 


FIFTH AVENUE BLODG.. NEW YORK 10 MERCHANDISE MART. CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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WE Feel it 


KING COTTON 't'sTOUGH 
CLOTHESLINE ITWILL LAST 


This new clothesline is a real value. 
It's the best grade which will really 
sell in volume. And this is a NEW cord 
-+.@ new type of construction with 
a tighter, more uniform braid which 
gives you a tough, heavier, more 
durable cord. 


Connected 50 ft. hanks of sizes 6 
and 7 are packaged in individual 
polyethylene bags; high display visi- 
bility for the product and complete 
protection from dirt, dust and 
handling abuse. 


mo 


105 Duane Street * New York 8, N. Y. 
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CLIP THIS COUPON 
FOR FREE SAMPLE 


King Cotton Cordage 
105 Duane Street 
New York 8, New York 


Please send me a sample of the NEW 
King Cotton Clothesline. 


Name 





Address 
City 


My Jobber is 


For more information use Handy Return Card, Page 80 SOUTHERN HARDWARE for OCTOBER, 1956 





